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WOOD, 
PIN, 
CAPE, PRICK, 
CENTER, 
ROUND REPAIR, 
NOSE, 
DIAMOND 7 
POINT, 
STAR 
HALF DRILLS ° é 
RVYNP The new Crescent No. 175 
NOSE, j wood chisel, shown at extreme 12 and 
top is a general utility tool de- = 
signed for the hardest kind of 18 INCH 
COLD. service. It meets a demand 
among carpenters, plumbers, LENGTHS, 
electricians and millwrights 
for a sturdy, all-steel, un- 
breakable chisel for cutting | + Le) 
thru. floors, walls and heavy 1 
DROP beams. Three sizes, %, 1 and 2% INCH 
FORGED a 1% inch, retailing at 65¢, 75c Tell bach 
i and 85c respectively. Jobbers 
are stocked. Order Now. 
FROM = , fee 
SPECIAL 
STEEL. WELL 
MADE. 
CAREFULLY 
HARDENED conned 
AND 
TEMPERED. 
j j mone, GIVE 
POLISHED i| ee 
SERVICE 
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mower history! Finest quality—most 
practical designs—exclusive patented 


features — simple, sturdy construction— 
beautiful fnishes—models in every price 
range and now a Power Mower. 
These advantages, plus nation-wide 
oe 

















Pivowert continues to make lawn 








distribution and an exclusive selling fran- 
chise, place the Eclipse dealer in an envi- 
able position and enables him to make more 
sales and bigger profits and at the same 


The ECLIPSE POWER MOW- time give the user a better mower for less 
ER, compact in design, sturdy 1n 





construction, simple in operation, money. 

Eclipse quality throughon®. | Every dealer should write today for 

Ready soon—write for anne. complete details about the Eclipse line and 
plan of selling direct to one dealer in each 
community. 


ECLIPSE MACHINE COMPANY 


Dept. HA PROPHETSTOWN, ILLINOIS 
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Teeth That 
KEEP 
Their Bite 











WALWORTH 
lia, MASTER 
STILLSON 
WRENCHES 
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@ We have on our mailing list the names of 
150,000 mechanics. @ These are not men who 
might possibly use Walworth Stillson wrenches, 
but men who earn their living with them. @ Their 
names were given to us by the very same whole- 
sale dealers who supply you with Walworth 
Stillsons. @ We are telling these tool users about 
the Genuine Master Stillson and why it is the 
toughest, strongest and longest-lived wrench they 
can buy. @ We are telling them to buy their 
Master Stillson wrenches from you and that you 
have a full line of Master Stillsons in stock. @ If 
you have, you can count on getting your good 
and profitable share of this business. 


WALWORTH 


Walworth Company, General Sales Offices: 60 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIL; Greensburg, Pa; and Attalla, Ala. 
Walworth Company Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative 


«+ Distributors in Principal Cities of the World... 
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“She Netting Shat Stands 





Arbors 


Bird Cages 
Booths 
Box Offices 


Counter Bins 
Decorating 
Dog Kennels 
Feed Boxes 
Feeding Pens 
Fish Boxes 
Fish Traps 


Fox Kennels 


Golf Courses 


tail trade. 


Animal Cages 
Animal Traps 


Baseball Backstops 


Cement Reinforcing 


Flower Border 


Garden Enclosures 


THAN 





versatile netting. 
for the alert de aler. 


Hotbed Covers 
Insulation Base 
Brooding Pens 
Laying Nests 
Machinery Guards 
Muskrat Pens 
Packing C 
Partitions 
Pergolas 
Pigeon Pens 
Plaster Reinforcing 
Playground Fence 
Play Pens 
Portable Runs 
Poultry Coops 
Poultry Gates 
Poultry Houses 
Poultry Parks 


Rabbit Hutches 


Manufacturers 
also of 


IMPERIAL 
Farm Fence 
Poultry Fence 
Lawn Fence 
Steel Posts 
Gates 
Flower- 
Border 


Trellis 


SALEABLE 
USES 


U. S. Poultry Fence is the only netting on the 
market today which fulfills every requirement and 
meets every ‘demand of the trade. 

That’s why each year, more and more dealers sell 
this nationally advertised netting exclusively. . .. It 
reduces inventory -....Speeds up turnover .... in- 
creases sales and profits—all y year “round. 
Below are more than 50 practical uses for this 
All are profitable sales outlets 


Rodent Proofing 
Screens 

Show Pens 

Sign Construction 
Sound-Proofing 
Stage Scenery 
Stock Rooms 
Storehouses 

Stucco Reinforcing 
Summer Houses 
Temporary Fencing 
Tennis Courts 
Trash Receptacles 
Tree Guards 

Vine Trellis 
Warehouses 
Window Guards 
Window Trimming 
Wire Baskets 


U. S. Poultry Fence, the original straight-line netting, 
is sold only through the regular wholesale and re- 


If you are not familiar with this modern 
netting, write for miniature sample roll. 


Indiana Steel & Wire Co. 


Muncie, 
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ur “good will’ is worth more than 
this huge Corbin plant .. 





¢ « would you like to share it with usP 


HIS isn’t going to be sentimental and we aren’t 

going to shed tears or anything like that—but 
think over this thing people call “reputation” or “good- 
will.”” Doesn’t it simply mean this—that you have been 
tested and found to play fair—that people have come 
to know they can depend upon you and believe what 
you say? Isn’t this the one greatest asset for continued 
success any man or business can have? 
We believe it is—and that is why, big as they are, we 
don’t consider our factories at New Britain as our 
greatest asset, even if they do cover many acres of floor 
space, and do involve millions of dollars of plant and 
equipment. 
Without good-will of what good wou!d all our factories 
be to us? It is our reputation for making good hardware 
that keeps them busy, makes them pay. That is why we 
have been building Corbin’s good-will for more than 
eighty years. Would you like to share this good-will 
with us 
If you do, we believe we can truthfully say that you 
will gain three big things. 
FIRST—wmore profit. Your builders’ hardware depart- 
ment will become a greater business-getting depart- 
ment. This is why: Corbin’s reputation for making good 
hardware is well-known. Architects, home planners, and 
builders all over the country 
look to their local Corbin 
dealer for service and prices 


P. & F. CORBIN ‘us* Cons 


when choosing and specifying hardware for a new 
building. They know that Corbin makes the most com- 
plete line of builders’ hardware in the world. They know 
they can specify our goods for an entire building. They 
know that when additions to their buildings become 
necessary, they can always turn to their Corbin dealer 
for material of the exact design, finish, quality and 
operation as that originally used. 

SECON D—/ower inventory. By concentrating on Good 
Hardware—Corbin, duplicate items are eliminated. This 
is wise. Not every brand on the market can be a winner 
—and those that lag behind always show up fat but 
flabby in your inventory of “goods on hand and unsold” 
at the end of the year. 


THIRD—other departments are helped. Corbin dealers 
find that in sharing in this friendly contact with buyers 
of builders’ hardware, almost from the time the plans 
are ready, they also secure many additional orders—for 
paint, contractors’ supplies, stoves, refrigerators, etc. 


This explains, at least in part, why handling Corbin 
Builders’ Hardware—and only Corbin—enables you to 
share in our good-will—have faster turnover, larger 
sales, less stock to carry, greater profits and a decidedly 
increased volume of sales in other departments. 


It certainly won’t do any harm to investigate the Corbin 
franchise—whether you decide immediately or not. Just 
write us and we'll have a 
Corbin representative bring 
you the facts. 


The American Hardware Corp., Successor 


New York 


Chicago 


Philadelphia 








GOOD BUILDINGS DESERVE GOOD HARDWARE 
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ACRES OF GLASS 


We are truly in the age of 
glass. Goodell-Pratt Glass 
Cutters are finding an in- 
creasing market through 
progressive dealers who are 
keeping them on display. 





NEW YORK 


7 LAFAYETTE ST 








iia nth Staab ae 


ame . 





















Mr. Punch says, “Increasing use of 
glass means increasing sales on these 
two fine Goodell-Pratt Glass Cutters”. 





Modern Construction is Demanding More 
and More Daylight in Homes and Industrial 
Buildings. This Means More Glass to be 
Cut and an Increasing Market for Depend- 
able Glass Cutters both for Original Instal- 
lation and Replacement. 

No. 979 Glass Cutter. The single wheel type of cutter. 
Each wheel is made of a special grade of high quality alloy 
steel carefully heat treated and twice honed to the exact 
angle that gives a sharp deep cut and a fine clean break. 
Each wheel is tested by actually cutting glass before being 
packed for shipment. The frame and handle are of smooth 
casting, shaped for comfort. Three breaker notches are 
provided for various thicknesses of glass. Handle dis- 
tinctively finished in black and vermillion lacquer. 

No. 1 Glass Cutter. The original Turret Head glass 
cutter. For hard day in and day out service this glass cutter 
is used and recommended by glazers the world over. There 
are six honed and tested cutter wheels in the Turret Head. 
The wheels are numbered and by loosening the Turret 
screw can be rotated and used consecutively as needed. 
The frame is nickel plated, the handle is made out of 
selected hard wood. Finished with mahogany lacquer. 


Write for attractive profit 


| ere) ODELL | a. goon 
i =referring to this advertise- 
PRATT (a 
1500 GOOD TOOLS 


GOODELL -PRATT COMPANY 


GREENFIELD,MASS. cH! 


VOPR; 
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“Yes, Madam, 
this is the only 





Self-Measured 
Screen Cloth 


made.” 


A Quick Sale 








A Quick Measurement 
A Satisfied Buyer 


When it comes to talking points— the 
merchant who sells Sun-Red itidge Wire 
Screen Cloth has plenty of them. The Red 
Line identifies the ONLY Screen Cloth 
made which is both trade- marked and 
self-measured. 


Your profit or loss is often simply a ques- 
















TRADE MARK REG. U.S. PAT. OFF. 


REYNOLDS WIRE CO... DIXON. ILLINOIS 


tion of cutting. The measure marks, every 
foot and six inches on Sun-Red Edge, ab- 
solutely prevent excess or shortage. And 
when it comes to wear- proof, lasting 
service, there’s nothing to equal Sun-Red 
Edge AluminA; it will last twice as long 
as the ordinary galvanized screening. 


Sun-Red Edge comes in one-piece 100- 
foot rolls, another assurance against waste! 
The Red Edge prevents rust under the 
nailing strip—again a ‘talking point” 
which customers appreciate. The line in- 
cludes Sun-Red | AluminA, Black 
Painted, and Copper-Bronze. 


Get in touch with your jobber, prompt- 
ly. The selling rush will soon be here. 
Among our selling helps for the merchant 
is a handsome window trim. Write 

us for complete details. 
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Don’ go through another 


summer without a 





Westinghouse 
Fan Contract 
























$ 
new le leader 


_ with plenty 


of advertising support for 





























Attractive newspaper 








oppear in more than $00 riews aper 











WestinGHouse Fans 


the entire line ...... 


Before you plan your 1930 fan activity learn about the new, easy 
selling possibilities of Westinghouse Fans. There is a new full-size 
Eight-Inch Fan that opens up a new fan market for you—it's a 
Westinghouse Fan that sells tor only $5.00. And there is the im- 
proved guard —a feature that makes the higher-priced Westing- 
house Fans easier to sell. 

Backing up the entire line of Westinghouse Fans is a sales plan 
to help you get Westinghouse Fan business from the very first day 
that fan weather sets in. Ask about this plan and the sales helps, 
display material and newspaper advertising that has been prepared 
to help you push your fan sales to a new high level this summer. 
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FIG 2513 









MYERS Seis 
POWER and TRACTION SPRAYERS 


For Spraying Rowed or Field Crops 
Orchards and Trees, Vines and Shrubber 





‘ “ee - Ina market where many are called but few are selected Myers Self- 
Oiling Power and Traction Sprayers have received nation wide rec- 
ognition for finer performance in both orchard and field crop spraying. 
So marked has been their success in many localities that the sale of a 
single Myers Spray has been the opening wedge through which numer- 

ous other sales have quickly followed. 































With new features and exceptionally well balanced construction throughout 

to provide the utmost in spraying service at the lowest possible cost, users 
everywhere are more than satisfied with them. And the variety of styles and 
sizes in which they are built affords every opportunity for selection to meet 
individual needs. ’ 


The active market for Myers Self-Oiling Power and Tractor Sprayers as well 
as the numerous other styles of Myers Hand and Power Spray Pumps and com- 
plete Power Spray Outfits is just around the corner. It won’t be long until rowed 
and field plantings will have to be sprayed and during the intervening period, or- 

chards and trees will also have to be protected through spraying. If you are not 

prepared to meet this market with Myers Spray 

Pumps. or if you are not familiar with the op- — 
portunities the Myers Line offers for general spray y, Take Off Your-Hat—4 
pump business, write or wire us today for catalog YERS y vg 
and prices. PUMPS-WATER SYSTEMS -HAY TOOLS DOOR HANGERS ’ 


THEFL.E.MYERS & BRO,CO. 


ASHLAND, OHIO. 



















c) Fe FIG. 2518 MYERS BULLDOZER MYERS SELF-OILING 
Yy 22 
ae a ae UNIVERSAL FOUR ROW 
FOUR ROW TRACTION 
UNIVERSAL" ££+—-f 1) eee POWER SPRAYER 
POWER SPRAYER SPRAYER 4 








; : t } 


(PUMPS * WATER SYSTEMS + HAY TOOLS «= DOOR HANGERS 
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Southwestern Bell Telephone Company Building, St. Louis, Mo. 


— Apollo-K eystone Copper Steel Galvanized Sheets 


used for heating and ventilating sheet metal work 


SHEET METAL—For Buildings Like This 


For concrete forms, metal lath, doors, 
partitions, trim, sash, ventilating systems, 
furniture, lockers—in fact, from heat- 
ing plant to skylight AMERICAN Sheets 
will be found specially adapted for per- 


and Siding Products, Sheets for Metal 
Furniture and other special purposes, 
and Tin and Terne Plates—adaptable for 
all uses to which sheet metal is suited 
in modern building and construction. 


manent structures. oe When maximum rust-resistance 
Choose AMERICAN Sheets for ConpEn STEet is a factor, specify for KEysToNE 


buildings that are thoroughly (AM 
fireproof, and replete with every AM ERICAN 
convenience, at moderate cost. 


Pe " 
pt 


oe vad baad CAN 







Copper Steel—the original rust- 
resisting copper steel alloy. Sold 
by leading metal merchants. Send 


This Company manufactures a went | for Anti-Corrosive Metal booklet. 


complete line of Black and Gal- 





It is of particular interest to all 


vanized Sheets, Formed Roofing Save with Steel buyers and users of sheet metals. 


CONTRIBUTOR TO TRADE RESEARC H DIVISION, “NATIONAL ASS 


GenerAL Orrices: Frick Building, PittssurGH, PA. 


OCIATION OF FLAT ROLLED STEEL MANUF AC TU RERS 





ie Axmerican Theat = Tin Plate Compan agit 


SUBSIDIARY OF UNITED STATES 





STEEL CORPORATION 








re PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: = i 
AMERICAN BRIDGE COMPANY CARNEGIE STEEL COMPANY ILLINOIS STEEL COMPANY THE LORAIN STEEL COMPANY 

AMERICAN SHEET AND TIN PLATE COMPANY CYCLONE FENCE COMPANY MINNESOTA STEEL COMPANY TENNESSEE COAL, IRON & R. R. COMPANY 
AMERICAN STEEL AND WIRE COMPANY FEDERAL SHIPBUILDING AND DRY Dock COMPANY NATIONAL TUBE COMPANY UNIVERSAL ATLAS CEMENT COMPANY 


Pac, Coast Distributors— United States Steel Products Co.—Columbia Dept., San Francisco, Los Angeles, Portland, Seattle, Honolulu. Fx port Distributors— United States Steel Products Co., New York City 


ee 


jh eee ee ee pe EE sunreTpRemans soe 
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The NON-SKID 


SCREW DRIVER 





le iP is SELLING 


as no serew driver 
has ever sold before 


ND why not? It is the biggest improve- 
ment that has ever been made on a screw 
driver blade. Every man who tries the Bridge- 
port Non-Skid instantly finds that it will not 
slip out of the screw slot—and that it drives 
screws easier, quicker, safer! 


You can sell a Non-Skid Screw Driver to prac- 
tically every mechanic, carpenter and electrician 
that enters your store, because it will drive and 
draw screws that a smooth blade won’t touch. 


Just display the Non-Skid demonstration out- 
fit—supplied to you complete—absolutely 
FREE—with small opening stock of 2! dozen 
quick-selling sizes. Costs you only $8.87 and 
retails at $13.30. Order from jobber or direct! 


3 Styles — All Sizes 


No. 1 (retails at 50c. to 75c.)-—Blade runs clear 
through handle; one of the most powerful screw 
drivers ever made. No. 2 (retails at 25c. to 60c.) 
—Blade, handle and ferrule securely riveted to- 
gether; the best screw driver in its price class. No. 3 
(retails at 40c. to 55c.)—-Shock-proof up to 18,000 
volts; slim blade with magnetized point; designed 
especially for electrical and cabinet work. 


THE BRIDGEPORT HDWE. MFG. CORP. 
BRIDGEPORT, CONNECTICUT 





Pat. U.S.A., Dec. 3, 1929, No. 1,738,405 


The World’s Largest Makers of Screw Drivers 





THE CHOICE of MEN WHO KNOW TOOLS 





The RIBBED BLADE Prevents Slipping 
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EVER COOL BAKELITE MOLDED HANDLES 


DELIGHT THE HOUSEWIFE 


It is easier to sell aluminum ware when the 
handles are smooth, lustrous Bakelite Molded. 
Women instantly appreciate what it means to 
have cooking utensils with handles that are 
always cool and comfortable, that never will 


scorch the most sensitive skin. 


Then, too, there are other advantages to 
Bakelite Molded handles. There is no surface 
enamel to crack, chip or peel. They do not 
absorb moisture, nor swell, shrink and split. 


Heat from the range will not char them. The 
color and finish are lasting and are unharmed 
by washing. 

Several makers of fine aluminum ware provide 
their utensils with these superior Bakelite 
Molded handles and knobs. Write to us for the 
names of the manufacturers of utensils and 
other appliances and devices that are 
improved in quality and appearance through 
the use of Bakelite Molded parts. 


BAKELITE CORPORATION, 247 Park Ave., New York. CHICAGO OFFICE, 635 West 22nd Street 
BAKELITE CORPORATION OF CANADA, LIMITED, 163 Dufferin Street, Toronto, Ontario 





BAK 


tered Tro y v be used only on product 
Pret nt suelite Corporation. Under 





ELITE 








1 Bakelite Corr roducts.” 


THE MATERIAL OF A THOUSAND USES 





Wear-Ever tea kettle and 

Dutch oven and Art Craft 

panwith knobsand handles 
of Bakelite Molded. 
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Sell them the Bolt with the “‘A’’ on the head 


You want customers to leave your store with a 
favorable impression. You want them to return 
again and again. Nothing will contribute so much 
to that result as the selling of quality merchandise. 
made by companies whose products are recog- 
nized as superior. 


Bethlehem Bolts are quality products. To iden- 
tify them, we stamp an “A” on the head of each 
bolt. It is a mark of quality! The “A” on the 
head enables the customer to identify the bolt you 
sell him as a Bethlehem Bolt. He knows it is 
hacked by the facilities and the reputation of an 


organization whose name is a synonym for quality 
in steel and steel products. He knows that he is 
buying quality merchandise. 

Sell them the Bolt with the “A” on the head! 
It will help to create a favorable impression of 
your store, and to lay the foundation for many 


future orders. 


Bethlehem Steel Company, General Offices: Bethlehem, Pa, 
: Philadelphia, Baltimore, Washington 


District Offices: »w York, Boston 
Atlanta, Pittsburgh, Buffalo, Cleveland, Cincinnati, Detroit, Chicago, St. 
Tauis 

Pacific Coast Distributor: Pacific Coast Steel Corporation, San Francisco 


Los Angeles, Seattle, Portland, Lfonolult 
Jethiehem Steel Export Corporation, 25 Broadway, 


I rpor Distributor 
New York City. 


BETHLEHEM Bo tts-Nuts 
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Smashing PLUS# 
Advertising to 
Build You Record 
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_in addition} 










advertising for 1930 and here it is. The new 

Winchester national schedule calls not only 
for bigger space but for more publications — publi- 
cations with a circulation big enough to reach every 
reading family in the whole United States. 


L- year we promised still greater Winchester 








Then—as an added smash to all this—there will be a 
series of thirteen full pages in color in the Saturday 
Evening Post. This compelling color cycle starts 
on April 26th and continues with persistent giant 
strokes—page after page—each page showing how 
Winchester quality products now have a part in 
every picture—useful to all members of the family— 
in the open and in the home. It’s a smashing PLUS 
of Winchester advertising to build you record sales 
in Winchester World Standard Guns and Ammuni- 
tion, Fishing Tackle, Flashlights and Batteries, Ice 
and Roller Skates, Cutlery and Tools. Ask your 


oe 




















The “Post” is only one of 32 publi- 
cations in Winchester’s 1930 cam- 
paign which will swing into full 
force with the Aprilissues. Theseare 


jobber to show you the whole line. ; 
; general magazines and class maga- 
zines, farm papers, boys’ papers, 
WINCHESTER REPEATING ARMS COMPANY cninandics sangiaton, ank the 
NEW HAVEN, CONN., U. Ss. A. advance magazines and programs 


of the country’s greatest circuses— 
a total circulation of more than 
22,000,000—truly national cover- 
age in quantity and distribution. 














16 HARDWARE AGE for APRIL 10, 1930 











THIS YEAR 


make your store local headquarters for 


a big anti-vermin crusade ! 


G0 


Start with the Sporters 


23-A, 23-B, 23-C 
Famous Bolt-Action 
Repeating Rifles 


Hunters, trappers, farmers, sportsmen 
—all are awake to the millions of dol- 
lars which marauding animal pests an- 
nually cost this nation. Savage adver- 
tising, for years, has contributed its 
strong urge for their extermination. 


Doesn’t that suggest a logical means to 
tie-up the sale of small caliber rifles? 
Stir up the interest in your community 
—make yourself headquarters for a 
war on these pests, while cashing in on 
the rifle end. 


Savage Sporters already hold a big 
place of leadership in the average 
hunter’s choice—having consistently 
proved their exceptional merits 
through years of most severe tests. 
Your customers know Savage Sporters 
as representing the best standards of 





modern gun-making at anywhere near 
their prices. 


Model 23-A 
.22 Caliber 


23-inch round barrel of Hi-Pressure Steel. 
One piece stock and forearm of American 
Walnut. Full pistol grip. Rocky Mountain 
knife blade front and flat top elevator rear 
sights. Five shot detachable box magazine. 


Retail Price $18.50 


Model 23-B 
.25-20 Caliber 


25-inch round barrel. Action and general 
design similar to model 23-A, except that 
all parts are larger.. Quick, positive load- 
ing. Safety in rear of receiver. 


Retail Price $22.50 


Model 23-C 
.32-20 Caliber 


Has the same specifications as Model 23-B. 
These are ideal rifles for the sportsmen 
needing light, strong, deadly accurate rifles 
for all medium shooting. 


Retail Price $22.50 


SAVAGE 





SAVAGE ARMS CORPORATION 
UTICA, NEW YORK 


Manufacturers of A. H. FOX High Grade Double Guns 
Owners and operators of the J. STEVENS ARMS COMPANY 


Get your stock in shape for a big 
Sporter Season. Good profits, quick 


turnover. Satisfied Customers! See 


Your Jobber’s Salesman early. 
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OF THE THUNDERBOLT 











UT it up to most any fellow 
who shoots from battery or 
‘blind or who likes to down his 
birds when they’re hurtling 
through like greased streaks 
above a pass—and the answer 
invariably will be the same. Ajax 
Heavies register high in the es- 
teem of every gunner whose 





game requires a heavy load. They 
reach out and the shot’s got 
something behind it when it gets 
there. Ajax Heavies are quality 
shells from base to top wad. 
Lacquered or regular water- 
proofing, they look well and 
shoot well. Made in twelve, six- 
teen and twenty gauges 
...and all are high brass 
shells. 

There’ll bea bigger-than- 
ever demand for Ajax 


ee Te. 
PS ‘xe 


+8 


Heavies this fall...large space 
advertising in consumer maga- 
zines is going to carry the story 
of their quality everywhere... 
Stock them. 

There’s a U. S. shell or cart- 
ridge for every shooting purpose, 
for every shooter’s purse, in- 
cluding Climax, Climax Heavies 
and Defiance loads, U. S. Im- 
proved Thirty-Thirties and other 
big game cartridges, Self-Clean- 
ing rim-fires and center-fires, and 


the famous .22 N.R.A’s. 





UNITED STATES CARTRIDGE CO. 
111 BROADWAY, NEW YORK,N.Y. 


General Selling Agents: National 
Lead Company, Buffalo, Chicago, 
St. Louis, Cincinnati, San Francisco, 
New York; National- Boston Lead 
Company, Boston ; John T. Lewis & 
Bros. Co., Philadelphia; Merchants 
Hardware, Limited, Calgary, Alberta, 
and Winnipeg, Manitoba, Canada. 


AJAX HEAVIES 


ASK 
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LONG: woED 


aspect 












COPPERHEADS 


new, Self-Cleaning .22’s 
with coppered bullets 


With all the deadly accuracy of 
the little copperhead whose name 
they bear—U. S. Copperheads 
offer a new, accurate, hard-hitting 
.22 that is distinctive. Short, Long 
and Long-Rifle...and primed with 
the Self-Cleaning, non-corrosive 
primer that keeps rifle barrels “as 
clean as a whistle.” 














18 HARDWARE AGE for APRIL 10, 1930 











Wil hianuaacts 


AA 


A GAME 
TRAP YOU CAN 
AFFORD TO PUSH 


Traps ranging in jaw spread from 4 to 4% in. 
are used to catch animals that twist or gnaw free, 
when the leg bones are broken. The Diamond 
Brand Frame jaws prevent this, saving the trap- 
per an average loss of 35% from this source. 


Our patented process of manufacturing a double 
jaw from a single piece of steel enables us to 
produce our Diamond Brand Frame Jaws at a 
price competitive with the Single Jaw. Handled 
by one Jobber in a territory. 


EVERY TRAP 


SPIRAL SPRING—FIVE NUMBERS 
Light, Compact, Durable, 
Dependable, Easily Set 








No. 21 Com- 
pares to 
Standard No. 1 










NORWICH WIRE WORKS, Inc. 


50,000 Sq. Ft. of Floor Space 
NORWICH, N. Y. 


DOUBLE 
JAWS AT THE 
PRICE OF SINGLE 


Order Diamond Brand Traps promptly for your 
own protection. 

If your Jobber does not handle them, write 
us and we will advise you where they can be 
obtained. 

THE ONE WAY to bring back your trap busi- 
ness—stock sizes that catch the fur bearers in 
your territory. Then display them. THE 
DOUBLE JAW feature and our selling policy 
will do the rest. 


GUARANTEED 







No. 22 Com. 
pares to 
Standard 
No. 2 
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Triple Service 








The Heavy Duty 
& 








Now ’” when your customers want the best, double 
your profit—sell them the new Pharis 


Triple Service Roadgripper. No better tire is built today. 


The Pharis low cost plan of distribution brings you this 
SUPER TIRE at a truly remarkable price. 





THE 
PHARIS 
IDEA 


Seventeen years ago 
Carl Pharis said: “If 
we build good tires 
and tubes and sell 
them without stores, 
Interested in tire and tube profits? Write for the Pharis Propo- ae oe 


sponsible concerns 







Pharis offers an equally attractive proposition on the Heavy 
Duty Roadgripper, built in both four and six ply. And there 
is the Standard Balloon with which you can profitably meet 
any price competition—and a mighty good tire for the money. 






sition. 
who pay = bills 
i i B, we can undersell our 
The Pharis Tire & Rubber Co. ptetnce Beta yonen 
Newark, Ohio, U. S. A. nish abetter product.” 














TIRES 
AND 


TUBES 





PHARIS 
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MEDART JUNIOR 
COMPLETE PLAY APPARATUS 


LINE 









Medart has added to last year’s big line of 














for home play apparatus—Gyms in wood and 

steel, wood bed slides, steel sandboxes with 

BIGGER a = a, canopies, seesaw and whirl, and the airplane 

| 1 swing—SEVEN BRAND NEW NUMBERS 

PROFITS i\ } —swimming and wading pools, steel bed 

slides, a gym and seesaw combination, a 

3 BS i new seesaw, jump stands and parallel bar— 

all built to conform in design, construction 

and color to the other items. A COM- 

PLETE line to assure repeat orders, good 

“WRITE FOR profits and satisfied customers. 

CATALOG, 
PRICES and 

DISCOUNTS D RX RT 


C. Manufacturers Since 1873 
‘Sttous 


Makers of Gymnasium Apparatus, 
Playground Equipment, Steel 
Lockers, Steel Shelving, Steel 
Cabinets, and Junior Line for the 
Home Playground. 


FRED MEDART MANUFACTURING CO. 


POTOMAC and DEKALB STREETS SAINT LOUIS, MISSOURI 




















Coaster Wagons 


Spring and Summer 
Profit Makers 


So strongly constructed that they stand 
no end of use and abuse. Beds of 
heavy, drawn steel, braced to front 
and rear axles; extra size rubber tires; 
wagons handsomely finished. 


Great Value 


Retail $10 to $300 
Try Sample Dozen 









No. 53 
Bed 

20%4x10%x2% 
Retail 

$1.75 to $2.25 













No. 63 
Bed 251%4x12x2% 
Retail $2.50 to $3.00 





a No. 43 packed 6 to a carton; No. 53 
packed 4 to a carton; and No. 63 packed 
¥ 2 to a carton. 





Complete line on display 
at New York permanent 


office: 
Room 409, 200 Fifth Avenue 






If your jobber has not stocked these num- 
bers, please write us his name. 






THE DAYTON TOY AND SPECIALTY COMPANY “oayron, otto” 
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>> 193055 
BEST SELLE 

















Last Fall’s introduction of the famous 
Stevens No. 330 gun with additional equip- 
ment of Jostam Anti-Flinch Recoil Pad 
and Lyman Ivory Shotgun Sights (and no 


price increase) only served to whet the ap- ° 


petites of sportsmen who know values. 
The guns went “like hotcakes”—making a 
pretty profit for dealers who were ready. 


Thus, we expect 1930 to see a sales rec- 
ord for this beautiful Hammerless Double! 
Thus, we are advising you to be prepared, 
well stocked, able to give your gun cus- 
tomers the “only value of its kind.” 


No. 330 furnishes the hunter with that 
rugged strength, simple action, easy bal- 


The Quality Gun at the Popular Price. 


No. 330 


Double Barrel, Hammerless Shotgun 


12—16—20—.410 Gauges 


ance and tested accuracy which combine 
to make hunting both resultful and enjoy- 
able. Here are years of the kind of ser- 
vice which makes steady customers for 
you. 


The high pressure steel barrels are al- 
ways Proof Tested, insuring safety. Bar- 
rel lengths range from 26 inches to 32 
inches. Action includes Coil Springs, au- 
tomatic safety—and the vital component 
parts are made of Chronie Vanadium 
Steel for years of smooth wear. Selected 
walnut, finely checkered, forms the shapely 
stock. Weights 5%, lbs. to 734 Ibs. 






























Retail Price Only $26.75 


Get complete information from your jobber’s salesman. 
And fill your orders out early! 


The demand promises to be fast and heavy. 


STEVENS 


J. STEVENS ARMS COMPANY 
CHICOPEE FALLS, MASSACHUSETTS 


OWNED AND OPERATED BY SAVAGE ARMS CORPORATION 
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Publie preference for American 
National Vehicles is only one of 
many reasons why they are so 
profitable to handle .... 


a 
Fe iectaw alma a eth 





COASTER NO. 662 VELOCIPEDE NO. 15 
(Catalog Page 55) (Catalog Page 35) 


Here is a combination of low price, stur- 
diness, and bright finish that has made 
this velocipede a “best seller’? for sev- 
eral seasons. It has 1” tires, rubber 
pedals and grips, malleable fork head, 
and half oval steel frame. Dealers know 
from experience that it will give them 


This steel coaster, with 
its ball bearing fifth 
wheel, balloon tires, 
roller bearings, brake, 
perforated sides, and BALL BEARING 
bright red color is sell- FIFTH WHEEL 
ing in amazing volume. It is one of 10 

coasters in the big American line which 

offer unusual profit possibilities. quick turnover, and volume. 





A PAIR OF HIGH LIGHTS FROM “THE LINE BEAUTIFUL” 
YOUR JOBBER CAN SUPPLY YOU. INSIST UPON AMERICAN 


The American National Company 


FIVE TOLEDO, OHIO FACTORIES 


WORLD’S LARGEST MANUFACTURERS OF CHILDREN’S VEHICLES 
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GUN VALUES 


that bring you - - 
+ + proven profits! 











LIAISE 

















In both the single and double barrel shotgun fields, these two remarkable 
Springfield Guns are unsurpassed for all ’round value; for delivering 
what the average sportsman asks of his shotgun; and for bringing in the 
profits to you. 


No. 94 Springfield 
Single Barrel Shotgun 
No finer Single Gun Value on the Market 


No. 94, the famous Springfield Single, in 12, 16, 20 and .410 gauges, 
offers exclusive features not found in other such moderate-priced arms 
First, there’s the special fore-end which automatically absorbs stress and 
wear. Then, Vanadium Steel is used in important working parts. The 
fore-end lug is electrically welded. The barrel is Proof Tested, assuring 
safety. Barrel and lug are forged in one piece. Action with coil springs. 
\utomatic ejector. Walnut finish. Half pistol grip. Rubber butt plate. 


No. 311 Springfield 
Hammerless, Double Barrel Shotgun 


No. 311, again, is packed with more performance and satisfaction per 
square inch, than any competitive gun of its kind. It has a big following ; 
is a fine arm to feature at this time of yéar; draws in the sportsmen. 
Comes in 12, 16, 20 and .410 gauges—is ideal for rough, knockabout 
hunting. Barrels are Proof Tested—bored with famed Stevens accuracy. 
Strong at working parts (Chrome Vanadium Steel in vital places) ; 
smooth, easy action ; comfortable balance. Hammerkess action, coil springs. 
Automatic safety. Walnut stock. Rubber butt plate. Weights from 
514 to 73% Ibs. 


Here are tested leaders for your shotgun sales— 
they do their own selling. Please your customers. 
Keep your cash register ringing. Get your orders 
in early—the Savage-Stevens-Fox-Springfield lines 
are growing each year. 


SPRINGFIELD ARMS COMPANY 


Single and Double Barrel Shotguns 





made by 
No. 94 ; 
ns te : J. Stevens Arms Company, Chicopee Falls, Mass. 
LIAIAIAIAILIAILIAIIAIAILILIS 


Owned and Operated by Savage Arms Corporation 
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Here’s Something New 
and Different in 
Single Guns 






READY TO 
SHOOT 






FOLDED 











H &R “FOLDING” 


A light and easily carried gun for the popular 410 gauge shell. No detachable parts to be lost or mis- 
laid. A ball and spring device (patent applied for) limits the movement of the barrel to the normal posi- 
tion, except when it is desired to fold the gun. 


410-12m/m, 22 inch Steel Barrel. Stock, fine black 
walnut; flexible hard rubber butt plate. Weight, about 
44 pounds. 


A special advertising campaign in the leading sporting and agricultural publications is building a heavy 
demand. Order through your Jobber and take advantage of this publicity. 


Harrington & Richardson Arms Company Worcester, Mass, U. S. A. 





RABBIT CHASE WINS TRADE’S ACCLAIM 
WITH ITS WHIRLING ACTION... .. 


An exciting contest of great 
appeal to youngsters. Three 
whippets hunt rabbits in 
swift chase around circular 

' tracks as handle is turned. 
Animals dart ahead with 
surprising speed. The dog 
that captures his rabbit first 
is the winner. No two races 
result alike. Victor in doubt 
till finish. Rabbit Chase is 
handsomely lithographed in 
full colors. All set up ready 
for play. Size: 934 inches 
wide by 434 inches high. No. 
150. 


























Retails at $1.00 





RABBIT CHASE NO. 15 
Write for Catalogue 11A of Entire Line 


Wolverine Supply & Mfg. Co. 


Factory: General Sales Offices: 200 FIFTH AVENUE, NEW YORK 
PITTSBURGH, PA. Room 406—Gramercy 3453 
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‘Gee! thats a r 
REAL SKATE 





Did you ever try to sell a customer an air gun | 
when it was a real rifle he wanted? Of course not! | 


Nothing but Richardson’s Action Roller Skates 
will satisfy, either, if your customers have an oppor- 
tunity to make their own choice. The result is you’ve 
made a better sale and a larger profit. 


Unmatched in speed, flexibility, “action,” Rich- 
ardson’s skate is, as always, ‘‘The First Best Skate 
—the Best Skate Today.” 


Price gladly quoted direct or through your jobber. 





“The First Best Skate—the Best Skate Today” 








Richardson Ball Bearing Skate Co. 


Established 1884 


3300 Ravenswood Avenue, Chicago 





| 














Best Selling 
ein No. MO Retail 
( oOo 





Buurvhyre 





"SPECIAL 


Casting Reel 
With Molded 
AKELITE SPOOL 


HE remarkable success of the genuine 

Meisselbach Bull’s-Eye Reel for the last 
two seasons has paved the way for even bigger 
sales of the new Meisselbach Bull’s-Eye 
“Special.” 

Leading tackle buyers throughout the trade 
already are handsomely rewarded for promptly 
seizing upon this new improved casting reel 
for aclean-up. Another big popular success is 
under way. 

The new Meisselbach Bull’s-Eye “Special” 
No. 110 casts still better! The new exclusive 
spool molded completely of black Bakelite starts 
quicker, stops quicker. Gives greater distance, 
delicacy and accuracy with light baits. Much 
preferred by many experienced casters for all- 
around use. Retail, $6.00. 

Sold by leading jobbers everywhere. 
us for catalog, folders and price lists. 


Write 
The A. F. MEISSELBACH Division of 
THE GENERAL INDUSTRIES CO. 


3036 Taylor Street, Elyria, Ohio 


Manufacturers of the Original and Genuine 
Meisselbach Fishing Reels of Quality 








Representatives: South, Louis Williams & Co., Nashville, Tenn 
Pacific Coast, Phil. B. Bekeart, 717 Market St., San Francisco, Calif. 
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The Sensation 
Of the New York Toy Show 


Wilkinson’s Running Pony wins 
every child that sees it. It is dif- 
ferent from any other “Hobby.” 






A rocking motion 
starts the horse mov- 
ing; a pull of the 
reins and he walks. 


It canters about the 
Park, Lawn, Hall or 
Home like a real 
pony. Can be guided 
by the reins in any 
direction. 


Kiddies can race with 
neighbors. 


Wilkinson’s Running Pony 


is truly a physical developer and muscle trainer; brings 
health and happiness to youngsters. Sizes, decorations, 
and prices to meet requirements of creepers to lodge- 
room candidates. Can be had with horns, short or long 
ears. 

Nicely finished. Sells quickly on demonstration. 


World’s Patents Pending 


J. F. WILKINSON, s. p. a. 


- 328 Chestnut Street, Gardner, Mass. 


pete — in a a Jiffy 


No assembling. Heavy, 
widespread iron braces. 
Large water cup. A 
popular seller at $1.00. 
Finished in _ attractive 

JZ green. Packed 12 to a 
carton. Shipping weight 27 Ibs. per carton. 
Coast to coast distribution. 


TWIN CITY IRON AND WIRE CO. 
21 to 35 West Water St. - Saint Paul, Minn. 














Kees Prorit SPECIALTIES 
For Every Montn Of THE YEAR 











a A Better Job in Less Time With _ 
Window Screen} Kees Building Corners 
Door 


A quick turnover product that saves 
Hardware the carpenters, time and improves, the 

re appearance of the building. e 
Roller and Ice paint without sizing or weathering. 


Skates Nothing better for repairing mitred 
= _— pg Bd lap = 3 bd 

2 in.—any thickness. so made 

owas for all popular drop siding and 
Garden oo “Colonial” patterns. ~ Free sample 


and catalog of many other Kees fast 


Corn Huskers moving hardware specialties sent on 
and many other request. 
a, F. D. KEES MFG. CO. 
BEATRICE, NEB, 














A Steady Price..... 
iii  #3}& en 
A 7 Beet occ 


Good every month 
im the year .... 
sage as more 


to 
rool ye f old alike! 
irly priced... 
to give you your 
profit . - and no 
necessity of cutting, 
either! This fast- 
selling line has been 
nationally advertised 
till BVERYBODY 
knows about its 
THRIFT helpfulness. 
You can sell it freely 
in every season to all 
classes of trade! 


Rings, seratee 

a aa s. Holds $50, 
orens at ttaan $10 
. taking nickels, 

dimes and quarters, 
(also pennies but does 





Write us if yours 
can’t supply you. 


Why Shouldn’t You Display 


Uncle Sam’s 3-Coin Register Bank 





DURABLE TOY & NOVELTY CORP. 


222 Fourth Avenue New York City 
Established in 1907 H. H. PAYSON, President 





‘Lille Lady” 
JUVENILE ELECTRIC RANGES AND IRONS 


The most complete, at- 
tractive line on the 
market. New sales ap- 
peal! More real play- 
value! Every number 
has new business-build- 
ing, profit-making fea- 
tures. You'll want to 
see them. Write for in- 
formation and new low 
prices. 


KOKOMO STAMPED METAL CO. 


Kokomo, Indiana 




















WAGON HARDWARE 
A Complete Line 





you can greatly simplify 


wagon hardware 
Hall Manufacturing Com- 

























your buying by | acs 
m e 


pany. We make 
a complete line of 
wagon repair parts including steel clevises, 
end-gates, strap-bolts, wagon-rack iron, etc. 
And every item of Hall Wagon hardware 
you sell not only means a satisfied cus- 
tomer but a worth-while profit for you. 
Do you have our catalog? Better write 
for it at once. 

HALL MANUFACTURING CO., Cedar Rapids, la. 
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7OU can look at this Superb Tool at any 
angle and see the 
fine points of its 
Superiority 
















: (> 
Pr 4 7 
= rv 


FORGED 
TOOLS 
IN THIS 
LINE 


42 Different 

styles, sizes, 

weights and 
finishes of Nail 


Hammers. 





ESTABLISHED 
1886 






Eastern Representatives 
LIVINGSTON-COOPER CORP. 
109 Lafayette Street 
New York 


Champion DeArment Tool Co. 


Formerly Champion Tool Company 
Meadville, Penna. 


LLL NS I ce 
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Your Customers Know 
No Greater Gun Value Than 


FOX-STERLINGWORTH 


Double Barrel, a oe Shotgun 
Retails for Only 


$36.50 


For twenty years the Fox-Sterlingworth 
has held the leadership in its class. 
With the purchase of A. H. Fox 

Shotguns, the Savage Arms Cor- 
poration wishes to assure you that 
it will continue to hold these 
famous guns to the same high 
standards of quality. 












proved its 
ability to bring 
in the sportsmen 
; i and to make good 
The = Sterlingworth, Mh, profits for the dealers. 
shown here, gives Z 
your customers 
unusual gun 
value. It has 
always 


In 12, 16 and 20 Gauge 
Barrels 26”, 28”. or 32” 
Any Desired Boring 


Barrels are guaranteed for strength 
and shooting qualities. Stock of 
fine American Walnut, nicely 
checkered. Full capped pistol 
grip. Engraving around frame and 
guard. Fore-end with spiral spring 
provides unusual compensation. 


Get Your Orders In Early. 
The Demand Is Big. 


A. H. FOX SHOTGUNS 


Manufactured by 
SAVAGE ARMS CORPORATION, Uiica, N.Y. 








& “Hello, Hello”’ 


\e 





cy, Children delight in using toy 
‘phones and Hill “Bellphones,” so 
greatly like the real thing, take 
their eye at once—Half a dozen 
standard models. Metal parts 
highly nickeled; wood parts im- 
proved enamel finish; 8 to 11 inches 
high. 





Write for Catalogs 
of toy ‘phones, other bell toys and 
bells for home, farm, and industry. 


Cut 484 
Nos. 340 & 350 The N. N. HILL BRASS Co. 
Manufacturers pf Bells and Toys 
33 SKINNER ST., EAST HAMPTON, CONN. 














A WISE SELECTION 
HERCO 


For Long Range Loads 


HERCULES E. C. 
INFALLIBLE 


For Trap and Field Loads 


Each has specific advantages of interest to shooters. 


HERCULES POWDER COMPANY 


(Incorporated) 
910 King Street, Wilmington, Delaware 











If It Moves Quickly 


|| ..+ The Kenton Vertical Engine | 
aes hivwlad - i —— 
vwheel. governor, crankhead,  con- 
necting rod, and piston all move and oper- 
ate when crank is turned. Pulley wheel 


—— | 


allows other toys to be attached by belt. 
Can be run by electric motor. 

Low prices—beautiful finishes—see _ it 
in our new catalog—send for your copy 
today. 


THE KENTON HARDWARE CO. :: Kenton, Ohio 


toys 




















THE SIR NORMAN 
Coaster, express, dump wagon all in one. Strain comes on frame, 
not on the King bolt. All parts electrically welded to the frame. 
A turn of the handle raises the body for dumping. One boy has 
it and all the rest want it. Every sale brings others. Parents like 
the ‘‘3-in-1”’ because it is so strong and practical. Two other styles. 


Don’t miss SIR NORMAN “33-in-1.” 







Don’t miss 





The ‘“3-in-1” Holds a 

in 2 sizes. 1,100 Ib. this big 
“ load. fit 

Weight 50 lbs., pro 
34 Ibs. maker. 
l-pe. steel Send for 
angle frame. Folder 

No bolts or and 
nuts. Prices 
now. 


Other styles. 























For GUNS 
EVERY owner of a gun or - HOPPE S| 
a rod and reel is inter- I LUBRICATIN¢ 
OIL 


ested in Hoppe’s Products 
now! Needed for all Spring 
gun bore cleaning. Needed 
for oiling working parts of 
guns, for fishing reels, 
children’s wheel goods. 
Needed to prevent RUST, 
which gets bad when fur- 
nace heat stops. Order 
from your Jobber. 
FRANK A. HOPPE, Inc. 
2314-H N. 8th St., 
Philadelphia, Pa. 
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| | IMPORTANT RULING | 
: by the Commonwealth of | 


Massachusetts 


After investigating and testing BIG-BANG and Supplies, the 
Department of Public Safety of the Commonwealth of Massa- 
chusetts ruled as follows: 


I find, upon investigation, supplemented by tests, 
that the caleium carbide and acetylene gas which 
produces the explosion by means of the devices sub- | 
jected to the tests cannot be classed as fireworks; 
that the articles are a safe and sane method of pro- 
ducing noise for celebration purposes; and that no 
regulation regarding their sale or use in this Com- 
monwealth is required. 


(Signed) JOHN W. RETH, 
State Fire Marshal. 


There are Quick Profits in NOTICE 


B I « ee He A NG All Infringements 
on Our Patents 
Will Be Vigor- 


SAFE CELEBRATORS ously Prosecuted. | 


THE CONESTOGA CORPORATION 


Main Office and Factory | 
| 
} 








BETHLEHEM, PA., U. S. A. 





SEE OUR EXHIBIT 
CHICAGO TOY FAIR 
April 28 to May 10 


Room 70014 Palmer House 



























Boy Bait / 


The boy who buys a Daisy today 
will be an important customer in 
a few years. 


“It doesn’t hurt a bit’’ 


a * 5 : a Ke 


A Profitable, New Department 


for Your Store 


The 1930 “Gold Medal’ 
Line will attract a new 
class of trade to your store 
and help to increase total 
sales volume. There is a 
place for “Gold Medal” 
Folding Furniture in 
every home—and_ club, 
resort, hotel and sales | 
room as_ well, Display 
this colorful, comfortable | 
furniture and_ establish | 
| 

















ONT overlook the boys in’ your community, 
They are the raw material out of which your 
future business must be built. 





Make your store a friendly store for these youngsters 
and when they grow up they will come to you for 
everything they need in your line. “The boy of 
today is the sportsman of tomorrow.” 

The boy who buys an air rifle, skates, baseball and 
football equipment this year will, in a few short 
years, be in the market for shot guns, golf clubs and 
all the various requisites that a grown up sportsman 
requires to carry on his favorite hobby. 

Why not, make a bid for boy business by making 
a special display of Daisy Air Rifles every Saturday 
and make Saturday—*‘‘Boys’ Day’—a real event in 





your store. 

Boys are loyal. Once you get them on your side, 
they will prove the best boosters for your business 
you have ever had. 

We will gladly supply material to make a striking 
and interesting display. * 


your store as ‘‘Gold Medal” 
headquarters. Write for 
catalog illustrating the 








ROCKING CHAIR No. 41RS line in natural colors. 7 ; 
i Spring days are air rifle days. Check your stoc 
F } t E | pring day a a : 0 
iggy aon Pon ng GOLD MEDAL | of Daisys and order from your jobber if you find 
Red Lacquer finish. Cover is | it lower than it should be. 
closely woven canvas. Triangle FOLDING FURNITURE co. + win la bl lg 
and motif covers and green 1706-D Packard Ave., ; DAISY MANUF ACTURING CO. 
lacquer finish if desired. Racine, Wis. 
PLYMOUTH, MICHIGAN, U. S. A. 
a — ms g é — F g& fF / Pacific Coast Branch: Southern Representatives: 
Phil. B. Bekeart Co., Mars., Louis Williams & Company, 
"717 Market St.. 511 Exchange Bldg., 
il San Francisco, Calif. Nashville, Tenn. 
4 i Export Office: 44 Whitehall St., New York City 
LS 
a BuLis EY 
AIK = The New Improved Pump Gun, Bulls Eye Steel 
announced to the trade and public Air Rifle Shot 





all the features that have made this m . 
the most popular air rifle ever made, prefer.”” We recommend 





| 
| 

| 

| 

| 

| 

| 

| 

| 

| 

CHAIR NO. 40O6T penne RM CHAIR NO. 41 GS STOOL NOS CHAIR NO.6 | this year, combines 

| at the first of y “The kind the boys 
| 

| 

| 


\ . ¥ th n efinements and improve- the use of Buils Eye 
; a ‘that, make it unquestionably Steel Shot with Daisy 
STEEL t 980 NO. BO cor wor tr ——T the finest air rifle sold today. Air Rifles 
RECLINING CHAIR NO 11 F Folding Furniture TABLE NO 14 
{ c 
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SiC as EA DDEEES 


fa, SPRINGTIME IS 
LADDER TIME 


Recent “crashes” have taught their lesson. The public now demands 
Safety—in ladders as well as in securities. 

With RICH SPRUCE LADDERS, you can supply every need for light 
weight, great strength and safety. Send today for the RICH catalog 
and prices. 








\ 





= 





ar) Sere © 
...4S 












— 
\ 


eae 7 


+\ 





WE PAY THE FREIGHT 
The Rich Pump & Ladder Company 


Cincinnati, Ohio 
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Platform Extension Ladder 
. ONE-MAN OUTFIT 


An extension ladder, 
equipped with a_ solid 
platform, 22x22, which is 
securely fastened to the 
inside ladder 


MILL 
WRIGHT 
Selected Spruce with wide 
side rails and wide steps sup- 
ported by 4%” steel rod and 
truss block under each step. 
Angle brace under bottom 
step. Back legs have Hick- 


ory rungs placed on a line 











with each step. Very desir- 
able for use with a plank. 
Made in 
5 to 20 feet. 


TRADE MARK 





Paper Hangers’ and 
Decorators’ Rodded 
Step Ladder 


Made from selected stock. 
Hickory rungs in the back 
legs. Metal-bound braces on 
back, making a rigid ladder. 
Back legs 2%”. Front legs 
31/16”. Steps 3%”. Thick- 
ness of stock %". %’ 
dowels in the back legs. 
Made in 5 to 14 feet. 
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“‘Pioneer’’ is the quality lawn fence with the 
beautiful silver satin finish, permanently 
protected from rust, INSIDE by cop- 
per-content, rust-resisting steel, 
and OUTSIDE by a _ heavy 
eoating of 991%4% pure 
zinc. Done in attrac 
tive designs, its 
beauty is as 
great as its 
utility. 






















Selling “Pioneer” Lawn Fence is merely a matter of selling 
Beauty and Protection. Show your customer how “P: 
adds to the appearance of his home. Explain the protection 
“Pioneer” gives to lawns, flowers, trees and shrubbery. Drive 
home the vital importance of keeping the little children away 
from traffic, roving dogs and other hazards during their play 
hours. Show him how “Pioneer” gives the kiddies complete A’ SELLING HELP 

protection. Create a desire for beauty for the home and THAT CLINCHES SALES 


protection for the family and you create ‘Pioneer’ Sales. 


° ” 
1oneer 
















These are the appeals that are increasing sales and profits The lawn fence display—originated 
. ‘ +p; 99 : and perfected by ‘‘Pioneer’’ is an 
for thousands of other “Pioneer” dealers. These are the GWactive calsichuidas. It shows 


appeals that we are using in our big “Pioneer”? merchandisin “Pioneer” so attractively that your 
ond ” . 6 selling job is easy. Use it. Let it 


program. Ask your jobber to show you “Pioneer.” He sell lawn fence FOR you. 
will explain why it is the faster-selling, bigger-profit 
lawn fence. Or write to us for information. 5 | 






CONTINENTAL STEEL CORPORATION 


BKOKOMO STEEL & WIRE CO., DEVISION, 
aa KOKOMO, INDIANA. 
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UPERLATIVES can not be 
applied safely to prosaic 
products. Yet there must be 
something unusucl about any 


ine of products as favorably 





Known as Empire bolts, nuts 


folate Mm ahY-3i9 


® RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
ee PORT CHESTER, N.Y. Dteasbous, Pa. 


O «<«- LOS ANGELES - SEATTLE - PORTLAND 





HARDW. ARE AGE for APRIL 10, 1930 


A new tool that will interest 








every skilled “. 
mechanic | —— 























7 a - Brown & Sharpe 
Show the new Brown & Sharpe Telescoping Gauges . a ; 
ES Telescoping Gauges 


to the skilled mechanics who come into your store. a No 5 9 0 
Point out to them the wide range (from 14” to 6” ) a ashi 


which is secured by five sizes of telescoping heads. 


Range 1,” to 6”. 


Emphasize the ease with which hard-to-get-at inter- 
nal measurements can be made with these new 


telescoping gauges. 


Maintaining the accepted Brown & Sharpe stand- re , BS 
ard of quality and reliability, this tool makes a 


valuable addition to your present line of high qual- 


ity precision tools. 


Descriptive circular will be sent upon request. 


Brown & Sharpe Mfg. Co., Providence, R. I. 


Brown & Sharpe Tools 


“WORLD’S STANDARD OF ACCURACY” 
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Assortments 


One of these assortments will 
fill the needs of your locality. 


Assortment No. 1 
(7 reels) 
175 ft. No. 2/0 TensoSRP* 
125 ft. No. 3/0 Lock Link SRP 
200ft. No.3 TensoSRP 
75 ft. No. 2/0 Machine BRT 

100 ft. No. 80 Sash Chain SRP 
200 ft. No. 0 Brass Safety 
200 ft. No. 16 Double Jack SRP 


Assortment No. 2 
(6 reels) 
175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP 
75 ft. No. 2/0 Machine BRT 
75 ft. No. 2/0 Elwel Coil BRT 
250 ft. No. 80 Sash SRP 
250 ft. No. 100 Sash Coppered 


Assortment No. 3 
(5 reels) 
175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP 
150 ft. No. 2/0 Passing Link BRT 
75 ft. No. 2/0 Machine BRT 
250 ft. No. 80 Sash Coppered 


Assortment No. 4 
(4 reels) 
175 ft. No. 2/0 TensoSRP 
150 ft. No. 6 Pump Hot Galv. 
150 ft. No. 2/0 Elwel Well SRP 
me 500 ft. No. 100 Sash Coppered 


Assortment No. 5 
(4 reels) 
175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP 
250 ft. No. 1 TensoSRP 
350 ft. No. 4 TensoSRP 


Assortment No. 6 
(4 reels) 
525 ft. (3 reels) No. 2/0 Tenso 






' SRP 
250 ft. (1 reel) No. 1 TensoSRP 
*SRP is cold galvanized 












ACCO CHAIN 


Made by the World’s Largest Manufacturers of Welded and Weldless 
Chains for All Purposes 
AMERICAN CHAIN COMPANY, Inc... BRIDGEPORT, CONN. 
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KEEN KUTTER 


seissors WW) 
and shears 


"The one line of Scissors and 









Shears the women of Amer- 
ica recognize and demand. 
, + + They have been the 
Standard of America for 
\ over half a century. * 7” * 
That’s why they step-up 
your cutlery profits. » -° 
And your benefits are even 
greater than this. - ~ + 
They attract more women 


— we to your store and women 


\ buy 85% of all home needs. 


Years of faithful service 
—of pioneering in 
the hardware field 

are back of this 


trade-mark 


Today—as always in the past 
—it identifies the best in hard- 
ware and kindred products 












“*The recollection 
of guality remains 
long after the 
price is forgotten” 
E. C. Simmons 


Shear tension control for 

every individual made 

possible with this patent 
bolt and nut. 


aN 


K-17 
BARBER 














: 4 = 4 i ) J The 
They snip at the — : 
very tip. << a , K-389 P 
Nem \ POCKET 


= SIMMONS HARDWARE GOMPANY {2 
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Cafeteria Selling 


vs. Personal Salesmanship 


i Pnuiaiy used to designate 
eating places where the customers wait upon them- 
selves, the term Cafeteria aptly describes the method 
of selling employed now-a-days in certain types of 
retail stores. The system works well for Lolly Pops, 
Rhinestone Jewelry, Greeting Cards and other items 
which can be selected on the spur of the moment 
to suit one’s personal preference . . . High grade 
hardware, however, can not be sold that way. It 
must be selected with care. A knowledge of its 
application, character and inherent qualities is 
essential. Only the Hardware Merchant who knows 
about these points and personally assists customers 
in making selections, can properly sell such products. 
Consequently, McKinney Hardware is sold only 
through the hardware trade. 


President 


McKINNEY MANUFACTURING COMPANY 


PITTSBURGH, PENNA. 


McKINNEY HARDWARE 


The Jewelry of the Home 





STRAP, T AND BuTT-HINGES; NON-MonrtTISE BuTT- 
HINGES; MCKINNEY FORGED IRON HARDWARE; 
McKINNEY LOCKS; GARAGE HARDWARE AND PADLOCKS 
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UTURE success of the independent merchant 
Biwi depend largely upon the zeal and intelli- 

gence he uses in cultivating potential markets. 
He cannot hope for continued profits from people 
who come to him only under the spur of definitely 
defined needs. There will always be a maximum of 
competition in items which the great majority of 
people need and realize that they need. * There will 
be less competition and greater profits in items 
where actual need is not so apparent, and when 
desire is more or less dormant. 

It is an established fact that merchants seldom 
make a reasonable profit on items which every one 
expects them to carry, and which for that reason 
are carried by a wide variety of merchants. In such 
items, competition sets the price, and usually sets 
it low. Mass competition usually picks its leaders 
from such items. 

Naturally, we do not mean by this that the retail 
hardware merchant should fail to carry what are 
known as demand items. He should carry them and 
his store should be known as a place where such 
items can always be obtained. But—he should not 
confine his business to such items, nor put the bulk 
of his sales effort behind them. Instead he should 
give them proper display and let them sell them- 
selves, reserving his sales efforts for profitable items 
which require selling. 

There is a tremendous potential market for goods 
which do not sell themselves; goods which can be 
used to advantage by consumers, but which require 
selling. Often the customer does not realize their 
value to him. In many cases he knows little or 
nothing about them; in still other cases he knows 
about them, recognizes their value to him, but needs 
the impetus of sales efforts to bring him to the 
buying point. 

How shall the dealer determine the potential mar- 
ket in his territory? How shall he determine what 
merchandise can be sold profitably? How shall he 
go about selling it? 

Only a survey can determine the potential market. 
Such a survey can be made by the dealer himself, 
and if handled in a practical manner, can be made 
at a minimum of expense. However, it can only 
be made through actual contact with prospective 





More Attention to Potential Markets 


~ TRADE WINDS 


By LLEW S. SOULE 


buyers. If the merchant depends largely on city or 
town trade, a survey can be made by having his men 
make a house-to-house canvass showing samples of 
new lines and building good will. No aggressive 
effort to sell should be made by these men, but par- 
ticular pains should be taken to create prospects for 
profitable items or lines. 

If the merchant’s trade is largely with farmers, 
a survey can readily be conducted in connection 
with a selling campaign on some typical farm item. 
One merchant informs us that he made an unusually 
complete survey while conducting a spring sales 
campaign on paint. From that survey, more than 
200 prospects for oil stoves were obtained, and in 
the following three months sixty such items were 
sold to those prospects. The same survey uncovered 
a great many prospects for washing machines, radio, 
barn equipment and cream separators, resulting in a 
profitable summer business in those lines. 

Such a survey invariably gives the merchant 
specific information in regard to items which he 
should carry in stock. The merchant referred to 
had never carried radio sets prior to making the sur- 
vey. Today radio is one of his profitable lines. 
Before making the survey he had carried only one 
type of milk cans. The survey revealed a need for 
a new and better type—a need that was being sup- 
plied from an entirely different source. He changed 
his line to fit the demand, and built up a heavy 
business in milk cans. 


When the survey has been made, how shall the 
dealer profit by it? Certainly not by merely stocking 
the goods which the survey indicates can be sold; 
such a method would be only a repetition of the ob- 
solete “watchful waiting policy” which has spelled 
bankruptcy for many merchants. The sensible pro- 
cedure is to list the prospects for each of the lines 
or items stocked ; to plan systematic sales campaigns ; 
to train men for outside selling and go after the 
potential business. 

Chain stores build their sales policy around volume 
and turnover of low margin merchandise. They 
leave the field open for sales of profitable goods to a 
potential market, which they cannot hope to reach. 
Therein lies the independent merchant’s golden op- 
portunity. 
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HOW SPROWLS ATTAIN 
$300,000 VOLUME 
ina VILLAGE of 

[250 


By J. M. WITTEN 


LAYSVILLE, Pa., to the tourist motoring 

through it, on the National Highway between 

Pittsburgh and Wheeling, would probably leave 
only a slight impression on the mind of the traveler. 
The town has all of the “ear marks’ of the average 
rural Pennsylvania village, with a population of about 
1250 inhabitants. Notwithstanding its unpretentious 
appearance, however, the town should hold more than 
the usual interest for most hardware merchants, for 
within its limited confines the hardware firm of George 
B. Sprowls & Sons, achieves an annual volume of 
$300,000. The methods used by the firm to build up this 
healthy sales total, differ considerably from the methods 
used by most stores, and this story is intended to de- 
scribe the one most important factor in stimulating trade 
for the firm. 

Some dealers, similarly situated, are content to “sit 
tight” and consider theirs a good record, when transact- 
ing a volume of business only a fraction as large. “I’m 
doing about as much business as I can reasonably expect 
—in a small town like this,” is the alibi often heard. 
George B. Sprowls entered upon his business career forty 
years ago. Twenty years later, when he reviewed his 
past accomplishments, they appeared as good as the 
average. He was firmly convinced that it was possible 
to establish a much better record during the next twenty 


40 


HE photo at the left 

indicates the extent 
of the popularity of the 
Sprowls’ party. The 
store resembled a busy 
city department _ store 
rather than a hardware 
store in a rural village. 


Below are George B. 
Sprowls (center), pro- 
prietor, and his two 
sons, George B., Jr. 
(left), and T. Wray 
Sprowls (right) 






vears, and he has now realized this ambition. To secure 
a larger amount of patronage, he reasoned that he must 
extend his trade territory in order to secure additional 
patrons. To accomplish this end, he set about to acquaint 
more people with the store and its policies, and to point 
out the,advantages of trading at Sprowls’. Dependable, 
quality merchandise in a wide variety, friendly and 
human service, and treatment at the right prices, were 
already bywords in the store’s policy. Having certain 
advantages over city stores in his trade territory, such as 
adequate parking space and an extremely low overhead, 
he started to advertise these advantages in nearby news- 
papers. In this connection, we might mention that the 
overhead expenses of the store are estimated at 15 per 
cent, including an annual salary of $5,000 for the pro- 
prietor. Realizing the need for cultivating more friends 
of the store, and widening its circle of regular patrons, 
Mr. Sprowls hit upon a unique idea, which has proved 
very effective. 

Mr. Sprowls said the one thing that does most to 
make new friends and customers for the store, and 
serves to establish still firmer relations with his old 
customers, is the affair he calls “Sprowls’ Big Party.” 
We then learned that the designation of the event, in the 
preceding manner, has a far wider significance than is 
implied. For more than twenty years, the “Big Party” 
has been an annual store feature and farmers in the 
section evidence greater anticipation of the feature each 








EES TEL Me 


oe 


RANGE 


Tyonery 


— 








gE 























HARDWARE AGE for APRIL 10, 1930 41 





vear. The “Big Party” always occurs the latter part of 
March for two reasons. First, because that time is a 
‘sack’ period for farmers, enabling them to attend with- 
out disrupting their work, and second, for the reason 
that the time chosen is just prior to the active farming 
season. Prospects are naturally more interested in farm 
equipment and hardware, when the season for its use 
looms imminent. They are then thinking of the spring 
tasks which are before them. Four full days are devoted 
to the affair, and this year, the dates selected were March 
19, 20, 21 and 22. Before the reader assumes that the 
“Big Party” is purely a social and festive occasion, we 
hasten to add that cash sales for each of the four days 
average $4,000 daily. 


= are few farmers within a radius of twenty 
miles of the store, who fail to attend on at least one of 
the days, and some come every day. As it is but six miles 
west to the West Virginia line, and fourteen miles to the 
Ohio line the States named are always well represented. 
in addition to Pennsylvania. Several years ago, a bliz- 
zard set in on the days advertised for the “Big Party,” 
but the storm did not deter the crowd, which arrived in 
almost usual proportions. One farmer on that occasion, 
who resided over twenty miles away, avered that: “It 
would take more than a bad storm to keep me away from 
the ‘Big Party’,” adding that “I think it has the Fair 
beat all hollow.” 
The stranger ming- 
ling with the 
crowd, frequently 
overhears such 
salutations as: 
“Hello, John, | 
ain’t seen you since 
the ‘Big Party’ last 
year. How you 
been?”, or “Well I 
didn’t know 
whether we would 
get to come or not 
this year, as Mary 
has been ailin’, but 


















fe road that leads from 
Claysville to other and 
larger towns and cities also 
leads into Claysville. On this 
premise the Sprowls business 
has grown to major propor- 
tions. Above, the Main street 
of Claysville; left, the Sprowls 
store and, right, the farm 
equipment department. 


she looked forward to comin’ so much, that we just 
bundled her up good, and brought her along.” 

The inducements are many and varied. To the one 
woman registering from each household, an attractive 
souvenir is presented. Generally the gifts take the form 
of hand painted salt and pepper shakers, pickle dishes, 
etc., which are imported direct from Yokohama, Japan, 
for the purpose. This year, the following number of 
ladies registered on the given days: Wednesday, 374; 
Thursday, 766; Friday, 220 and Saturday 744. It should 
be remembered that only one lady from each household 
was permitted to register. This count does not include 
the men in attendance, and it is said that if the registra- 
tion of the ladies is multiplied by three and one-half, 
that a fair estimate of the total attendance will be repre- 
sented by the result. Three and one-half persons is the 
estimated size of the average farm family. In addition 
to souvenirs, other incentives for visiting the “Big Party” 
are grand prizes each day, free lunches every day and 
genuine bargains on a large number and variety of 
articles. [Formal invitations are mailed to several thou- 
sand persons on the firms mailing list and full page 
newspaper advertisements in several papers. which circu- 
late in the section, also call attention to the affair. 

The lunch line forms daily at the clanging or an old 
fashioned dinner bell and as store guests file by the 
improvised kitchen, each person receives a paper bag of 
lunch and a tin cup full of coffee. The men receive a 
more — substantial 
lunch than the ladies. 
For while the men 
receive two ham 
sandwiches, one pork 
tenderloin sandwich, 
one doughnut and 
one pickle, the lunch 
for women consists 
of one ham sandwich 
less. However, all 
are welcome and in- 
vited to come 
through the line as 
many times as are 


(Continued on page 88) 





















CASHING IN on a 
POTENTIAL 
SALES MARKET 
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UT in Perryton, Tex., the Plainview Hardware 
Company sold $11,694 worth of one brand of oil 
stoves in 82 days. Meanwhile the Spearman 

Hardware Company, of Spearman, Tex., sold $9,113.50 
worth of the same kind of stoves in 70 days. 

However, the mere volume of sales means little unless 
the other factors are taken into consideration. Therefore 
let’s take an airplane view of these two Texas towns. 

Perryton has a population of only 1750. It is located 
90 miles east of Amarillo, Tex., on the Atchison, Topeka 
& Santa Fe Railroad, in the midst of a farming and 
stock raising district. It has telephone, telegraph and 
electric service, and its industries aside from the farming 
and stock raising, consist of a grain mill, an ice plant, a 
cotton gin and a creamery. 

Spearman has a population of about 1500. It is located 
90 miles northwest of Amarillo, and has railroad facili- 
ties, telephone, telegraph and express service. Agricul- 
ture is the chief industry, the principal product being 
wheat, cotton, alfalfa, Kaffir corn, melons, broom corn 
and milo maize. Other products are beef and dairy 
cattle, mules and hogs. There are also some oil and gas 
wells in the district. 

Just two typical Texas towns, differing little in oppor- 
tunities and resources from hundreds of other towns in 
all parts of the United States. Viewed from that stand- 
point, the sales volumes referred to are, to say the least, 
remarkable. 

What are the causes back of these outstanding sales 
achievements? First, a survey revealing the potential 
market; second, a plan; third, the grasping of oppor- 
tunity by two progressive hardware firms. 

The responsibility for the survey and the plan rests 
upon the manufacturer in this case. The Perfection 
Stove Company, Cleveland, Ohio, realizing that there is 
a large potential market for oil stoves, instituted a survey 
in parts of Texas and Oklahoma to prove its point. In 





_used the plan | 


This chart shows the increase in sales of dealers who used the 
plan to some extent and others who followed the complete plan. 
It reveals the fact that the dealers in towns where the plan was 
used also increased their sales, while dealers in similar towns 
where no dealers used the plan had a decrease in sales. 


this survey 16,100 personal calls were made in which 
3220 stove prospects were developed; not theoretical 
prospects, but actual ones. That survey revealed that 
only 20 per cent of the potential oil stove market had 
been sold its oil stove requirements. 


Next a plan was perfected, resulting in a “Selling 
and Operating Manual” which the company prepared for 
the hardware dealer. This manual described merchan- 
dising salesmanship and the acquisition of definite pros- 
pects. It outlined the opportunity for oil stove sales, 
and the methods for capitalizing that opportunity. It 
told how to start an outside selling campaign; what 
methods to use, and how to carry and present samples. 
It told in detail how to handle the call on the prospect, 
what sales points to use, and the methods best adapted 
to staging a demonstration. In fact it covered the whole 
range of selling and operating as applied to oil stoves. 
Dealers using the plan were expected to have a field 
specialist—either a man hired especially for field work, 
or one of the store employees designated for that work— 
and the manual was for use in training the field special- 
ists. One of the manufacturer’s representatives aided in 
getting the field man started properly and broken into 
the work ; the idea being that the field specialist would be 
a permanent addition to the dealer’s force. After the 
campaign on oil stoves was over for the year, he would 
thus be available to carry on similar sales campaigns on 
any lines appropriate to the season. 

The Plainview Hardware Company and the Spearman 
Hardware Company were two of a number of dealers in 
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this section who realized the op- 
portunity for increased business 
and grasped the plan. They 
started an outside selling cam- 
paign, the salesmen with trucks 
spending five full days out in the 
field each week. Saturdays were 
spent in the store. They planned 
to start early enough each morn- 
ing so that the home of the first 
farmer prospect would be reached 
by 8 or 8.30 a. m. Each truck 
carried a sample in the form of an 
oil stove in its original crate. This 
made the prospect feel that it was 
a new stove, brought out especially 
for his home—not just a sample. 
The salesman talked to the hus- 
band first, visiting with him and 
telling him that he had brought a 
stove out to show to his wife. The 
husband’s interest was aroused, 
first, because his consent is usually 
needed before a sale can be closed. 

Permission to demonstrate the 
stove was then obtained, and it 
was uncrated, assembled and car- 
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RESULTS FOR THE DEALER 


Plainview Hardware Co. 


82 days sales. nea eee $11,694.00 
Margin 33144%* ....... oe ae 3,898.00 
Costs 
Newspaper Advtg. 5 pages. ... : : 131.25 
Truck (@ $1.00 per day overhead) 82.00 
Commission of Field Specialist 10% 1,169.40 
Total Expense RR fe oes osha fi 1,382.65 
Net Profit (82 days)....... 2,515.35 


*Margin figured at 3314. This dealer earned a bonus in addition. 











Perryton, Texas is a town of 1750 people, located in an agricultural and stock 
raising district. It differs little from hundreds of similar towns in all parts of the 
United States, yet in a period of 82 days the Plainview Hardware Company of 
Perryton sold $11,694.00 worth of oil stoves of a single brand. This article tells 
how that remarkable result was attained. 

The chart above outlines the results attained by the Plainview Hardware Co., of 
Perryton. Since the sales came from prospects revealed by a survey, they represent 
new business taken from other merchants. 


ried into the farm kitchen. The new stove was first set use was an old oil stove, an excuse was made to get it 
down near the old one (regardless of type) in order to out of the kitchen, and the new one set in its place. This 


gain the advantage of contrast. 








RESULTS FOR THE DEALER 


Spearman Hardware Co. 


*Margin figured at 3314%—some dealers earned a bonus in addition. 


Then, if the stove in was a subtle step toward persuading the housewife to 


part with the old in favor of the 
new. Finally a practical demon- 
stration was given, accompanied 
by a constructive sales talk. After 
the sale was made, careful instruc- 
tions were given on the care and 
operation of the stove, the house- 
wife being induced to go through 
the various operations so that she 
would be sure to understand every 
detail, and attain a confidence in 
her ability to handle the stove 
without difficulty. Each salesman 
handled from two to four demon- 
strations each day. The results 
are shown graphically in the illus- 
trations, which accompany this ar- 


70 days sales...............-.-- $9,113.50 ticle. In the table headed “results 

mare — for the dealer,” you will note the 

Newspaper Advtg. 210 inches @ 30c. Persie c6si-% 63.00 amounts segregated for the field 
Truck (@ $1.00 per day overhead) , 70.00 specialists. 

oo (usually dealer himself or store sales- ali Te eee 

Bigg —_—— per cent of the stove sales, to il- 

tag aor gm poeage lustrate a rate of payment for the 


trained men referred to. In many 
cases the field specialists were the 
dealers themselves or regular 








In this typical Texas town of approximately 1500 population, the Spearman Hard- 
ware Company sold $9,113.50 worth of one brand of oil stoves in 70 days. 
secret back of that record was outside selling, backed by a plan based on the market 


survey of a manufacturer. 


The chart graphically illustrates the results for the dealer. In many cases the field 
specialist was the dealer himself or one of his employees assigned to the work. 


store employees who had_ been 
The trained for this work. In such 
cases the 10 per cent represented 
additional profit. 

(Continued on page 78) 











INDEPENDENTS ON WAR PATH 


by SAUNDERS NORVELL* 


ai : NHE independent retail dealer has been very pa- 
tient. While he sells 95 per cent of all the hard- 
ware in the country, he is told what a poor mer- 
chant he is and how very inefficient. In the meantime 
a lot of bouquets have been passed to the chain stores 
about being modern and up-to-date. 

The figures coming in in regard to mail order houses 
and chain stores indicate that they are having their 
troubles. They are doing well in the very large cities 
where no one knows his next door neighbor, but in the 
smaller cities throughout the country sales are falling 
off and they are meeting good, stiff competition. As we 
know, both of the leading mail order houses have de- 
cided not to open any new retail stores in 1930. Not 
only that, but they are planning to close some of their 
retail stores that have proved to be unprofitable. They 
are also working with their personnel trying to weed 
out inefficient managers and clerks. 

According to The Chain Store Review, one of the 
serious troubles that these chain stores have, is to keep 
their managers and clerks honest. According to this 
publication, some of these managers, when given a line of 
prices, mark the goods at higher prices. Their idea is 
to make a better profit so they can cover up losses from 
pilfering, damaged goods, etc., ete. Running a chain 
store or a mail order house today is not a bed of roses. 

If you wish to get good, real, inside news about 
chains, read the publications that are published for them. 
They tell all about their problems. The other fellow’s 
lawn at a distance always looks better than your own. 
Hlowever, when you go over to your neighbor's house 
and get a close view, you will find his lawn is not much 


hetter than yours. 


Now the independent retail merchants are having a 
little publicity of their own. In a great many towns all 
over the country they are combining, buying advertis- 
ing space, and calling the attention of the people in their 
towns to the real situation. .\ salesman recently told me 
that he had visited a number of towns and found posters 
in the show windows of almost all the stores, banks, etc. 
(except chains) on which was printed in large type: 
“WHO BUILT YOUR TOWN?” Independent retail 
dealers are also seeing that the local papers are writing 
editorials on the subject of chains. Many local papers 
are taking the side of the independent dealer and are 
using their pages to help them in the fight. These 
editorials and articles are appearing at regular intervals. 
They call attention for instance to the fact that a certain 
traveling salesman travels for a jobbing house. Therefore 
he gets his income from this source. He sells independent 
retailers. The wife of this traveling salesman, how- 
ever, buys her supplies from the chain stores. The 


* Due to increasing demands upon Mr. Norvell’s time, his articles will 
appear in alternate issues of HARDWARE AGE, commencing with this issue. 
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natural question asked is—How much will these chain 
stores help in paying this traveling salesman’s salary. 
The same idea applies all down the line to the people 
who derive their support from independent retail stores ; 
for instance farmers who sell a large part of their eggs, 
butter, chickens, etc. to independent dealers. Stop and 
think of a farmer bringing in his truck, selling it to the 
independent retailer, and then buying his groceries from 
the chain stores. Not much reciprocity about that. 

In the meantime, our friend Henderson of Shreve- 
port, La., continues to broadcast, and others in various 
parts of the country have started broadcasting the same 
line of ‘“‘conversation.” Independent retailers are em- 
ploying broadcasters for this purpose. They are using 
the radio for all it is worth. 

In some towns where independent retailers cannot 
get the support of the local papers, they are getting out 
a paper of their own, and are distributing this paper 
all around the town and the neighboring country. I 
have one of these papers before me. The name of the 
paper is “TRUTH.” The editorial in this paper starts 
as follows: “Governors, Attorneys-General, Ministers 
of the Gospel, Educators and other leaders of thought 
and action are UP IN ARMS AGAINST the powerful 
CHAIN STORE TRUST, that is stifling the individual 
opportunities of the people through its gigantic monopo- 
lv on business.” In this paper there is a long list of 
public officials who have taken up the war on chain 
stores. There are copies of addresses. There is so much 
matter in this paper that my space here is entirely in- 
adequate to do the subject justice, but as I study it I 
cannot help but think what an influence a paper like 
this would have if it were issued in every city in the 
country. 

Another paper mailed to me is the “Anti-Chain 
World,” of Austin, Tex. This paper is also full of 
arguments as to why people should buy from the in- 
dependent retailers. On the left hand top corner of 
the paper is printed in large type: “BEWARE OF 
FOREIGN ALLIANCES!” George Washington. | 
also note that the issue mailed to me is guaranteed to 
be 100,000 copies. One of the headlines is: “News of 
Chartered Organization of Texans to Fight Foreign 
Chains Spreads Like Huge Forest Fire.” I find that 
this paper was sent to me by the publicity department 
of the Texas Anti-Chain Association, State headquarters 
Austin, Tex. No doubt if any other States should wish 
information in regard to the plans of their association, 
they would be glad to supply copies of their propaganda. 

Another circular comes to me from the Home Mer- 
chants Protective League, Inc. Its origin and purpose 
(from the constitution of the League) is as follows: 
“Article Il. The purpose of the league is to provide the 
home merchants and independent business men of Texas, 
an organization through which they may act unitedly 
and effectively in defense of their legitimate common 
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interests, more especially, at this time, to combat the 
menace of the foreign-owned Chain Store.” 

There is a lot of other matter we have received that 
we have not space to quote. It would seem, however, 
from all this that the independent retailers of the coun- 
try have waked up. The kettle is boiling and the fight 
Is On. 

* « 


In butfalo a witch trial is under way. Last vear in 
Pennsylvania a farmer was killed in his own home be- 
cause he was a witch doctor. He had the evil eye. When 
we read of the Middle Ages, we learn that in those times 
people made little effigies of wax to represent their 
enemies. Then by sticking needles in these effigies your 
enemies could be caused great pain. It is hard to be- 
lieve that things like this can be believed today. Re- 
cently I received a circular letter in Spanish. [| had it 
translated, and here is the translation : 


“GOOD LUCK 


Do not disregard the advice of destiny. It is not a 
superstition to heed the advice assigned to us by Provi- 
dence. 

Make nine copies of this and do not interrupt the 
chain, which was started by an American General. Send 
out nine copies of this, if possible within twenty-four 
hours, to the persons to whom you wish good luck. Wait 
nine days and you will receive a surprise. If you do 
not do it, a misfortune may fall upon you. 

Generals Calles, Ortiz-Rubio, Obregon and Serrano, 
received this message in 1927. The first two gave or- 
ders to have copies made, and the latter two ignored it. 

General Alvarez interrupted the chain. Gilberto Diaz, 
Director of Custom House, continued it, and he fell 
heir to A HUNDRED THOUSAND PESOS out of 
Alvarez’s contraband. 

Several foreigners have continued it and have won 
lottery prizes. 

GOOD LUCK 


Do not scorn the advice of experience, since it is 
natural that destiny should exert its influence. The 
object of this chain, which as already stated was started 
by an American General, is to go around the world. 
Do your share, and within twenty-four hours you will 
receive great surprises. Do not destroy it, as it would 
be equivalent to an immediate misfortune. 


DETAILS OF SOME FORTUNATE ONES 


General Diaz of the Venezuelan Army owes his good 
luck to having continued the chain. 

Mr. Alvarez of Ciudad Victoria, nine days after hav- 
ing obeyed, won a prize of 25,000 pesetas in the Madrid 
lottery, and nine days later his wife gave birth to a 
beautiful baby which they had been craving for a long 
time. 


MISFORTUNES 


Mr. Montes de Oca, of Chapultepec, took the thing 
as a joke and his house fell down, killing all the family, 
and nine days later he lost his mind, his wife having 
given birth to a horrible and deformed foetus. 


Mr. Gabriel Alimbos interrupted the chain, and a 
falling pillar left him an invalid for life. 


GOOD LUCK” 


After reading the above, I will kindly request all of 
my friends, both domestic and foreign, not to send me 
any chains. It is a lot of bother to write the letters 
and pass them on, and if | don’t, the hobgoblins are 
likely to get me. It seems to me I lose either way. 


Do you know Ed Birch? E. [. King of Logan, 
Kansas, writes that Ed calls on him every two weeks. 
ed lives at Concordia, Kans., and recently celebrated 
his seventieth birthday. His house, Blish, Mize and 
Silliman, sent him a splendid easy chair. H. B. Mize, 
with many of Ed’s old friends, gave him a real cele- 
bration. He spoke of Ed’s long and useful connection 
with their business. There were more than a hundred 
letters of congratulations received from his friends and 
customers. Med Waters who used to travel out there, 
composed some verses very suitable for the occasion. | 
am quoting them at the end of this letter: 

“To my old and dear friend, Ed Birch, who will, 
on the 16th celebrate his seventieth birthday anniver- 
sary, this is respectfully dedicated : 


ED'S SEVENTIETH BIRTHDAY 


Backward, turn backward, oh time in your flight, 
Take me back to the old Central Branch just for 
tonight, 
Back where I started in ‘92, and bring back the old 
friends that all of us knew. 
Bring back the old peddlers that were then on the road, 
Let us meet them once more and our burdens unload, 
While sitting and waiting for some old freight train 
At some little way station, hearing it rain. 


Listening to some peddler tell of the order he took, 
(But he wouldn't dare show us his old order book ). 

I may not be able to call all the names of these peddlers 
That then rode on all of the trains, 

But there was Ed Birch, out on the west end 
And, as we all know, he was everyone's friend. 

Ed sold nails, bolts, and screws, as well as tin pans, 
Screw drivers, cork screws, as well as tin cans. 

And he is still selling the same kind of stuff, 
He sure lets his customers all have enough. 


Just the same old Ed we knew long ago, 
3ut not quite so fast—just a little bit slow, 

Just the same kind of smile—the right finger stuck up 
Like the tail of a young Rat Terrier pup. 

Ed, they say you have reached the three score and ten. 
Will you ever stop traveling? I wonder, just when? 
Well, here’s hoping you go for at least thirty years more 

Before you depart for the Celestial Shore. 
And as you go down that long, long trail, 
May the going be easy, so that you'll never fail 
To remember Your old friend of long, long ago 
Who, like you Ed, now walks rather slow. 
Mep A. \WarTEeERs. 
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ON THE 


GRAND RAPIDS 


EPORTS continue to come out 

of Grand Rapids, Mich. Cer- 

tainly no large community is 
more keenly conscious of the eco- 
nomic and human differences be- 
tween independent and chain mer- 
chandising. 

Through his broadcasting over 
Station WASH, Winfield H. Cas- 
low, “The Main Street Crusader,” 
whose activities were covered in 
Harpwakre AcE for March 13, west- 
central Michigan, for the time being, 
at any rate, has been profoundly 
stirred against the chains, so much so 
that the independents and chains in 
many lines are, through newspaper 
advertisements, emphasizing their in- 
dependence and defending their 
chainhood. 

It amounts to an advertising war. 
In the meantime, “Crusader” Caslow 
and “O’l Man” Henderson of 
Shreveport keep pounding on the 
red-hot theme every night over the 
radio. Other factors are busy, too. 
Of the outcome, little definite can be 
said, save that “the end is not yet.” 

From a recent single issue of the 
Grand Rapids Press, the following 
instances of chain and anti-chain ad- 
vertising are culled; they serve to 
prove to what extent the business 
houses of the city are going in order 
to establish themselves in public 
favor, on one side or the other of the 
argument: 


A LARGE department store pro- 
claims itself “one hundred per cent 
home owned.” Two shoe stores over 
a cut-price ad describe themselves as 
“a Grand Rapids institution owned 
and managed by Grand Rapids men.” 

In their advertising space, the 
Warner grocery stores play up the 
phrase ‘“home-owned” in three 
places, saying : “Remember, Warner 
stores are owned and operated by 
Grand Rapids men who own prop- 
erty and pay taxes in Grand Rapids. 
We carry our bank account in Grand 
Rapids and patronize Grand Rapids 
industries and buy of nearby farmers 
whenever possible.” 

Even the luxury trade recognizes 


SECTOR 


Independents and Chains 
Wage an Advertising War 
Along with the Aerial Hos- 
tilities, Already Hot—Cas- 
low, Henderson & Co. Are 
Apparently Getting Under 
Somebody’s Skin 


the fight and begs to be counted with 
the independents. A jewelry store 
advertises itself “one hundred per 
cent home owned.” A men’s clothing 
establishment stresses in print that 
they have been “78 years a Grand 
Rapids institution.” Another organi- 
zation handling meats and groceries, 
declares that “our stores are strictly 
home owned.” 

At the top of the space used by a 
women’s ready-to-wear store, ap- 
pears this disclaimer: “Not a chain 
store; this store is owned one hun- 
dred per cent by Mr. Stern, for 22 
years a resident of Grand Rapids.” 

“The Boston Store, Charles 
Trankla & Co. ; home owned—serv- 
ing all western Michigan.” Those 
words introduce another ad. Hey- 
man’s, furniture, boasts of having 
been ‘home owned by one family for 
57 years.” 

3riefly and pointedly, another 
women’s ready-to-wear store, adver- 
tises as “Grand Rapids’ own store.” 
In like fashion, Paul Steketee & 
Sons, clothing for women and chil- 
dren, call their place “the home 
store.” 

More than half a page is devoted 
by a certain grocery chain to an anti- 
Caslow argument, without mention- 
ing the “Crusader’s” name. It is 
headed, “What happened to the 
$1,279,554?” This is the sum which 
this firm claims to have “saved” for 
its customers in the Grand Rapids 
district last year. 

That Caslow and Henderson and 
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the spunk of the independents are 
hurting the above-mentioned chain’s 
business might be deduced, even by 
a distant reader, from this statement 
in the same ad: 

“Our stores are a direct benefit to 
everyone who lives in Michigan. We 
spent more than $8,000,000 in 1929 
for Michigan products, distributing 
them to other states for Michigan 
producers. We have large invest- 
ments in stores, warehouses, packing 
plants, bakeries, coffee roasting 
plants, creameries and equipment in 
Michigan. Most of these are supplied 
by Michigan producers.” 

Plainly, Caslow, Henderson & Co., 
are getting under somebody’s skin. 
The ad terminates with this signifi- 
cant invitation: “Tune in on Station 
WOOD, Tuesday night at 6:15; 
Friday night at 8:00 p.m., and hear 
the Kroger program.” It can be no 
mean debate that thus goes on be- 
tween Stations WASH and WOOD, 
not to mention KWKH. 


Ix an even larger advertisement in 
the same issue of the same paper the 
chain stores continue: ‘Forty-five 
well-known university professors 
were asked their opinion of the chain 
store. Forty-three of them replied 
and every one stated that he consid- 
ered the chain store a decided benefit 
to the public. 

“A characteristic reply was re- 
ceived from Earl S. Fullbrook, pro- 
fessor of marketing, Nebraska Uni- 
versity. Professor Fullbrook says: 
‘Chain stores are tending to make 
retail distribution more efficient. . . . 
I firmly believe that the chain store 
will be a permanent part of our dis- 
tributive system from now on.’ Our 
stores are contributing their full 
share to the perfecting of efficient 
retail distribution.” 

And so the Battle of Grand Rapids 
rages. For a good while it has been 
said that this city had become a sort 
of a proving-ground for chain 
stores. It has had plenty of them, to 
be sure, but just now the atmosphere 
there doesn’t seem to be any too 
clement for such enterprises. 
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ARDWARE merchants who 
H are maintaining year-around 

toy departments are con- 
summating many profitable toy sales 
these days. Although the six weeks 
beginning with the middle of No- 
vember and continuing until the end 
of December are generally the most 
active weeks for toys, a universal 
demand prevails on every day of 
the year. The extent of the every- 
day demand depends largely upon 
the efforts made by dealers to culti- 
vate it. Indoor toys and games are 
augmented by ice and snow toys 
during the winter months, while the 
balance of the year offers a splen- 
did opportunity for merchandising 
wheel goods and other outdoor toys 
of every description. Most hard- 
ware dealers can, and many of them 
do, sell toys throughout the calen- 
dar year. The advisability of a year- 
around toy department is substan- 
tiated by numerous sound and logi- 
cal reasons. Each year more hard- 
ware dealers are continuing their toy 
departments after the Christmas 
season, and increase toy profits have 
been the natural result. 


THREE 
CARLOADS 
OF Toys 


Are Required to Satisfy 

Year-Around Demand 

Cultivated by This 

Southern Hardware 
Store 


One particularly successful hard- 
ware firm, which recently adopted 
the year-around policy in merchan- 
dising toys, is located well below the 
Mason and Dixon line. The Brown- 
Rogers-Dixson Co., Winston-Salem, 
N. C., is the concern to which we 
refer. This firm had transacted a 
holiday business in toys for about 
ten or twelve years, but only recent- 
ly it has been building up a perma- 
nent toy department with marked 
success, which is attributed to con- 
sistent advertising and carefully 
planned displays. Wheel goods, in- 
cluding wagons, tricycles, scooters, 
kiddie-kars, and automobiles are 
prominently shown at all times on 


Beach sand and sea shells 
added to the attractiveness 
of this window arranged 
for Brown-Rogers-Dixson 
Co., Winston-Salem, N. C., 
by R. C. Flynt. Many 
adults complimented the 
store on this display and 
of course, the children en- 
joyed it.. A considerable 
amount of outdoor toys 
were sold by this window 
and the company felt well 
repaid for its time and effort 


the main sales floor and along the 
tops of wall fixtures. At frequent 
intervals throughout the year, toys 
are displayed in one of the firm’s 
large windows. 

An unusually fine sales appeal is 
also practiced in this store. Sales- 
men make an earnest effort to sell 
and emphasize the idea of the ad- 
vantages of outdoor exercise for 
children, to their parents at every 
opportunity. They stress the happy 
and healthy hours the toys will pro- 
vide for the child, and it is said that 
thjs sales argument is most effec- 
tive. There can be little doubt about 
the firm employing effective sales 
methods when it is learned that 
three carloads of toys are required 
annually to satisfy the toy demand. 
This revealing fact, coupled with fig- 
ures which disclose from year to year 
that their toy department has shown 
steady and consistent growth, proves 
conclusively that toys should be well 
advertised and well displayed if 
most productive results from the 
line are obtained on a year-around 
basis. 
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Some of the large speed boats and small- 
er craft displayed on the marine sales 
floor of the Peden Co.’s waterfront 
branch at Harrisburg, Tex. Any of these 
boats can be put into the harbor outside 
and demonstrated in short order. 


t's a MARINE 


Hardware Store 


Peden Co.’s New Harbor- 
Side Branch at “Port Hous- 
ton” Offers Complete 
Equipment Service to Sea- 
goers as Well as Those 
Who Stay on Dry Land. 


ARINE hardware is the fea- 
tured line in the new store 
of the Peden Co. at Har- 

risburg, Tex., the suburb where 
rail and water meet to make Hous- 
ton a seaport. Here you can buy 
anything from a calking iron to a 
full-rigged, seagoing cruiser; yes, 
and here your buying range reaches 
from a rat-tail file to an electric 
washer and beyond, for a complete 
stock of regulation hardware is 
housed under the same new roof. 
W. B. Pearce is manager, with 
D. D. Waddell as “first mate.” 
Peden headquarters, also new, are 
in Hlouston proper. This harbor- 
side hardware branch is just one 
example of what the wholesale and 


By George F. Massey 






Boat lamps, head- 
lights, searchlights, 
bearings, pumps 
and pump parts, 
tachometers and 
other instruments, 
propellers, com - 
passes and many 
additional items of 
marine hardware 
are set off in glit- 
tering fashion on 
and in the Warren 
fixtures shown here. 


‘ 
retail house of Peden is doing to 
keep pace with development. 

Many years ago in the days oi 
President Sam Houston, Houston 
was made the capital of the Repub- 
lic of Texas. For a time its onlv 
“buildings” were tents. The set- 
ting was raw indeed. Texas was 
just a newly declared independent 
infant among nations and hadn't 
had time to do much in the building 
line. It had been too busy persuad- 
ing the Mexicans to stay on their 
side of the Rio Grande. 

Buffalo Bayou was then a slug- 
gish stream about four feet deep 
winding its lazy way out of the 
grass-grown prairie into the Gulf of 
Mexico. Had any early-day Texan 
mentioned the possibility of ships 
coming up that bayou to Houston, 
how his comrades would have 
hooted! Yet today Houston is a 
port. The bed of the bayou has 
been reamed out by huge dredges 
and ocean-going vessels are now a 
common sight in “Port Houston.” 

Progress moves fast in Texas and 
the house of Peden furnishes its 
share of the motive power; hence 
the Peden marine hardware store 
by the turning-basin in Harrisburg. 

Seven years ago ships that sail 
salt water began to dock at this in- 
land harbor. The owners of these 
vessels of all sizes were just so 
many new customers—marine cus- 
tomers. So the Peden Co. built a 
sheet-iron shed—it wasn’t much 
more than that—and stocked it to 
take care of their peculiar needs. 
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That was the start of the company’s 
marine hardware department. \Vith- 
in a year it was necessary to put up 
a_ forty-by-eighty brick building, 
with a basement. This sufficed for 
five or six years. 

Then water sports came. Like all 
prosperous cities, Houston began to 
seek more and newer forms of rec- 
reation. The ship channel beckoned 
people away to Galveston Bay and 
the Gulf. Houstonians organized 
a yacht club. In terms of advertis- 
ing, they became  sea-conscious. 
More marine customers for Peden! 

Last year as part of its general 
expansion program the Peden Co. 
built again in Harrisburg. This 
time it was a two-story brick struc- 
ture, with basement, thoroughly 
modern in every respect, especially 
designed and equipped to house a 
model hardware store with strong 
marine leanings. The building con- 
tains 22,000 sq. ft. of floor space. 

Up-to-date hardware fixtures 
made by the J. D. Warren Mfg. 
Co., Chicago, constitute an out- 
standing feature of the equipment. 
These fixtures were planned to meet 
every need of such a model hard- 
ware store. Already they have 
made a deep impression upon many 
Texas hardware merchants who 
contemplate modernizing. 

This Peden marine hardware 
station has both street and water 
frontage. Any boat or outboard 
motor can be put into the harbor 
and demonstrated in short order. 
Several carloads of motors, marine 
engines and boats are sold each 
month. 





It seems almost impossible to show house furnishings, mechanics’ tools, cutlery, builders’ 
and miscellaneous shelf hardware in more fascinating fashion than this; radio and 
other large units are displayed on floor platforms at the right. Fixtures by Warren. 


Some twenty persons constitute 
the marine store staff. If they get 
about with a bit of a rolling gait, 
like the sailors they serve, no won- 
der, for here is some of the nautical 
equipment they sell: 

Matthews and Richardson cruis- 
ers; Gar Wood and Dee Witte 
speed boats; Thompson and Mul- 
lins outboard boats; Western, En- 
terprise, Cummins and Buda Diesel 
marine engines; Regal, Buda, 
Scripps, Gray and Van Blerck gaso- 
line marine engines; Evinrude out- 






In these magnifi- 
cent cases enamel 
ware and kitchen 
utensils generally 
are shown in thor- 
oughgoing modern 
hardware style; 
hampers and stoves 
at the left. On 
the opposite side a 
glimpse of the 
speed boat display 


section can be seen. 


board motors; Wilcox, Crittenden, 
Laughlin and Sargent marine hard- 
ware; Perkins marine lamps and ac- 
cessories; Paragon reverse gears; 
Auto-Pulse electric fuel pumps; 
Obendorfer brass pumps ; Goodrich 
cutlass bearings; Elgin tachomet- 
ers and other instruments; Water- 
bury marine timepieces ; Columbian 
propellers; Richie & Wilcox com- 
passes ; Schebler carburetors; a full 
line of marine paints. 

In addition to all these things, of 
course, a complete stock of hard- 
ware for land-going customers is 
carried and expertly displayed. 
Irvin Haddon has charge of the 
marine service; every boat or piece 
of equipment sold is serviced at call. 
Through its wholesale organization 
in Houston ,the Peden Co. has 
marine hardware dealers along the 
Gsulf coast and on the larger inland 
lakes and rivers in the territory cov- 
ered. 

Heavy coils of hawser rope as 
big as your arm repose in the base- 
ment of this sailors’ hardware store 
at Harrisburg. Steel cables are in 
stock. Flags of all nations and flags 
of the international code are among 
the marine merchandise offered. 

The demand for nautical goods 
is insistent and incessant. (ne Sat- 
urday two water sportmen came in 
to look at speed boats. [ach made 
his choice right on the sales floor. 


(Continued on page 74) 
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CONTROLLED 


RECREATION 


NONTROLLED recreation for growing children 
i has become a pressing public and private problem. 
In the larger cities organized play, in a central 
location, is gaining headway under the auspices of 
church, club, school and government supervision. In 
the less congested areas, parents are planning to make 
their backyards into playgrounds, that their children 
may be happy though safe. For even in the outlying 
districts the density of auto traffic presents a serious 
hazard for playing children. 

It is likely that fathers with military experience during 
the World War have become more conscious of organ- 
ized play as exercise for mind and body, for certainly 
the appreciation of such activity is very evident. 

Call it organized play, controlled play or what you 
will, the first requirement is a suitable location and then 
comes the necessary equipment. Children cannot be 
forced into playground activities, public or private, un- 
less the playing facilities offer something better than 
the traditional unorganized and indefinite playing house, 
soldier cowboys and Indians or what have you. 

There was a time when slides, sand pits, honest-to- 
goodness swings, see-saws that work, etc., were things 
to look forward to, when the circus or carnival came to 
town and then it was only for the larger children. To- 
day the smallest kiddie can safely and happily enjoy all 
of these treats in his own backyard or in the nearby 
neighborhood recreation center. The equipment comes 





Consider families with fairly 
good yard space and finan- 
cial ability to be logical 
prospects for playground 
equipment. 


for all ages, is sturdily 
built, attractively finished 
and priced moderately. 

There are two different 
phases to the playground 
equipment market and each 
must be developed, for the 
most part individually. The 
public activity, probably 
requires selling plans simi- 
lar to those employed in 
selling sporting goods ma- 
There will be an official purchasing agent or 
committee to visit. Equipment will probably be re- 
stricted to a definite budget. This suggests a study of 
local playgrounds to determine available spaces, shapes 
and peculiarities which must be considered in suggest- 
ing the equipment. While price will, of course, be a 
factor to a certain extent, the dealer who has ideas on 
the subject will have the best chance of making sales. 
In most cases the persons selecting materials will have 
a limited knowledge on the subject, and will welcome 
the aid of a dealer who brings knowledge of the problem 
as well as pictures and prices. A rough pencil outline 
showing how slides, etc., will be placed gives the pros- 
pect an idea of the results and should be a real help in 
getting the business. 

The private playground presents we believe a little 
different problem, in that the kiddies themselves may 
often be a determining factor. The hardware store 
with sufficient room .to permit a display of playground 
equipment will have the advantage with this phase of the 
market. The display could be on an upper floor or in 
the basement. As in the case of juvenile vehicles, sales 
come easy when the fond child has tried and tried again 
some piece of fascinating playground equipment, 


(Continued on page 92) 
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FishunG 
LICENSES 


FISHING EQUIPMENT OCCUPIED 
THIS ENTIRE WINDOW 


HEN displays of fishing tackle are to be shown 

in your store windows, it is well to take into 

consideration that the display should appeal to 
the novice as well as the experienced fisherman, as both 
are good prospects. Perhaps the novice is even the most 
desirable customer of the two, as he does not possess 
the necessary equipment, while the confirmed fisherman 
seldom needs new equipment with the exceptions of an 
occasional new line, a new type “plug” or fly. Where it 
is possible to start the novice off with a small but com- 
plete outfit, it is natural to assume that he will return to 
the source of his original supply when he requires re- 
placements or desires to add to his tackle outfit. 

The Nagell Hardware Company of Minneapolis, re 
cently used the tackle window we have illustrated. Earl 
W. Whiting was the display man responsible for the 
attractive and appealing display. One of the features 
of the window was the display of complete fishing outfits 
at popular prices. The tackle sets, in both instances, 
included a tackle box, rod, line reel and bait. One outfit 
was offered at $4.95, while the other sold for $5.95. 
Show cards enumerated the articles contained in each 
outfit and prices appeared thereon in conspicuous figures 
It is logical to think that a person might have the “urge” 
to fish, but restrained the temptation due to slender 
finances. However, when you show such a person that 
it is possible to secure a complete fishing outfit at a 
moderate price—all barriers for the sale are obliterated. 
This theory was confirmed and many sales of tackle out- 


fits to novices resulted from the plan here described. 

In order that the window would also be of interest to 
confirmed fishermen as well as to the beginner, a compre- 
hensive display of rods, leaders, june bugs, bait, fish 
nets, minnow pails, landing nets, fish scalers, fish knives, 
outing hats, fire grates and other necessities for a fish- 
ing trip were shown. A row of about 60 wooden baits of 
different types were exhibited on a plush covered board, 
along the front of the window. Fach bait bore an in- 
dividual price tag and fishermen would gather before 
the window telling about this and that bait and about the 
kind they had found best. Bystanders overhearing the 
discussions over the relative merits of the different type 
baits, would immediately become interested. When some 
“old-timer” would tell of the time, “I brought in that 
six pound big mouth—from Mantrap Lake,” the novices 
were then and there exposed to the “fishin’ fever”—it 
was just too contagious to resist. 

Fishing licenses were issued by the firm for both 
Minnesota and Wisconsin waters, as is their custom each 
year. On the days preceding Decoration Day, July 4th 
and other holidays, the demands for the permits were so 
urgent and numerous that two people were kept busy 
most of the time issuing licenses. 

Small sections at either end of the window were given 
over to displays of tennis goods and golf equipment, as 
all three of the sporting goods lines shown were highly 
seasonable, when the display appeared in the midst of the 
outdoor sports season. 














How We Are Forced to Feed 
the Chain Store Baby 


We are in receipt of a letter from 
R. H. Roberts, manager of Dealers’ 
Service Bureau, Hibbard, Spencer, 
3artlett & Co., which deals with a 
very interesting phase of the credit 
problem. 

He recounts an incident in which 
a certain retail merchant, writing 
about his own account, incloses a let- 
ter which had been received from 
one of that merchant’s customers. 





The letter speaks for itself, and 
the postscript tells a story that should 
give plenty of food for thought. We 
wonder how many independent mer- 
chants under present conditions are 
heing forced indirectly to feed Chain 
Store Babies? 

The letter reads as follows: 

Mr. MERCHANT: 
Dear Sir: 

We just cannot pay you anything 
on our bill. My man is out of work 
and our good Grocery man is letting 
us eat. My boy too had no work and 
he with his wife and baby had to come 
home to live with us, as the Chain 
Store where he was trading would 
not trust him for groceries, and we 
would not see the baby starve. I hope 
you will give us more time until work 
starts. 

Yours truly, 
A CUSTOMER. 
PS. 

How we are forced to feed the 

chain store baby! 


His Trouble Is Collections 


PLAINFIELD, N. J.—First of all we 
want to thank you for getting up such 
a wonderful magazine as HArpWARE 
Ace, and will say that a store which 
is not a subscriber of same should be. 
[ await it with pleasure every week 
and read it from first to last page, as 
one can learn as much from Harp- 
WARE AGE as from actual experience. 

You ask what our greatest problem 
is. Sorry to say it is collection, and 


IN the WEEK’S MAIL 


would like to know how to collect of 
dead beats. Here is an example: A 
painter whom you trusted for small 
accounts, and always paid, comes 
along and runs up a bill of fifty dol- 
lars. As you know there is no money 
in selling white lead; still with the 
promise that he will pay in a week's 
time, you let him have the goods. As 
this account is getting old we have 
tried collection letters, which we sent 
ten days apart; also personal letters 
with final warning that we will start 
suit. Still no results. We under- 
stand you have collection letters and 
ask you to kindly send a few. 
(SUNDERSON Bros, 
Per James Gunderson. 


George Allen Comments on 
Hardware Age Covers 
3UFFALO, N. Y.—Having observed 
the change from the plain old style to 
the modern style in colors of the cov- 
er of Harpwaret Ace, | feel it my 
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duty and a pleasure to congratulate 
you. The good magazine in a new 
dress should make it more attractive 
to the hardware trade. 

GEORGE G. ALLEN, 


Resolutions Useless Without 
Action to Back Them 


Wit.iston, N. D.—I have just read 
your editorial of the 23rd inst., “At 
the Fork of the Road,” which reminds 
me that this idea was talked by me 
over thirty years ago in our North 
Dakota retail hardware dealers’ con- 
ventions. At that time in the begin- 
ning of our organization work we had 
similar troubles, but they were just 
pimples while they are big boils now. 

You say “procrastination will not 
remedy the situation” and you are 
correct; yet recollect that the best set 
of resolutions you can write, even if 
accepted, passed and adopted by each 
State convention at their annual meet- 
ings, means nothing if the members 
go home and follow in their same old 


worn ruts as most of them do. 
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I have spent over forty-five vears 
on both sides of the firing lines and | 
have used all the facts I could gather 
to help the retailer make more net 
profit, but I have learned that more 
than fifty per cent of all retailers do 
not want any help. They resent any- 
one giving them advice as to how to 
increase net profits. 

I read every one of your editorials 
and enjoy them. I surely praise 
HARDWARE AGE, and never throw 
away my copy, but give it to some 
hardware clerk to read. 

It is a self evident fact that there 
are too many distributors of hard- 
ware in both jobbing and retail lines, 
and also a great lack of definite 
knowledge of the merchandise han- 
dled by salesmen in all lines, that 
means factory, jobber and retail. 

If the retailer gets imperfect in- 
formation and often deliberately de- 
ceptive information about goods he 
buys, naturally he gives what he was 
told to his customers. The salesman 
made his quota, has drawn his salary 
and commission and the final answer 
is Mr, Retailer pays the bill, and 
passes out of the picture, “busted” be- 
tween higher operating expenses and 
lower margins. 

You had an editorial “Facts” last 
year and it was a real one. I have 
used it dozens of times among the 
trade and with clerks. 


G. W. W. 


Comments on Saunders 
Norvell’s Articles 


Some recent correspondence be- 
tween Saunders Norvell and readers 
of HarpwarE AGE, commenting upon 
his articles, will be of interest to 
many. Two of these letters are 
printed here. The first from C. L. 
Faust, 2515 Faraon Street, St. Joseph. 
Mo., follows: 

“Your article entitled ‘Industrial 
Pirates’ interested me very much. | 
believe you can do a great deal of 
good along this line. You, as presi- 
dent of the Remington Co., should be 
very much interested in the passing 
of a law that would protect the man- 
ufacturer of articles of merit that are 
in demand after millions of dollars 
have been spent to popularize them. 

“The Gillette Razor Co. just put 
a new razor on the market to be sold 
at $1. The first day it was officially 
put on the market, drug stores adver- 
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tised it at 89c., and several days later 
a competitive drug store advertised 
the razor at 89c., with a tube of shav- 
ing cream free. 

“I believe the manufacturers should 
make up a purse to assist Carl Weeks 
to fight the Sherman law and your 
firm would make a hit by starting 
such a fund. The trouble with all of 
us or most of us is that we want some 
other fellow to stand the brunt of a 
battle that is ours as much as his. 

“Nothing but a drastic law prohib- 
iting the cutting of a manufacturer's 
resale price will stop this cut-throat 
business which is ruining the legiti- 
mate retail business. I feel that the 
future prosperity of the manufactur- 
ers of this country depends upon the 
continuance of independent retailers 
and the jobbers as distributors. 

“I hope you will start something in 
Washington to wake up our legis- 
lators. Your article in HaArpware 
Ace should be published in every 
daily paper and every trade paper in 
the country. Then see that something 
is done to back up your article.” 


Mr. Norvell’s Reply 


“Your letter of March 22 received. 
and I am glad to hear from you. If 
the Kelly-Capper bill covering resale 
prices is passed, it will be a great 
help. 

“As the chances are some of these 
days we will get mixed up with the 
Federal Trade Commission ourselves, 
we had better save our money to de- 
fend ourselves. Carl Weeks happens 
to be quite well off, and he is able to 
pay his own lawyer bills. Besides 
that, this fight is helping him very 
much with the retail trade. After all, 
it is very good advertising.” 

oe 

Dr. L. C. Oyster, Lumberport, Vir- 
ginia, is another reader of HARDWARE 
Ace and an admirer of Mr. Norvell’s 
articles. He writes: 

“T want to thank you and tell you 
that I enjoy your talks each week in 
Harpware Ace. The personal touch 
that you give them makes them seem 
like a personal visit with you. 

“Don’t you think that this war on 
the chain stores was brought upon 
themselves by their habit of selling so 
many nationally advertised items at 
cost or less than cost in order to un- 
dermine the regular retailer in the 
minds of the people ? 

“No doubt that a great deal of 
money will be wasted in the fight, but 
war is always a waste and this one 
will not prove an exception. 

“It seems to me that the nationally 
advertised lines are going to suffer 
and that it is going to be necessary 


for them to protect their interests if 
they wish to survive. 

“[ notice now that the A. & P. 
stores have made a decided increase 
in the amount of advertising they are 
doing. They now take a full page 
where they used to use but two or 
three columns. Part of the idea is, 
of course, to keep the newspapers out 
of the fight—a sort of a bribe, in a 
way. 

“T-am a professional man but en- 
gaged in a retail business, which ac- 
counts for my reading a trade paper, 
in fact quite a number of them. 

“Isn't it remarkable how many peo- 
ple one meets who ‘have no time to 
read’? 

“Many years ago | chanced upon a 
stray copy or two of ‘The Gimlet.’ 
Mike Kinney, teamster. If memory 
serves me right you were the ‘Mike’ 
Am I right?” 


The Reply to Dr. Oyster 


“It is very pleasant for me to know 
that you enjoy my talks each week 
in Harpware Ace. That is just what 
they are, because they are all dictated. 





“I certainly agree with you that the 
chain stores have brought the present 
war on themselves. | am delighted to 


see that the independent retail dealer 
has at last waked up. | have written 
an article today on this subject that 
will appear in next week’s issue of 
HARDWARE AGE.* 

“It is surprising how few people 
seem to have any time to read. Quite 
often people ask me where | find the 
time to read as much as | do. It is 
just a habit of years. | almost alwavs 
carry a book or pamphlet in my 
pocket, and then when I am on the 
train or waiting for one, or sitting 
around I read. Then I have a habit 
of reading for an hour or so every 
night before I retire. This cuts down 
on my sleep but I seem to get along 
pretty well without so much sleep. 
Some philosophers say that we all do 
the thing that we like best to do. I 
think that is true. I prefer reading 
to sleeping. 

“Yes, I am the same old Mike Kin- 
ney, teamster and editor, who used to 
work out his original thoughts in ‘The 
Gimlet’ for some ten years and got a 
lot of fun out of it. ‘The Gimlet’ has 
been dead for more than fifteen years, 
but still not a week goes by without 
someone writing me referring to that 
little pamphlet. Voltaire, you know, 
wrote that if the world were ever 
turned upside down, it would be done, 
not by a book, but by a pamphlet that 
could be carried in a -pocket. Tom 
Paine, as you know, helped the Amer- 
ican Revolution with his pamphlets. 
George Washington even had them 
read to his despairing soldiers at Val 
ley Forge. 


* This article appears on page 44 of this 
issue ed. 











All readers are urged to send their prob- 
lems and comments to HARDWARE AGE. 
Each letter will receive an answer and wher- 
ever any additional service may be required it 
will be rendered. Letters of general trade in- 
terest will be published for the benefit of other 
readers. In these days of intense competition, 
with its ever greater complexities it is well to 
utilize every means of adding to your fund of 
useful and practical trade information. Your 
comments and problems will be welcomed. 


—THue Epiror. 

















—— 








HOLDING THE 


MIRROR 10 
SALESMANSHIP - 


The first act of this playlet, which was given in 
Atlantic City, N. J., February 14th, appeared in 
last week’s Hardware Age. It is reprinted directly 
from stenographer’s notes, and is a faithful presen- 
tation of this extemporaneous and highly effective 
sketch. The only guide the players had was an 
outline of characteristics as prepared by Mr. Sears 
with the help of other members of the Boosters, 
New York. Here is the second and last act: 


Mercuanr: Charlie, take 
this chair out of here. 

CLERK: But supposing somebody 
comes in to see you? 

MERCHANT: I’m not going to 
give them a chance to come in and 
take up all my time. Those fellows 
can’t sit down around my desk. 
Take it out. 

CLERK: But you said you wanted 
to see Carney about that bill when 
he comes in. 

(Salesman enters.) 

SALESMAN: Good morning, Mr. 
Sears. How do you do? (No re- 
sponse from Merchant.) I repre- 
sent the Colgate Company. You 
have always been a good account 
with the Colgate Company. We 
have got a new line; we would like 
to show it to you. Couldn’t you 
look at it this morning? It would 
only take about two minutes of 
your time. 

MercHANT: Have you got a 
catalog with you? 

SALESMAN: Yes. 

MERCHANT: Leave your catalog 
and your prices and I will send you 
an order. 

SALESMAN: Can’t we go into the 
stock this morning? 

Mercuant: No. I am too busy. 





CAST OF ACT TWO 
Merchant (Buyer) : 

Mr. Sears 
Head Clerk: Chas J. Heale 


Salesmen (not in order 
named) : 
H. R. Conner, 
Pike Mfg. Co. 
Fred B. Hinchman 
John Russell Cutlery Co. 
E. R. Sandiford, 
Hardware Age 
Archie Phelan 











SALESMAN: Well, good morning. 
(Merchant glances through cata- 
log and then throws it in the waste- 
basket.) 
xk kK * 

CLerK: Mr. Hinchman, I don’t 
think there is any use of sticking 
around. The boss is busy. He’s in 
conference. Come back about two- 
thirty. 

SALESMAN: But it’s only a quar- 
ter of eleven now. You know I have 
come two hundred miles to see this 
man. Can’t you take my card in 
and let him know I am here? 

CLERK: He’s busy. He’s in con- 
ference. If I go in and tell him, he 
won't see you anyway. He'll only 
give me a call. 

SALESMAN: When do you sup- 
pose I can see him? 

CierK: I told you 
thirty. 

SALESMAN: My train goes out at 
one o'clock. I think I will have to 
go along. I have a good many towns 
to make. I don’t think I can spare 
the time. 

CxierkK: I am only a clerk here. 
I can’t change the situation. 


about two- 





SALESMAN: Well, good-bye. 
(Makes exit.) (Applause. ) 
x ok x 


(Salesman enters outside office.) 
SALESMAN: Good morning, Mr. 


Heale. 
CLERK: Say, the boss wants to 


see you. 
54 





SALESMAN: Gee, I must be in 
for it. 

(Salesman enters Mr. Sears’ 
office.) 


MERCHANT: Say, Carney, what 
kind of a house do you work for, 
anyway? 

SALESMAN : 
with the house? 

MERCHANT: Why, they are al- 
ways trying to trim me. Look at 
these bills. I have just been check- 
ing them. Here are some butts that 
I bought. They figure out 16% 
cents. What do they charge me? 
Seventeen cents a pair. They don’t 
allow me the difference. They don’t 
give me a chance on that quarter 
of a cent. 

And here is another thing: I give 
you an order for some stuff. You 
send part of it. You don’t have 
the rest of it. Later you send it and 
you charge me ten cents parcel post. 

And another thing about your 
house: Every time I check up a 
shipment I find there is something 
short. I got a box of screw-drivers 
and there were only five in it in- 
stead of six. And then there was 
another shipment of wrenches and 
there were only five wrenches in it 
instead of six. 

We are always getting short ship- 
ments from your house. I don’t 
know why it is that your house is 
always trying to skin me and do me 
out of my profits. 


What’s the matter 
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SALESMAN: Let me tell you 
something, Mr. Sears. The house 
that I am working for is not such 
a bad house. It is an old, reputable 
house. It wants to do the right 
thing. 

Now get this: Last year the total 
claims we had for shortages were 
fourteen—and you had eleven out 
of the fourteen. We have a system 
just the same as you have. We have 
a good system for packing. We 
have a packing slip, a check and 
a double check. But you have got 
a rotten system for unpacking. Now, 
what proof have you got that our 
house ships short? 

MERCHANT: Charlie, when you 
opened that shipment, weren’t we 
a twelfth of a dozen short? 

CLERK: I started to open it and 
then you sent me down to the hotel. 
You finished opening it, and you 
said we were one short. 

MercuHanT: Did you ever find 
it? 

CrLerK: No. 

MERCHANT: See that? Here is 
the man that opened the case. You 
went through all that excelsior, 
didn’t you? 

CLERK: Yes. 

MercHANT: And opened all the 
paper and everything—and you 
were a wrench short. 

SALESMAN: Did you go through 
that carefully? 

CLERK: Yes. 

SALESMAN: Well, I tell you what 
we will do. To keep you happy, 
we will send you the one extra 
wrench. But I want to tell you 
this: if there are any more short- 
ages, we will have to be out of the 
picture hereafter. 

MercHant: There is another 
thing that I want to take up with 
your firm. You know my payments 
don’t always come in like your pay- 
ments do. You do business with the 
dealer. He has to pay his bills. I 
am dealing with the fellow who 
walks the streets, and I can’t always 
get my money in. Now, I sent you 
a check the other day for a bill of 
goods I bought on the first of the 
month, and took the discount, and 
because I was eight or ten days over 
you sent my check back; you 
wouldn’t give me the 2 per cent 
discount. What do you think of 
that for being tight? Your house 
is the tightest house I know of. I 


wouldn’t do any business with you 
unless I had to. 

SALESMAN: Our terms are strict- 
ly 2 per cent, ten days, net thirty 
days. I am simply representing my 
house. Those are my orders. I have 
got to convey those orders to you. 

MercHant: Well, I will pass 
these through, but I am sure you 
people are trying to put me out of 
business. You are taking all of my 
profits away from me. The amount 
I wanted to take off that bill was 
thirty-two cents—thirty-two cents 
that you are taking right out of my 
pocket that I should have made. 

SALESMAN: Well, I am glad that 
you are going to square that, Mr 
Sears. I appreciate it very much. I 
hope in the future we won't squawk 
about thirty-two cents. 

MercHant: Well, go through 
the stock and see what you think 
I need and send the bill along. (Ap- 
plause. ) 

, a-% 

(Salesman enters.) 

SALESMAN: Good morning, Mr. 
Sears. We have a few new items 
in our line and I would like to show 
them to you. 

Mercuant: Yes, I will look 
them over. (Busily engaged han- 
dling correspondence, papers, etc.) 

SALESMAN: Here is a new item. 
We recognize that as a very valu- 
able extension of our line. 

MERCHANT: It is now just three 
o’clock, and I have an appointment. 
As a matter of fact, one of my 
friends wants me to go out and play 
a little golf with him this afternoon, 
and if I am later than three-thirty 
I won't be able to meet him. There 
are some things in your line we 
might be able to use, so you jusi 
wait over and come in and see me 
at nine o'clock in the morning and 
then we will have a chance to go 
over this thing. 

SALESMAN: I would like to do 
that, but the fact is I must be in 
Squeedunk, twenty-five miles away, 
by five o’clock. The train goes at 
four. Can’t you spare me just ten 
minutes ? 

MercHant: Did you ever play 
golf? 

SALESMAN: Yes. And I know 
they have to wait for each othet 
once in a while. 

Mercuant: I know, but when 
you have got three other men wait- 


ing for you at the first tee, you know 
what they would say. 

SALESMAN: I would like to stay. 
I want to be sure to have you see 
this line. But the morning train 
goes out at eight o’clock, and the 
next one is at twelve. Couldn’t you 
make it at seven-thirty instead and 
then I will stay over tonight? 

MercHant: I will be a good fel- 
low. You come in here at seven- 
thirty in the morning and I| will 
meet you, and then you can get that 
eight o’clock train. Tonight you can 
stay in that new hotel in town. 
Good-bye, boy, see you in the morn- 
ing. (Applause. ) 

* o* * 

(Mr. Sears: You see, in that 
case, the merchant has a little stock 
in that new hotel and he figures, 
“Well, I will keep these boys over- 
night when they come so we can 
pay a dividend.” ) 

* * x 

(Salesman enters.) 

SALESMAN: Good morning, Mr. 
Sears (presenting card). 

MERCHANT: Oh, yes, the J. Rus- 
sell Company. I know your house 
pretty well. Excuse me. I am go- 
ing to be busy for a few minutes. 
Just wait here for me. (Makes 
exit. ) 

(interim of one and one-half 
hours.) 

SALESMAN: Where did Mr. Sears 
go? 

CLERK: It’s half past eleven. If 
he hasn’t gone down to the barber 
shop, he has gone to the bank, and 
if he hasn’t gone to the bank he 
has gone to lunch. If he hasn’t gone 
there he has gone some place else. 
I think he will be back about three 
o'clock. You. will catch him then. 
He has just gone some place. 

(Salesman makes exit.) (Ap- 
plause. ) 

ok * * 

(Salesman enters.) 

SALESMAN: Good morning, Mr. 
Sears. 

MercHANT: Well, if it ain’t my 
old friend Smith. Glad to see you. 
How are you? 

SALESMAN: We have got several 
new items. 

MERCHANT: Let me see. Now, 
there is some stuff that I am having 
a call for all the time. That’s good. 
You know, I want to tell you our 
house is growing all the time. We 

(Continued on page 76) 
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EMMERT IS PRESIDENT 
GENERAL MOTORS RADIO 


General Motors Radio Corp., 
Dayton, Ohio, is the new radio 
Rs §. 
Emmert, president and general 
presi- 


unit of General Motors. 


manager, was formerly 
dent and general manager of the 
Delco Products Corp., Dayton, 
Ohio, and first joined the Gen- 
eral Motors organization in 
1919 as a member of the engi- | 
neering department of the Remy | 
Electric Co., Anderson, Ind., 
now the Delco Remy Corp. His 
first engineering experience was 
with Westinghouse Electric & 
Mfg. Co., as a graduate student 
engineer. 
John E. 
president 
has_ served 


Grimm, Jr., vice- | 
charge of 
assistant sales | 
manager of the south-central 

sales section for Delco-Light 

Co. Mr. Grimm was advertis- | 
ing manager for Chevrolet 

Motor Co. at one time. For a | 
time he was engaged in experi- | 
mental testing in the engineer- | 
ing department of the Delco- | 
Light Co., and later was assis- | 
tant service manager of the 

company. 

The vice-president in charge 
of engineering, E. B. Newill, 
was manager of the control en- 
gineering department of the | 
Westinghouse Electric & Mfg. | 
Co. before coming to General | 
Motors Radio Corp. He has | 
done important work in connec- 
tion with control installation on 
United States submarines and | 
coast guard cutters, and during 
the war he helped in the devel- 
opment of wind-driven gener- 
ators for supplying current to 
airplane radio sets and heaters 
for aviators’ clothing. 

C. T. Lawson, general sales 
manager, was vice-president of 
the Day-Fan Electric Co., when 
it was taken over by General 
Motors. He has had extensive 
experience as a sales executive 
in the radio field and at one time 
was sales representative for the 
Pittsburgh district office of 
Westinghouse Electric & Mfg. | 
Co. R. H. White, manager of 
advertising and sales promotion | 
has been assistant advertising | 
manager of the Chevrolet 
Motor Co., and at one time was | 
advertising manager of the | 
Delco-Light Co., Dayton, Ohio. 


in sales, | 


as 





| make 
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WORTHINGTON HEAD PASSES 








W. D. Taylor, president of the 
George Worthington Co., whole- 
sale hardware dealers, Cleveland, 
Ohio, whose death was an- 
nounced in last week’s issue of 
Hardware Age 


HERCULES POWDER CO. 
ELECTS OFFICERS 


At the meeting of the direc- 
tors of the Hercules Powder 
Co., Inc., Wilmington, Del., held 
March 26, the following officers 
were elected: R. H. Dunham, 
president; J. T. Skelly, T. W. 


| 
| 


| 


| 


Bacchus, N. P. Rood, C. D. | 
Prickett, G. G. Rheuby, C. A. 
Higgins, vice-presidents; C. C. 


Hooper, treasurer; FE. B. Mor- 
row, secretary. 


Cc. W. BENJAMIN JOINS 
PICKETT HARDWARE CO. 


Charles W. Benjamin, asso- 
ciated with The Robeson Ro- 
chester Co. as a traveling rep- 
resentative for the past twenty 
years, has joined the Pickett 
Hardware Co., Warren, Pa. 
Previous to his connection with 
the former company he _ had 
been manager of the Pickett 
Hardware Co. store, formerly 
located on Pennsylvania Ave., 
Warren, Pa., which is now on 
Hickory Street in that same 
city. 





He will be with the Pickett | 


organization after April 1. In 
his many years as a resident of 
Warren he has a large number 
of friends, having been active 
in community affairs. This will 
his business connection 


|ment of John W. Barton, Ro- 
| chester, N. Y., as representative 


| this territory. 
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| & Prior, Ltd., Vancouver, B. C., 


|'BARTON TO REPRESENT 


with the company of great value 
to the organization. 


FRENCH BATTERY CO. | 
MOVES CHICAGO OFFICE | 

The Chicago offices of the 
French Battery Co. have been | 


Ave. to 20 North Wacker | 
Drive. Irving K. Fearn will be 
in charge of general sales at 
the new address. 





BOARD OF DIRECTORS 
ELECTED BY McLENNAN 

\t a meeting of the share- 
holders of McLennan, McFeely 


held recently, George Kidd, 
chairman of the board of con- 
trol, B. C. Electric Co., and the | 


Hon. Senator G. H. Barnard 
were made members of the 
board. The full board consists 


of Andrew Houstoun, president ; 
Gordon Farrell, vice-president ; | 
C. P. W. Schwengers, managing 
director; Sir Frank Barnard, 
K.C.M.G., R. P. Butchart, R. 
P. McLennan, J. H. McLennan, 
H. A. Ross, Frank Wilkinson 


and the two new members. 








SZERLIP’S SONS MERGED 
WITH LINDY PRODUCTS 


Lindy Products Co., Inc., 
Lindenhurst, L. I., and William 
Szerlip’s Sons, Inc., Rockaway 
Beach, N. Y., have consolidated 
their wholesale building sup- 
plies interests into one organiza- 
tion under the name _ Lindy 
Products Co., Ine. H. M. 
Szerlip is president and treas- 
urer, C. G. Weierter vice- 
president, L. A. Storer is as- 
sistant treasurer and the secre- 
tary is S. Szerlip. 


is 


GOODELL-PRATT CO. 


Goodell-Pratt Co., Greenfield, 
Mass., announced the appoint- 





for the New York State ter- 
ritory. Mr. Barton is familiar 
with tools and is well known in | 


ASHMUN OF ARMSTRONG 
TO TOUR EUROPE 


B. Ff. Ashmun, president Arm- 
strong Mfg. Co., Bridgeport, 
Conn., will sail from New York 
on April 26 on the S. S. Europa, 
for Bremen, Germany. Mr. 


| Ashmun is going to England, 


| moved from 30 North Michigan France, Belgium, Holland, Den- 


mark and Germany in the in- 
terests of the company he heads, 
and will be away for about two 
months. In his absence H. S. 
Ashmun, vice-president, will be 
in charge of the organization. 

F,. S. Ashmun,  secretary- 
treasurer of the firm, and Mrs. 
Ashnum will accompany his 
father on part of the trip. He 
plans to study the financial sit- 
uation and visit Austria, Italy 
and Switzerland. 


LIONEL BOYS’ CONTEST 
JUDGES SELECT WINNERS 
During the past Christmas 


season The Lionel Corp., 15 E. 
26th St., New York City, held 
a contest for boys for which 
$1,000 in prizes were offered for 
photographs submitted of Lionel 
model railroad layouts. The ba- 
sis for judging was the track 
layout, equipment, surrounding 
scenery and the practical appli- 
cation of Lionel automatic ac- 
cessories. 

Many boys from all parts of 
the country submitted photo- 
graphs. J. L. Cowen, president 
of the organization, gave the 
judges a dinner at the Hotel 
Dorset, New York City, recent- 
ly. After dinner the photo- 
graphs were judged. The com- 
mittee of judges consisted of A. 
E. Staub, Lackawanna Rail- 
road; J. M. Condon, Erie Rail- 
road; Don Carney (known on 
the radio as Uncle Don), and 
Mr. Cowen. 

The highest award of $250 
was given to Thomas B. Pearce, 
New Orleans, La. Benjamin 
and Frederick Crispin, New 
York City won $150, and Rob- 
ert D. Higgs, Wilkes-Barre, 
Pa., received a prize of $100. 
In addition there were awards 
of thirty $10 prizes, two special 
prizes of $50 each, and four 
special awards amounting to $5 


| each. 
































LIBBEY-OWENS TO MERGE 
WITH FORD GLASS CO. 
Agreement by directors to 

merge the Edward Ford Plate 

Glass Co. with the Libbey- 


first established in the city, and 


| was founded more than fifty 


land E. G. 


Owens Glass Co. was announced | 


recently by officers of both 
companies. Negotiations, which 
have been under way for several 
weeks, have now been completed 
except for various details. The 


terms were not announced, but | 


it 1s 
stock of Libbey-Owens company 
will be given in payment. 

The company, which, accord- 
ing to plans, will be known as 
the Libbey-Owens-Ford Glass 
Co., is one of the largest makers 
of plate glass in the world. The 
combined capacity of the two 
companies will be upward of 
55,000,000 sq. ft. of plate glass 
a year. Libbey-Owens is also 
said to be the largest producer 
of safety plate glass for auto- 
mobiles. The increasing demand 
for safety glass in the automo- 
bile industry is an important 
factor in the company’s plans, it 
was said. 

J. C. Blair, president of Lib- 
hey-Owens, will continue as 
president of the new company. 
The board of directors of Lib- 
bey-Owens company will be in- 
creased so that the present own- 
ers of the Ford Company will 
have three directors on the en- 
larged board. The new mem- 
bers will be John B. Ford of, 
Detroit; George R. Ford and 
G. P. MacNichol, Jr., both of 
Toledo. The personnel of the 
organization will probably be 
changed little, if any, it was 
said. 

Officers of the Libbey-Owens 
Glass Co. are J. C. Blair, presi- 
dent: B. C. Root, vice-president 
and general manager; C. A. 
Schmettau, vice-president ; H. E. 
Allen, vice-president; H. H. 
Baker, vice-president and_ sec- 
retary; R. H. Taylor, treasurer. 
C. O. Miniger, president of the 
Electric Autolite Co., is a mem- 
ber of the board. 

Officers of the Edward Ford 
Plate Glass Co. are: George R. 
Ford, president ; W. W. Knight, 
vice-president; D. L. Good- 
willie, vice-president in charge 
of manufacture; C. FE. Husted, 
vice-president and secretary, and 
G. P. MacNichol, Jr., treasurer. 


NEW LAWSON STORE 
OPENS IN HASTINGS, NEB. 


The new home of the C. K. 
Lawson Hardware Co., Hast- 
ings, Neb., was dedicated April 
2. It is located at a point oppo- 
site the former store. This 


understood that common | 





| 





business is said to be one of the | 


years by Charles K. 
Lawson. 

The firm is operated by A. A. 
Lawson, sons of the 
founder. The new building of 
the organization is fitted out in 


a modern manner. 


ago, 


HARDWARE BOOSTERS 
HOLD MONTHLY MEETING 


The Hardware Boosters, 
organization composed of sales 
representatives of hardware and 
kindred held a 


lines, business 


meeting March 29 at the Hard- | 


ware Club, New York. In the 
absence of Chas. J. Heale, chief 
booster and managing editor of 
HARDWARE AGE, who is now in 


Aeroplane Fosters Interest 


HARDWARE AGE for APRIL 10, 1930 


an | 


The Greenfield Tap & Die | 
Corp., Greenfield, Mass., has 
purchased a Bellanca “Pace- 
maker” monoplane, which will 


be used to foster interest in fly- 
ing, particularly in the hard- 
ware and mill supply industries. 
The plane is a_ six-passenger, 
inclosed cabin type, and J. R. 
Williams, an experienced avia- 
tor with more than 3500 flying 
hours to his credit, without a 
single accident, has been en- 
gaged as pilot. 

H. Soper, vice-president of 
the Greenfield Corporation, was 
an aviator in France during the 
War, and is, of course, extreme- 
ly interested in the development 
of aviation. It is the contention 
of the company that hardware 
and mill supply establishments 
will be called on to furnish 
many of the necessary tools used 
for conditioning aeroplanes, and 





In the above photograph, H. Soper, vice-president of the corporation, appears at the extreme left. 
d from the left, while J. R. Williams, pilot, is at the extreme right. 


Coe, New York manager, is secon 


| convention 
| Council of Traveling Salesmen. 





on business, Junior 
Booster Roy Schmidt of the 
Stanley Works, presided. A 
fair representation was in at- 
tendance. 
Past Chief 
reported an enjoyable time at 


Texas 


Booster Taylor 


the “Nutmeggers Night Out 
| Meeting.” Past Chief Jooster 
Seymour Sears discussed the 


of the National 
Members were glad to learn 


that George Eady, treasurer of 


illness. Two new amendments 
to the constitution were adopted. 


One of these changes the titles 


BUYER FOR 51 YEARS Is 
RETIRING FROM BUSINESS 


W. C.. Starck, Springfield, 
Ill., is retiring from business 
atter serving for 51 years as 
buyer and manager of the hard- 
ware store operated by Miller 


& Son. The business was estab- 
lished in 1858 by W. B. Miller. 
In an editorial entitled “Half 


Century of Service,” the Illi- 
|nois State Register of March 
130 commented upon Mr. 


of the officers of the organiza- 


tion, and hereafter the Chief 


3ooster will be known as presi- 


dent and the Junior Booster as 


vice-president. 


soe : | Starck’s place in the commu- 
the organization, is on the road |]... SESS 

: | nity’s business life. ‘ 
to recovery, after a prolonged | 


POLISH FIRM REQUESTS 
TRADE LITERATURE 
Kk. O. Kutzleb, Nowy-Swait 

Nr. 17, Warsaw, Poland, has 

recently requested literature and 


| quotations from American man- 


ufacturers specializing in hard- 
ware, tools, and kitchen utensils. 


in Aviation for Greenfield Tap and Die Corporation 


they feel that such distributors | 


should have the opportunity to 
become “air minded” through 
actually flying, if they desire. 

On a recent sojourn at the 


Newark, N. J., airport, 72 per- | 
sons identified with the distribu- | 


tion of Greenfield products in 


the Metropolitan district were | 


passengers in the plane for en- 
joyable flights. 
New York manager, was host. 
The Greenfield Corporation car- 
ries, at its expense, insurance to 
the extent of $10,000 on every 


Charles H. Coe, | 


passenger, but as Pilot Williams | 
has carried 65,000 passengers | 


without an accident, this hazard 
is reduced to the minimum. In 
addition to sponsoring good will 


for aviation, the plane will be | ~ . 
aviation 


used as a means of conserving 
the time of executives in tra'v- 
eling between the many points 
where distributors represent 


| has 


their products. It will also be 
utilized in emergencies, such as 
plant breakdowns, when tools 
and parts are required as quick- 
ly as possible. 

Before acquiring the plane, 
another plane was first char- 
tered for a time, to test the effi- 
ciency of the air mode of trans- 
portation. At the present time 
the results have been so satis- 
factory that another plane may 
be purchased shortly. The 
Greenfield Tap & Die Corp. has 
developed many special tools of 
aeronautical nature, and the line 
been standard 
stock and regular equipment in 
the more than forty shops and 
maintained at 


selected as 


stores 
airports throughout the country 
the Curtiss-Wright Flying 
Service. 


by 


Charles H. 
Others 
J. 


in the group are members of the hardware and mill supply firm of Banister & Pollard Co., Newark, N. 
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P. SANDERSON 

FORMER STEEL MAN 
Edward P. Sanderson, past 
president of the American Steel 
& Heavy Hardware Associa- 
tion, and for many years promi- 
nently identified with the New 
England iron and steel business, 
died Wednesday, April 2 in a 
hospital at Elizabethton, Tenn., 
following an attack of uremic 
poisoning. Mr. and Mrs. San- 
derson were on their way to 
their home in Waltham, Mass., 
from Florida where they had 
been spending the winter, when 
he was stricken. 

Until the past few years Mr. 
Sanderson was president of 
E. P. Sanderson & Co., East 
Cambridge, Mass., iron and 
steel. Quite recently that firm’s 
iron and steel business was sold 
to the Ryerson interests, and 
Mr. Sanderson and his son 
Robert allied themselves with 
the Cutter Wood interests un- 
der the firm name of Cutter 
Wood & Sanderson Co., mill 
supplies. Mr. Sanderson was 
one of the founders of the Wal- 
tham Trust Co. A year ago he 
gave $100,000 to the Waltham 
Hospital, and a new’ wing 
known as the Sanderson Memo- 
rial Wing has been built. Dedi- 
cation of this wing was waiting 
for Mr. Sanderson’s_ return 
from the South. 

Funeral services were held in 
Waltham on Sunday, April 6, 
and were largely attended by 
New England iron and steel and 
other prominent business men. 


E. 





ARKANSAS CONVENTION 
DATES ARE CHANGED 


Due to a sudden decision the 
convention of The Arkansas 
Retail Hardware Association 
will be held on April 15 and 16 
instead of the dates previously 
named. Sessions will be held at 
the Marion Hotel, Little Rock, 
Ark. 


FUR TRAPPING CONTEST 
ANNOUNCED BY TRAP CO. 


Hardware dealers throughout 
the country will be keenly in- 
terested in the $1,500 prize con- 
test, conducted by the Animal 
Trap Co. of America, Lititz, 
Pa., and Niagara Falls, Ont., 
Canada, to determine the best 
raw furs taken in steel traps. 
The winners will be announced 
on May 1 at Columbus, Ohio, 
where a jury of outdoor publi- 
cation editors will judge the 
skins entered by fur houses in 
the United States and Canada. 

This is the third annual con- 
test, and it has attracted in- 


DIES— | 





is designed, primarily, to’ stimu- 


late trappers in the more careful 
handling of raw fur, thereby 
increasing the value of their 
catch and contributing to the 
growth of one of the world’s 
oldest industries. The value of 
the species has no bearing upon 
the award, and the first prize 
of $1,000 may be won by any 
pelt, regardless of the species. 
In the two previous contests the 
award was given for a mink 
skin and a wolf pelt. 

To the hardware dealer, first 
interest lies in the fact that the 
contest is linked up directly 
with consumer advertising and 
sales helps on Oneida steel 
traps, issued by the Animal 
Trap Co. of America. 

In connection with this con- 
test the organization has formed 
a Junior League of Trappers, 
with thousands of members, 
each educated in the proper use 
of Oneida steel traps and the 
preparation of pelts. Colorful 
gummed posters and decalcoma- 
nia transfers have been pre- 
pared, which designate the stores 
of these retailers as the “Trad- 
ing Post, Junior League of 
Trappers.” Consumer advertis- 
ing will urge the members to 
patronize the stores bearing 
these emblems. 


SIMMONS CO. WILL OPEN 
PHILADELPHIA DISPLAY 

In line with its merchandis- 
ing plans Simmons Hardware 
Co. of Philadelphia is planning 
to open a complete show room 
at 508 Arch St., Philadelphia, 
Pa., where a ccnplete line of 
samples will be on display for 
the convenience of customers 
coming into the heart of the 
business district. 

It is intended that this be a 
model store with a complete line 
of Keen Kutter goods, etc. For 
dealers who wish to pick up 
items, quick access to the Phila- 
delphia warehouse may be had. 
The showroom is not a retail 


store, but is open only to the re- | 


tail hardware dealer, in line 
with the company policy. The 
display rooms will be in charge 
of two experienced men and it 
is expected the place will be 
open for business by April 15. 





GORDON VISITS MEXICO 
FOR WHEELBARROW CO. 


W. A. Gordon, sales manager 
of General Wheelbarrow 
Cleveland, Ohio, is taking a 
trip into Mexico in the interests 
of the organization. He ex- 
pects to be away for about three 


creasing attention each year. It ¢ weeks. 
‘ 


Ce... 


A. A. AHLGREN WITH 
HIGGINS & LINDE 
Arthur A. Ahlgren has joined 
the jobbing sales staff of Hig- 
gins & Linde, manufacturers’ 
distributors, with office and 
warehouse at 565 W. Washing- 
ton Blvd., Chicago. For four 
years Mr. Ahlgren has repre- 








A. A. AHLGREN 


sented the Millers Falls Co., 
Millers Falls, Mass., among the 
hardware wholesalers in various 
parts of the Central West. He 
lives at 2913 Leland Ave., Chi- 
cago. 

For Higgins & Linde he will 
cover what is virtually his old 
territory. Mr. Ahlgren started 
behind the hardware counter a 
number of years ago and is 
thoroughly trained in the hard- 





| ware field. His acquaintance 
and friendship among  whole- 


salers and retailers is wide. 

Higgins & Linde represent the 
following hardware manufactur- 
ers: Billings & Spencer Co., 
Hartford, Conn., wrenches and 
tools; J. T. Holcomb Co., 
Providence, R. I., micrometers; 
Winter Bros. Co., Wrentham, 
Mass., taps and dies; Taft- 
Pierce Mfg. Co., Woonsocket, 
| R. L, precision tools. 

Higgins & Linde maintain 
complete stocks at their Chi- 
cago warehouse. Most of Mr. 
Ahlgren’s time will be spent in 
Chicago and _ other Illinois 
cities. 


METAL WARE INSTITUTE 
TO MEET IN CLEVELAND 


Metal Ware Institute, Inc., 
composed of manufacturers of 
sheet metalware and household 
and kitchen utensils will hold a 
meeting at the Cleveland Hotel, 
| Cleveland, Ohio, from April 21- 
| 25. One of the sessions will be 
| given over to a discussion of 








| credit policies and credit man- 
agers will discuss matters relat- 
ing to credit with customers. 
There will be a general meeting 
of cost accountants concerning 
the new edition of the Standard 
Cost Accounting Manual, pub- 
lished by the Institute. 

Mr. Weaver, The Enamelist, 
Cleveland, Ohio, will address 
one of the sessions and will dis- 
cuss a cooperative plan for all 
manufacturers of porcelain en- 
amel products. The American 
Ceramic Society is sponsoring a 
cooperative promotional plan 
for giving national recognition 
to porcelain enamel products 
through institutional advertis- 
ing. 

The office of the Metal Ware 
Institute, Inc., is located at 342 
Madison Ave., New York City. 


ZENITH APPOINTS AGENT 
IN MILWAUKEE DISTRICT 


Murphy Co., Mil- 
waukee, Wis., been ap- 
pointed as exclusive distributor 
for the Zenith Radio Corp., 
Chicago, Ill., according to an 
announcement made by W. C. 
Heaton, sales promotion man- 
ager of the company. The home 
office of the concern is located 
in Green Bay, Wis. 

Practically all of the State of 
Wisconsin and the _ northern 
peninsula of Michigan has been 
given the Morley Murphy Co. 
The Milwaukee office is one of 
two branches of the company 
and it is located at 454 Milwau- 
kee St. It is in charge of C. E. 
Willert, who has been with the 
organization for the past 25 
years. 


Morley 
has 





F. B. CURRIGAN RESIGNS 
AS LOWE TREASURER 
Retirement of Frank B. Cur- 

rigan as treasurer of The Lowe 

Brothers Co., Dayton, Ohio, re- 

cently, ended 45 years of service 

with that organization. He had 

been treasurer for the past 37 

years. 

Mr. Currigan joined The 
Lowe Brothers Co. when it was 
a retail store with a steam- 
operated paint mixer in the rear 
of the store. He saw the busi- 
ness grow from that small be- 
ginning to its present prominent 
place in the industry. Mr. Cur- 
rigan is the sole survivor of the 
| five incorporators of the ori- 
| ginal company. 

D. P. Haber, former assistant 

| treasure, has been elected to the 

| office of treasurer and P. H. 

Harn has been appointed as 
| cashier. 
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Modernistic Dog Harness 


Most dog owners like to see their pets 
with well-made and colorful collars. To 
the hardware dealer this trade is one that 
is fast becoming popular. 

Graton & Knight Co., Worcester, Mass., 
offers the trade two new and unusual dog 





harnesses which are of modernistic style 
and are offered in two-tone colors as well 
as in soft-blended colors. 

The harnesses are available in various 
shades of black, brown and red. In the 
two color styles there are offered black on 
white, red on gray and dark green on 
citron green. In addition to attractive col- 
ors, these collars have unusual decorative 
effects. 


Miniature Adding Machine 


A miniature adding machine that is 
practical and may be used in the home, 
office or store, is offered to the trade by 
The Dayton Friction Toy Co., Dayton, 
Ohio. Although primarily intended for 
use by children, it is so constructed as to 





have an appeal to business people wishing 
an accurate but inexpensive machine for 
adding. 

This machine measures 474 in. in length 
and 4 in. in width. It stands 4% in. high 
and finished high-grade crackle 


is in 


| lacquer. With this adding device figures 
totaling up to 99999 can be added. 

In order to clear the machine, the red 
keys in each column are pulled to the 
bottom. 


Announces New Autofly Reel 


Combining the best features of design in 
the well known Meisselbach automatic fly 
rod reel No. 655, the new Meisselbach reel 
No. 660, just announced, is said to be 
lighter in weight and to offer several im- 





provements in construction and operation. 
The new reel, finished in aluminum is con- 
structed of the same material which pro- 
vides strength and freedom from rust. 
Capacity is 30 yards of size “F” enamel 
line, and the weight is 8 1/5 ounces. The 
reel retails for $5. 

The improvements are principally in- 
visible and have to do with the action. 
One of major importance says the manu- 
facturer, is in the provision for “give” or 
movement of the reel if required when it 
has been unwound to the full limit of the 
spring capacity. This permits the fisherman 
to strip off his line down to the last yard 
if necessary. Tension for automatic reel- 
ing of slack line is, of course, always 
available, being obtained by a simple turn 
or two of the winding drum. 


Union Skating Outfits 


Just as James Fenimore Cooper’s famous 
series, “The Leather Stocking Tales,” was 
something quite different from the usual 
run of stories, so the Union Hardware Co.’s 
Leather Stocking Line, just appearing, is 
something quite individual in ice skating 
outfits. 

These outfits consist of a very high- 
grade line of shoes, fitted with the improved 
Union die-cast aluminum ice skates, light, 
better finished, strong and durable. The 
high-grade blades, that will hold their edge 
and stay sharp, will answer every demand. 

The three models, “The Rover,” ‘The 
Pathfinder” and “The Pioneer,” are for all 
skaters, men, women, boys and girls, and 
for all those who want the perfect hockey 
outfit. They are made in a variety of styles 
and finishes, which would suit any prefer- 
Union Hardware Co. is preparing 


ence. 
at once to take care of all demands for the 
coming season on these most attractive 


be the sensation of the season. 











and desirable skating outfits, which should | 





Kenton Buckeye Ditcher 


Buckeye Ditcher No. 508 is one of the 
most popular of the new toys offered by 
the Kenton Hardware Co., Kenton, Ohio. 
It is patterned after a well-known prod- 
uct and operates in a realistic manner. The 
top will carry sand in its little buckets at- 





tached to the endless chain and will dig 
into a sand pile in much the same way that 
a real ditcher machine operates. 

There are two cranks operating chain 
sprocket drives. One crank controls the 
miniature caterpillar wheels, and the other 
moves the sprocket chain on which sand 
is carried. A sand slide carries the mate- 
rial dumped by the buckets off to one side. 
The caterpillar wheels enable the toy to 
move over small obstructions in an easy 
manner. 

This toy is finished in attractive colors, 
and is securely boxed ready to sell. 





Hustler Pull Toys 


Hustler Top Corp., Sterling, IIl., is offer- 
ing the trade three new pull toys. Hustler 
Rastus and Rachel is a wooden toy por- 
traying a colored man and his wife enjoying 
an old fashioned buggy ride. The motion 
of the horse is a lazy plodding one. This 
is a highly decorated item. 

















Jack 


Hustler 
and Jill Wheelbarrow which has a special 
appeal during the months when children 


The organization offers 


play outdoors. It includes a shovel and 
pail for use in the sand pile. 

Hustler Beach Duck is designed to at- 
tract the summer trade. The duck and 
wheels are wooden, and the pail and shovel 
are of sturdy construction and are litho- 


graphed. 





ST. LOUIS CONGRESS 
WILL CONSIDER 
TEAMWOR Kin 


DISTRIBUTION... 


N an endeavor to define common 
I problems of the hardware indus- 

try, and to establish a common 
perspective in instituting a program 
of beneficial activity, the theme 
“Teamwork In Hardware Distribu- 
tion,” will receive consideration at 
the St. Louis Congress of the Na- 
tional Retail Hardware Association. 
The St. Louis meeting will occur 
during the last week in June. This 
year’s theme was selected by the 
board of governors of the association 
after careful consideration. 

In 1923, the plan was evolved of 
selecting annual themes in sequence 
for progressive study. At the con- 
gress that year, held in Richmond, 
Va., the theme was “Distribution 
Costs.” At the San Francisco con- 
vention the following vear “Retail 
I-fficiency” was the theme. In 1925, 
at Philadelphia, the theme was “The 
Hardware Retailer’s Obligation.” 


At the Indianapolis meeting in 
1926, when the future of retailing 
was being debated rather generally, 
the theme “The Future of Retail- 
ing,” was discussed. Emphasis was 
placed on the necessity of modern 
merchandising methods as an aid to 
the independent hardware merchant 
in maintaining his established status 
as a retailer. 

Better merchandising was studied 
at the Mackinac Island Congress, 
held in 1927. Systems for Business 
and Merchandise Control were im- 
portant developments of the asso- 
ciation announced at this meeting. 
Methods and standards for hardware 
store arrangements and display were 
also approved and recommended. 

The theme relating to “Henry 
Brown, Hardware Retailer,” was in- 
troduced at the Boston Congress in 


1928, At this meeting the shortcom- 
ings of hardware merchants were 
frankly discussed and a program out- 
lined designed to alleviate many of 
the then prevailing problems. 

“John Smith, Consumer,” was 
likewise subjected to a searching 
analysis at last year’s national con- 
vention, held in Oklahoma City. At 
the 1929 Congress, emphasis was 
placed on the hardware merchant's 
opportunities, as well as his obliga- 
tions to his patrons and to his com- 
munity. 


i HE viewpoint of the dealer has 


received primary consideration at all 
of the meetings in recent years. Such 
factors as have affected his welfare 
and are responsive to his treatment 
and influence have received a thor- 
ough analysis. Throughout the en- 
tire program of improvement, the 
merchant has faced the facts and has 
indicated the desire to shoulder new 
responsibilities and to rectify matters 
within his control. Numerous 
changes, both of a minor and majot 
nature, were suggested to cope with 
the present transition in merchandis- 
ing practices and many improved 
methods have been almost universally 
adopted as a result. 

In some phases, the studies which 
have been made at previous meetings 
have disclosed the fact that the mer- 
chant is not alone responsible for 
some of the hardware problems fre- 
quently encountered. Although, due 
to the fact that he is always the factor 
dealing directly with the consumer, 
he feels the effect of any problem, 
possibly more acutely than either of 
the two other principal factors en- 
gaged in hardware distribution. 

At the St. Louis Congress, an ef- 
fort will be made to ascertain the 

60 


real status of obstacles confronting 
the distribution system used by the 
industry and after definite conclu- 
sions are drawn, to institute plans to 
eliminate all of the detrimental fac- 
tors encountered. 

The theme selected will be sub- 
divided into five different subjects 
for discussion.- Special sessions will 
be devoted to each of the five sub- 
topics, which will be further segre- 
gated into special divisions. Each 
phase of the five sub-topics will have 
individual discourses, in which rep- 
resentative retailers, wholesalers and 
manufacturers will participate. 

Indications point to a large at- 
tendance, as interest in the problems 
of distribution is very keen at pres- 
ent. Another factor expected to en- 
courage participation in the St. Louis 
Congress is the central geographical 
location of the meeting place. Due to 
this, many hardware merchants, 
other than delegates, especially from 
the South and West, are expected. 


Wholesaler Gains Volume by 
Reducing Accounts 


A wholesale grocery firm has 
made the experiment of cutting 
down its number of accounts from 
3500 to 1400 and at the same time 
materially reducing the number of 
accounts that individual salesmen 
handle. Results for the company as 
a whole are not revealed, but figures 
for individual salesmen are. 

One salesman who had been call- 
ing on 201 accounts and maintaining 
a sales average of $6,000 a month 
had his accounts reduced to 46 in 
number. His monthly sales in- 
creased so rapidly that on his own 
account he cut the number further 
to 28 and now is maintaining a 
monthly average sale of $14,000 
worth of goods. This company ac- 
cording to the Foodstuffs Division 
of the Department of Commerce has 
decided that a salesman calling on 
too many accounts does not get a 
sufficiently large proportion of the 
business of any one account, and 
that the concentration they have 
tried is much more successful. 


Re ae 
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GENERAL MARKET 
NEWS of tHE WEEK 











Week’s Price Average Was 
90.4 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced on March 30 that whole- 
sale commodity prices for the week ended 
March 29, and based on Dun’s quotations, 
averaged 90.4 per cent. 

The February average was 92.7 per 
cent. The purchasing power of the dol- 
lar was 110.6, on a 1926 basis of 100c. 
The February average was 107.9c. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
82.3. The February average was 85.1. 

The Italian index on the revised 1926 
basis for the week ended March 15 was 
60.6. 


Bank Debits Show Decline 
for Week Ended March 26 


Debits to individual accounts, as_re- 
ported to the Federal Reserve Board by 
banks in leading cities for the week ended 
March 26 aggregated $15,774,000,000, or 
5 per cent below the total reported for 
the preceding week, and 19 per cent be- 
low the total reported for the correspond- 
ing week of last year. 

Aggregate debits for 141 centers for 
which figures have been published week- 
ly since January, 1919, amounted to $15.- 
(15,000,000, as compared with $15,669,- 
000,000 for the preceding week and 
$18,706,000,000 for the week ended March 
27 of last year. 


Revenue Freight Loadings 
Show Decline in Week, Year 


Loading of revenue freight for the 
week ended March 22 totaled 875,542 cars, 
according to the car service division of 
the American Railway Association. 

This was a decrease of 5645 cars under 
the preceding week and a reduction of 
86,858 cars below the same week in 1929. 
It also was a reduction of 74,652 cars 
under the same week in 1928. 


Hardware Demand Gains 
Despite Unfavorable 
Factors 
NEW YORK, April 9.—A slight, 


but noticeable seasonal improvement 
in the nation’s hardware demand 
was evident during the past week. 
The advancing spring season has 
been the principal influence lending 
impetus to current activity in the 
trade. Unfavorable factors, in some 
sections of the country, have tem- 
porarily curtailed the customary 
seasonal increase in the demand to 
an appreciable extent. Of the re- 
tarding influences, unemployment 
and unseasonable weather, are the 
two most important detrimental fac- 
tors to the hardware trade. 

Trade in builders’ hardware and 
building supplies is responding to 
a rather general increase in con- 
struction activities. While the im- 
provement is negligible, so far, the 
upturn is readily apparent indicat- 
ing that steady recovery may be rea- 
sonably expected as the season 
progresses. 

Garden and lawn tools and kin- 
dred accessories are particularly ac- 
tive at present. 

Few recent price revisions of con- 
sequence have been made, and no 
major changes appear imminent at 
this time. 

Collections retain a fairly satis- 
factory status. 
tee 
American Paint Exports 


Show Substantial Increase 


An indication of the world-wide popu- 
larity enjoyed by American ready mixed 
paints is evidenced from export figures 
prepared for 1929. Shipments which 
amounted to 2,696,694 gal., having a value 
of $5,294,472 during 1928, advanced to 
3,043,174 gal., valued at $5,664,990 in 
1929, 








Business Failures Declined 
During Month of March 


Business failures in March totaled 2093, 
with liabilities of $73,817,710, as com- 
pared with 2150, with liabilities of $69,- 
132,491 in February; 1704 failures, with 
liabilities of $36,417,865, in March a year 
ago, and 2297 failures, with liabilities of 
$61,768,569, in March, 1922, according to 
Bradstreet’s. 

There is here shown a decrease of 
2.6 per cent in failures from February, 
an increase of 22.7 per cent over March 
a year ago, but a decrease of 8.9 per cent 
from March, 1922. Liabilities show an 
increase of 6.8 per cent over February, of 
102 per cent over March, 1929, and of 
19.6 per cent over March, 1922. 

“For the first quarter of 1930, failures 
number 6619, with liabilities of $231,- 
147,260, as against 5625 failures and 
$154,757,909 in liabilities for the first 
quarter of 1929, and 7091 failures, with 
$234,465,086 in liabilities, in the first quar- 
ter of 1922. There is here shown an 
increase of 17.6 per cent over the first 
quarter of 1929, but a decrease of 6.6 per 
cent from the first three months of 1922. 
Liabilities for the first quarter were 50 
per cent in excess of the first three 
months of 1929, but 1.2 per cent below 
those of the first quarter of 1922. 

“Data compiled by R. G. Dun & Co. 
show a total of 2347 commercial fail- 
ures in March, which had more business 
days than February. There was an in- 
crease of about 4 per cent over February. 
That is a larger ratio of increase than is 
usually disclosed at this period, yet such 
a showing is in keeping with the trend 
of the business mortality since Jast 
autumn’s speculative collapse. Compari- 
son with the 1987 defaults of March last 
year is qualified by the fact that the num- 
her at that time was comparatively low, 
but the present numerical exhibit is the 
most unsatisfactory for the season back 
to 1922.” 
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€ Recent Snow Retarded Spring Activity— 
C H ICA $ Seasonal Movement Is Good in Some Lines 


(Chicago office of HARDWARE AGE) 
Cuicaco, April 8.—Spring hardware business has been retarded 
by snowfall which wrapped heavily around Lake Michigan and 
reached as far southwest as Kansas and as far southeast as North 
Carolina. It generated a call for snow-shovels and cleaned out most 
of the wholesale stocks. 
Jobbers and dealers have been watchfully waiting for more favor- 


ages of 5, $2.97; No. 485, Layerbilt 
age less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes.—UX-201A, 75c.; UX- 
199, $1.20; WxX-227, $1.50; °"UG-171A, 
$1.35; UX-250, $6.60 each; UX-245, 
$2.10 each; UX-224, $2.40 each. No. 
410, $4.80 each; 422, $2.40; 424, ae o 
427, $1.20; 445, 7” 50; 450, $6; 
$1. 50; 481, $3.9 


able weather. Wholesale hardware houses reporting to the Seventh | FISHING TACKLE. 


Federal Reserve Bank did 6 per cent more business in February 
than in January. Farm income for 1930 is expected to equal that 
of 1929, with a somewhat larger crop outlook at somewhat lower 
realized prices. Reports from the winter wheat areas indicate a 
normal crop for the next harvest. Outdoor work has begun toward 
the southwest and the building outlook in that direction is bright. 
The hardware trade generally is quiet, though there is good seasonal 
movement in some lines. 

Manila rope has dropped a cent a pound and the new price will 
hold throughout the second quarter; sisal rope remains at the former 
figure. Buyers of nails and wire are showing more confidence at 
the present low prices. Paints and oils are doing fairly well. Trade 
in fishing tackle is strong. Baseball goods are moving briskly. 
Golf supplies are showing little activity as yet. Rubber covered 
wire has dropped slightly. 


Bronson Lion level winding reels, 
$1.35 each; Union level winding reels, 
No. 7225, $1.25 each; Meisselbach 
reels, assorted colors, $3 each; South 
Bend level winding, anti- backlash 
reels, No. 50, $3.65 each; No. C2800 
quadruple multiplying reels, $8 per 
doz. Two-piece Japanese bamboo 
poles, $1.65 per doz.; three-piece, 8 to 
9 ft., $4.35 per doz.; three-piece, 10 to 
12 ft., $5.15 per doz.; Heddon’s No. 
9 ‘Muskie’ rods, $11 each; Heddon’s 
No. 6D rods, $10 each; Heddon’s No. 
2% rods, $4.80 each; Montague split- 
switch casting rods, $3.60 each. 
Gladding’s “Invincible” silk line, 18- 
lb. test, $2.35 per 100 yds.; 24-Ib. ‘test, 
$2.75 per, 100 yds.; Newton’s ‘Ace 
Supreme” waterproof casting line, 
12-lb. test, $1. a, per 100 yds.; 15-lb. 
test, $1.40; 18-1 $1.75; “Old Re- 
liable’ braided eo ‘line, 84-ft., 
70c. per doz.; size, 4, 75c. per doz. : 
size 3, 90c. per doz. “Lucky Day” 
tackle boxes, 16-in., $3.15 each; 21-in., 
$3.65 each. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO | LAWN MOWERS. 


RETAILERS, F.O.B. CHICAGO. 


AUTOMOBILE ACCESSORIES. | count; small machine bolts, rolled 
ee thread, 60-10 per cent discount; all 

Spark Plugs.—Splitdorf for Fords, stove bolts, 75-10 per cent discount; 
50c. each; regular, 58c. each; Cham- lag screws, 60 per cent discount. All 
pion X, 45c. each; Champion Blue- discounts are from “full case” lists. 


Box line, 58c. each; A. C., 53c. each; 


— >> 50c. <A. C. Special Ford, BUILDERS’ HARDWARE. 


High-wheel, 5-blade, 16-in., ball- 
bearing lawn mowers, $10.75 each; 
high-wheel, 4-blade, 16-in., ball- 
bearing lawn mowers, first et: 
$9 each, second quality, $6.50 
second quality, 9-in., 4-blade, ball- 
bearing lawn mowers, $6; second 
quality, 8-in., $5.75 


NAILS AND WIRE. 


Spot Lights. — Appleton, No. 3280, Steel butts, 3% x 314, old copper 
“= am. kid ir } or dull brass finish, $1.84 per doz. L.c.l. quantities, common wire and 
35 ains.— ao id, dozen pair lots, pair in case lots; less than case lots, cement coated nails, $2.85 base, car- 
oo. one te dard, No. 21 $1.95 per doz. pair; steel butts, 4 x 4, loads on application; steel cut nails, 
1 30° ng ational Standard, No. 21, old copper or dull brass finish, $2.44 $4 base. No. 9 black annealed wire, 
$ Pp each. — y | ‘lind per doz. pair in case lots; less than $3.45 per cwt.; No. 9 galvanized, plain 
18h each. ose, 1% in. cylinder, case lots, $2.68 per doz. pair. Heavy wire, $3.90 per ~ewt.; catchweight 
$1.85 eac wd T iden dene steel, bevel, inside sets, $5.00 per doz. spools, galvanized cattle or hog wire, 
5 Tires ane ubes.—Mansfield tires, sets in case lots. Steel, bit-keyed $3.75 per cwt.; polished fence staples, 
30 x 3%, Liberty cord, $4.85; Mans- front door sets, $1.25 per set; wrought $3.55 per cwt. 
field heavy duty oversize, $6.50. Lib- brass, bit-keyed front door sets, $2.25 
erty, 32 x 4, $9.50; Mansfield heavy per set. Cylinder front door sets 
duty, 32 x 4, $11.50; Mansfield double $5.00 per set. . PAINTS AND OILS. 


service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes, 30 x 3%, Mansfield, 


$1.30 each; 29 x 4.40, Mansfield, $1.50 CHAIN. 

each; 30 x 3%, Liberty, $1.05 each; z 4 . 

30 x 4.40, Liberty, $1.29 each; 32 x ¥%-in. proof coil chain, $11.00 cwt., 

6.50, $2.70 each. base; trade-marked coil chains, 40-10 
Less 10 per cent on casings and per cent off list. 


12% per cent on tubes. 
COPPER RIVETS AND BURRS. 
BASEBALL GOODS. 
Copper is and burrs, 30-10 per 
Slugger bats, $18 per doz.; No. 8 cent off lis 
Champion bats, $4 per doz.; No. 11B 


bats, $7.20 per doz; No. A Junior bats, | ELECTRICAL AND RADIO GOODS. 








balls, $16.50 per doz.; cork-center Electrical Merchandise.— No. 14 
National league No. 1A balls, $12.75 rubber covered wire, $6.35 per 1000 
per doz.; National practice No. 65 ft.; in less than 1000 ft. lots, $6.60; 
balls, $6 per doz.; National league No. 18 lamp cords, $11.25 per 1000 ft.; 
balls, guaranteed for nine innings, in 1000 ft. lots, $10.50; %-in. brush 
$5.35 per doz. Goldsmith fielders’ brass key sockets, 13c. each; lots of 
gloves, oiled tanned horse hide, $2.75 25, 12%c. each; two-way (Hemco) 
each; basemen’s mitts, professional plugs, 30c. each; in lots of 10, 20c. 
models, $21.85 per doz. each; two-piece attachment plugs, 
| 5e. —_: dry cells, boxes = a 

T | each; less than case lots, 36c. each. 

BOLTS AND NUTS. Electrical Appliances. — Irons, Hot 
Large carriage bolts, cut thread, Point, $4.20; in lots of six, 0; 


60 per cent discount; small carriage | Sunbeam, $5; in lots of six, $4.75; 
bolts, cut thread, 60 per cent dis- | Percolator, Universal 9169, $15720. 
count: small carriage bolts, rolled | 

thread, 60-10 per cent discount: 

large machine bolts, to thread, 60 | 

per cent discount; small machine | 

bolts, cut thread, 60 per cent dis- | 


D779 E, $1.40 each; in case lots of 5, 
$1.30: No. 770, $3 each; packages of 
5, $2.80: No. 772, $2.06 each; packages 
of 5, $1.92; No. 486, $3.20 each; pack- | 


Linseed Oil, Raw.— Barrel lots, 
$1.15 per gal.; 5 barrel lots, $1.12 
per gal. * 

Linseed Oil, Boiled. — Barrel lots, 
$1.18 per gal.; 5 barrel lots, $1.15 
per gal. 

Denatured Alcohol. — Barrel lots, 
63c. per gal.; steel drums, extra, $10; 
returnable. 

Turpentine. — Drum lots, 66c. per 
gal., net. 

White Lead. —100 lb. kegs, $14.25 
per cwt.; 50 Ib. kegs, $14.50 per 
ewt.; 25 lb. kegs, $4.50 per cwt.; 
12% lb. kegs, $14.75 per cwt. 

Shellac (4 Ib. cuts).—White, $2.48 
per gal. in barrel lots; orange, $2.08 
per gal. in barrel lots; second grade 
white, $2.17; second grade orange, 
$1.82. 

English Venetian Red.—In barrels, 
5144c. per Ib.; in 100-Ib. lots, 6%c. per 
Ib. 

Dry Paste.—Barrel lots, 7c. per 
Ib. 


Radio Supplies.—Radio B batteries, | Pou LTRY NETTING. 


Poultry netting, galvanized before, 
631%, per cent off list; galvanized 
after, 60 per cent off. 
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CINCINNATI: 


(Cincinnati office of HARDWARE AGE) 

CINCINNATI, April 8.—With the closing of books by local hard- 
ware jobbers for March, a decline in demand for hardware articles, 
both seasonable and staple, from the level of February was noted. 
In fact the market appears to be in a weaker condition than at any 
time within the last year. The general run of orders indicates a 
hand-to-mouth buying policy on the part of local consumers. 

Unseasonable weather combined with lack of money due to unem- 
ployment are probably the leading causes of the decline in the pres- 
ent market. While unemployment is affecting retail sales and nat- 
urally retarding jobber’s business, statistics indicate that Cincinnati 
is not suffering as severely as other industrial centers. 

Prices, however, are generally firm and no major changes are 
anticipated 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. CINCINNATI. 
AUTOMOBILE ACCESSORIES. 


Balloon Cord Casings 
High Medium Low 


$7.40 a doz.; 12 quart, $9.00 a doz.; 
16 quart, $10.80 a doz. 


GARDEN TOOLS. 





Grade Grade Grade 
i) ¢ ee $9.42 $6.15 $4.94 Spades and Shovels.—Polished, $9.25 
ee 10.06 6.88 5.50 a doz.; black, $8.00 a doz. 
29x5.00....... 11.12 8.23 6.96 Hoes.—First grade, socket 6% in., 
a, 11.41 8.49 7.18 $9.84 a doz.; cotton, $7.68 a doz.; 
SIE S0 5.55055. 13.36 10.21 8.60 planter, $8.28 a doz.; Cronks, weed- 
S256.00. 5. oss 15.42 11.93 10.36 ing, No. 1, $4.20 a doz.; Cronks, 
ot eee 15.96 12.31 10.70 weeding, No. 4, $4.50 a doz. 
. Rakes. — First quality, 14 tooth, 
High Pressure Cords $9.84 a doz.; Competition grade, $5.25 
2 ae we acai $3.89 a doz. 
30x3%...... ears $5.20 4,15 Spading Forks.—First quality, reg- 
i rake 8.98 7.37 ular, $15.84 a doz.; Extra. Heavy, 
BER i500 ee. $11.82 9.58 7.93 $21.12 a doz.; Competition, $10.80 a 
$2K4%%....06 bows 12.95 11.22 doz. 
ae Balloon Inner by $1.12 GRASS CATCHERS. 
BG. | falvanized bottom, medium, $7.20 
ORG OW is-osccasaencnrces 1.49 1.30 a doz.; large, $8.00 a doz. 
tl re eee 1.52 1.34 
as SEES ee Pea! 1.75 1.56 GRASS SHEARS AND PRUNERS. 
MOS iesce\s disiaie ss 6:6 4.5's 2.05 1.82 ras 
Doo Klip shears, $10.80 per dozen; 
33X6.00......+-+ eee e ee 2.16 1.98 Doo Klip long landled shears, $18.00 
High Pressure Tubes per dozen; Doo Klip pruners, $10.80 
| NT $0.78 ae per dozen. 
30x3%_ Regular ....... 1.04 0.89 
- Oversize....... 1.12 yoen HOSE. 
i a 1.38 1.19 Double braid, 500 ft. reels, with- 
2. SEs eee rer 1.41 1.26 out couplings, %4 in., $6.50 per 100 
33x4 1.52 1.30 
> ¢ Peers . . ft.;' 5 in., $7.00 per 100 ft.; % in., 


All prices on tires and tubes are 
subject to 5 per cent allowance. 


Polishing Cloths. — Lastic, $3.60 a 


doz. 

Polish.—I. C. U., % pint, list, 40c., 
$3.00 a doz.; 1 pint, list, 55c., $4.70 a 
doz.; 1 quart, list, 90c., $7.80 a doz. 
Tip Top Satin Finish, 8 oz., list, 60c., 
$4.68 a doz.; 16 oz., list, $1.00, $7.80 
. doz.; 1 quart, list, $1.50, $11.70 a 
OZ. 


BOLTS AND NUTS. 


Cut thread carriage and machine 
bolts, 60 per cent off list; rolled 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove 
bolts, 20 per cent off list; square, 
en and tap nuts, 60 per cent off 
ist. 


BUILDERS’ HARDWARE. 


Sash Weights.—Sash weights, $2.00 
per 100. 

Inside Sets.—Square bevel inside 
sets in case lots, $4.10 per doz. 

Butts.—3% in. old copper and dull 
brass butts, 15c. per pair in case 
lots; sand blas‘, brass finished butts, 
18c. per pair in case lots. 


CHAMOIS SKINS. 


138 x 16, 38c. each; 14 x 18, 57c. 
each; 15 x 20, 70c. each; 17 x 23, 88c. 
each; 16 x 24, $1.10 each. 


GALVANIZED SPRINKLERS. 


4 quart, $5.30 a doz.; 6 quart, $5.80 
a doz.: 8 quart, $6.65 a doz.; 10 quart, 





$8.00 per 100 ft. 


HOSE REELS. 


Victor, $1.10 each; No. 10, $3.10 
each. 


LAWN SPRINKLERS. 


Fountain, $6.50 a doz.; % Fountain, 
$5.50 a doz.; Rain King, $28.00 a doz.; 
Majestic, $52.00 a doz. 


LAWN MOWERS. 


Low grade, 12-in., $4.60 each; 14- 
in., $4.75 each; 16-in., $5.00 each. 

Plain Ball Bearing, medium, 14-in., 
$6.50 each; 16-in., $6.85 each; 18-in., 
$7.20 each. 

High wheel, five-blade, 14-in., $11.00 
each; 16-in., $11.50 each; 18-in., $12.00 
each; 20-in.. $12.75 each. 


LAWN ROLLERS. 

No. 2, $7.90; No. 4, $9.50; No. 5, 

$11.75; No. 7, $13.50. 
MOPS. 

Betty Bright self-wringing mop, 
No. 10, $8 per doz.; Betty Bright 
self-wringing mop head, No. 20, $4 
per doz. 

NAILS. 


Common wire nails, $2.85 per keg. 


PAINT SUPPLIES. 


Ready mixed house paints, $2.75 
per gal.; linseed oil, single barrels, 


| 





March Sales Indicate Small Decline 
Most Prices Are Generally Firm 


> 


$1.08 per gal.; turpentine, in 2 bar- 
rel lots, 60c. per gal.; white and red 
lead in 500 Ib. kegs, 14%c. per Ib., 
less 10 per cent. 


RADIO BATTERIES. 


Net Price Net Price 


Each Each 
Less Unit In Unit 
Stock No. Pkg. 
Super B bat., No. 2 $2.97 
Super B bat., No. 22 2.06 - 
B batteries, No. 2.63 
B batteries, No. 2: Soe 
B bateries, No. 1.75 
B batteries, No. 1,22 
B batteries, No. 2 1.22 
C batteries, No. 35 
A batteries, No. 354% 





Note.—Nos. 21308, 5308, 2158 and 
2156 are in unit packages of 5; Nos. 
22308, 10308 and 2308 are in unit 
packages of 6; No. 2370 is in unit 
packages of 10; No. 6 is in unit pack- 
ages of 50. 


RADIO TUBES. 


MX199 general purpose tubes, $2 
each; MV199 several purpose tubes, 
$2 each; MX201A general purpose 
tubes, $1.25 each; MX201B general 
purpose tubes, $2.50 each; MX200A 
detector tubes, $3.50 each; MxX240 
high Mu tubes, $2 each; MX112A 
power amplifiers, $2.25 each; MX171A 
power amplifiers, $2.25 each; MX280 
full wave rectifiers, $3 each; MX281 
half wave rectifiers, $7.25 each; 
MX226 amplifiers, $1.75 each; MY227 
detectors, $2.50 each. 

These prices are subject to 40 and 
10 per cent discount on Sonatron 
tubes and 40 per cent discount on 
Arcturus and Eveready Raytheon 
tubes. 


SCREWS. 

Flat head bright screws, 50, 10, and 
10 off list; flat head blued screws, 50, 
10 and 5 off list; round head blued 
screws, 50 and 10 off list; round 
head brass screws, 40 and 5 off list; 
bright wire goods, 85, 20 and 5 off 
list. 


SPONGES. 
25c. size, $2.00 a doz.; 35c. size, 
$2.75 a doz.; 50c. size, $4.00 a doz.; 
75e. size, $6.00 a doz.; $1.00 size, 
$8.00 a doz. 


Commodity Prices Advance 
for Third Consecutive Week 


Commodity prices advanced  seven- 
hundredths of ‘1 per cent during the 
week ended March 29, according to the 
wholesale price index of the National 
Fertilizer Association. This is the third 
week of slight advance in the index, and 
there is a greater preponderance of ad- 
vances of the items than has occurred 
since the first week in December. 

Twenty-seven items advanced and 
twenty declined. Six groups advanced 
and three declined. While the prepon- 
derance of advances is not great and 
the amount of the advance is trifling, 
it would seem that the decline has been 
checked. The important declines during 
the past week occurred in lard and but- 
ter, which reacted from previous ad- 
vances. 

Based on 1926-1928 as 100 and on 474 
quotations, the index for the week ended 
March 29 stood at 91.4 and for March 
22, 91.4. 
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Business Shows a Slight Improvement 
p IT TSBU RGH “4 Trade Is Dull in Some Staple Lines 





(Pittsburgh office of HARDWARE AGE) | SS oo . 

4 4 ° ° — i ‘1ple, ree pong, 
PITTSBURGH, April 8.—Jobbers report a slight improvement in aE Gor Gen, Ave proud, 404" pet 

+ se cine are > " } 102. 
business since the first of the month, although recent cold weather | "Stee: Garden Rakes. — 14-tooth, 
has had a depressing effect upon retail sales. However, spring items Se ee et Seen ee Oe 
in general are now in good demand. The most common complaint | _ , Perfection Garden Rakes. -11-tooth, 
| o5.40 per GOZ.; p= ° 3.20 3 . 
made by jobbers is that new orders are very hard to get, and when Bamboo Lawn Rakes. — Common 
$3.60 per doz.; extra quality, $6 pet 

obtainable are not nearly as large as usual. doz. 
Dullness in nails undoubtedly reflects the depressed state of resi- po ae 


Hay Carriers.—Reversible type, $7 
e ach; Double Angle Track for same, 
$17.25 per 100 ft. 
| Sel Forks.—Double harpoon type, 


dential building operations in the Pittsburgh district, and this slow- 
ness is also evident in builders’ hardware. Staple lines, such as 


bolts, nuts and rivets, miscellaneous tools and batteries are moving | $1.75 each; single harpoon, $3.50 each 
in fair volume and good demand for house cleaning supplies is de- | FERTILIZER 

veloping. Mine and mill supply houses also report slightly heavier ” die acoaans: sasaiietiain: te, A, 
business in the last two weeks, although the mining industry is still Se a 
badly depressed. Unemployment throughout the district is still an ,ghoppers Velvet Lawn _ fertilizer, 
unfavorable factor and collections are generally very slow. &  \oukondeducnen ° 


Loma fertilizer, per case of 24 1-lb. 
cans, $3.60; per case of 12 5-lb. cans, 
$5.04; per case of 10 10-Ib. bags, $7. 


FLASHLIGHT CASES. 


Steel mill operations apparently have touched their low level and 
slight improvements are reported at various plants. The coming of 
warmer weather has brought better demand for many products, al- 








though specifications are still far below their usual rate at this sea- | aa Winchester Flashlight Cases. — Ne. 
. . . . . ’ 6C oO ) dsc 
son. Steel ingot operations in the district average between 75 and $1.43; No. 6921, $2.40; No. 6924, $2.08; 
. . . . . . . i acn, 
80 per cent, while the general average for finishing mills is 10 points "Winchester Assortment.—No. 1614, 
: ° ° ° 9 ¢ 2r assor ; No. 6214, $5.04 
less. Rail and structural units are an exception, the latter running ———— ” 
at practical capacity. Tin plate schedules are also high, averaging HOUSE CLEANING SPPPLIES 
85 to 90 per cent, with several independent companies running full. Water Qsthendes. ~ Dakiive, 12 0x. 
Sheet and strip operations have improved from their low point of OS olen ee oe Gent. oft 
March, and bar mills are running at a slightly higher rate. Price ee; colon, Sat es. SS 8 ne hy 
e + . : >. per doz.; No } 
weakness persists over the entire line of finished steel products, and 36, $18.50. | Second | grade, No. 2. 
4 ° > . : 275: Yo. 2 oO 02; NO 
pipe prices have been reduced $4 a ton, the first change since April, fen tO; No. 10 Betty Bright” self: 
. : No. 
1923. Open reductions are expected on other products where con- wringing mop, $8 he per doz. 
siderable uncertainty has prevailed for several weeks. wae wet a me: 
Y “yy $7.50; 15 x 20 in., $9.20. 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO ‘Wisie—debasen wanes wax, 1-Ib. 
RETAILERS. F.O.B. PITTSBURGH cans, Ae; 2b. cans, $1.70" 4-1. 
se ee . cans, $3: 8-lb. cans, $6; english, 
3 vans, 8E& 2-1t é . 91.40; 
AUTOMOBILE TIRES AND TUBES. . Nute. All styles, 50 per cent off tip: po $8: liquid, wax.” Jonnson 
: Ist. ints, 75c.; 40; Old English 
Mansfield tires, 4-ply balloon type P at le ie Bs a a pints, 75c.; quarts, $1 
29 x 4.40, $6.50; tubes, $1.31; 30 x 4.0, since’ pase Wade sek Wanaea eer —— wae 
tubes 46: 29 x 2S ied rate ; — ACG edt 
$1.30; 30 v4 Fon 356: tubes, FARM, GARDEN AND LAWN Goops| Pui, f°. Ca Gan wa Oe bor 
31 x 5.00, $9.33; tubes, $1. 58: 32 x 5.00, 5 mi Z L a x . of adh rar with wire rac cy per 
$10.32; tubes, $1.65; 28 x 25, $9.73; SEG . coils aSsorrment. j : 
tubes, $1.58; 30 x 6. 25, $10.43; tubes, min, The, to 9c. pea Ma Ming Wall Cleaners. — Smoky City and 
$1.73; 31 x 5.25, $10.75; tubes, $1.76; to 10%c.; % in., 9c. to 12%c.; in 50 ft. pe nc Ming gs aoe + Regence 
af gg $11.10; tubes, Site: > lengths coupled, 14c. per ft. higher; a Bs al doz. en paint 
Same, 6-ply, 30 x 5.50 tu es, zzles, G , $5.50 or z.: Dia- cleane v.20 
$2.03; 30 x 6.00, $14.14; tubes, $1.95 mond, $4.50 per me: Tava torey, Step Ladders.—Standard full rodded 
31 x’ 6.00, $14.57; tubes, $1.99; 32 x per doz.; Giant, $3.25 per doz.; reels, ladders, 28c. per ft.; extra, 40c. per 
6.00, $14.84; tubes, $2.06; 32 x 6.00, $1 to $4 each; Perfect hose couplings, ft. : cs . 
$15.36; tubes, $2.18. $2 per doz.; Sherman hose couplings, Floor Polishers.—l plana sialic, 
* $1.40 per doz.; Perfect hose menders. $20.65 each, eo hand, $3.75 each; 
BATTERIES. 80c. per doz,; hose nipples, $2.40 per Old English, $2.60 each. “i $1.10 
Broken Unit doz.; hose adapters, $2.25 per doz. Carpet Beaters. — Justrite, $1. 
P. ackages Packages Shears. — Doo-Klip grass oo doz.; No. 4, $1.20. 
es eee $2. $2.06 $10.80 per doz.; Doo-Klip long handlec ws , 
No. 486 ee Ter 3°30 2.97 grass shears, $18 per doz. INSECTICIDES. 
ae, SR ee 2.06 1.92 Pruners.—Doo-Klip pruners, $10.80 a ‘ - 88c. eac 
a |, eae re 2.00 2.80 per doz. ta 1-lb. paper, 38c. each; 
No. 768.............. 1.32 1. be _Sprinklers.—Crown lawn sprinklers, Bordeaux Mixture.—1-lb. paper, 26c. 
sag iy seo eeu Saeene ae 4 $2 per doz.; Crescent lawn sprinklers, each: 100 Ib. keg, $14. 
2 IS Se es a .05 $6.50 per doz. —1-lt aper 24c. 
PED, POO s9:0's snes bev 6m 1.40 1.30 Sprinkling Cans. Galvanized aahfeenate of Lead.--1- eee 
No. Aid pDwiawineindinee es 1.40 1.30 sprinkling cans, 4-qt., $5.75; 6-qt., 
767 206 G 50: ss 7 FQ. =i g y 
= SaaS 1 79 ae | | SCAN. 
No. 6 dry cells, ignition type, unit Manure Forks.—Long handle, first Circular Saws. —6 in., $2.25 each; 
packages, 36c. each. quality, $15.24 per doz.; second 8 in., $3.00; 10 in., $4.00. 
Flashlight. — No. 935, 6%c. each; quality, $13.68 per doz.; third quali- Cross Cut Saws.—Simonds Crescent 
No. 950, 64%4c.; No. 790, 18c.; No. 705, ty, $11.25 per doz. Ground, Nos. 13, - 113, 324 and 
1914c.; No. 750, 13%c.; No. 791, 13c. Spading Forks.—No. 84, $10.80 per 325, 5 ft., $5.40; 5% $6; 6 ft., $7. 
Hot Shot.—No. 1461, $1.67; No.’ 1661, doz.; No. 72, $14.28 per doz. Electric Drills. ~te 141, $24 each; 
$2.3 Field Hoes.—Riveted plade, $5.16 No. oft, $82; No. 132, $48; No. 562, 
Y »r doz.; socket blade, first quality, 35 Yo 2, 
BOLTS, NUTS AND RIVETS. $10 per doz.; “sotena ouuiky. $9.50 ’ Files. _ oo 50 —_ ro or geet 
Bolts.—All styles except stove and per doz. off list. Nicholson and ack ia- 
tire bolts per 100 epaear 60 per cent Weeding Hoes.—One prong, $4.32 mond, 50 per cent off list. Simonds, 
off list; stove bolts, 75 and 10 per cent per doz.; two prong, $4.80 per doz.; 50 per cent off list. : 
off list; tire bolts, 60 and 10 per cent two prong extra quality, $6.50 per Garage Vises.—No. 43, $2 each; No. 
off list. doz. 431%, $3; No. 14, $5. 
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MINGTON WEEKLY LETTER eS 


FULLER PEPP, THE REMINGTON MAN. 














ms, HUMBUG: & Ce 
MAIL ODE C HAIN 
STORES 


I NOTICED WHEN IL CAME BY 
THAT THEY HAVE A DISPLAY OF 
BINGO SHELLS AND I SEE You 
HAVE A BIG STOCKH OF THEM, 
WHAT DO You — 

GET FoR 


THEM = 


You MIGHT AS WELL AS To LOSE 
MONEY ON IT. LISTEN- PUT IN THE 
REMINGTON LINE AND SEE WHAT YOLS 
CAW DO WITH IT. ITS 

NATIONALLY ADVERTISED 

AND THERE'S NOT ONE 
OF YOLIR CUSTOMERS 

WHO HASN'T HEARD 

or is 








AND THEN DON'T MAKE : 
ANY MONEY on THE SALE! | KNOW REMINGTON CAN'T 


MERELY DRUMS UP Busi— 
NESS FOR THE CHAIN 
STORE ! MY, MY, 

MY! THIS [5 

THE WoRST 

CASE I 

EveR SAw ! 


O 


AND I WANT 


DONT ASK! 1/M 
SELLING THEM FoR 
LESS THAN THEY 


COST ME So AS 
To MEET 


VA THEIr 
PRICE. 


NO-IVE Got Too 

BIG A STOCK OF 
THE BINGO LINE 

ADD ANYMORE 
Now. 


Yous TOS 


FORCE ME TO HANDLE THEI 
STUFF WITH THEIR NATIONAL 


ADVERTISING. 
I DONT CARE 
HOW MANY CALL 
I GET 1 Dow 

To HAN- 
Die IT 
AND I 


HELLO 


HOW GOES 


WELL WHY Don'r You 
HANDLE THE REMINGTON 
LINE You KNow 
REMINGTON DOES 
NoT SELL 
CHAIN SToRES 
oR MAIL 

ORDER 

HOUSES ./. OV. 


SAY —DOoN'T You EVER 
RAVE ANY CALLS FOR 


REMINGTON > 





MR. DILLING / 


i ae 


NOT So Goop! NOT so 
GooD! THE MAIL ORDE 
CHAIN STORE TWO 
DOORS DOWN 15 


RIDING ME 


2 


I'VE STochED AND PUSHED 
BINGO AMMUNITION FoR YEARS. 
I'VE BUILT UPA REPUTATION 
FOR 'T IN THIS TOWN. THINK 
11M GOING Yo 
LAY DOWN 
LET ALL THIS 
BUSINESS Go 
To THE 
4. STORES 


A 


Do IY EVERYDAY I 
HAVE CUSTOMERS AStc 
For iT AND I HAVE TO 
TALK MY HEAD OFF 
alll TO MAKE THEM 
ke BLY 
BINGO. 
a’. 
[eite “s 


{8 (te 6 
Jie 8 


DILLING 
ARDWARE 
COMPANY 
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N E\W YOR , Seasonal Demand Shows Slight Improve- 
* ment. Prices Are Steady and Lint Changed 


NEW YoRK, April 8.—Metropolitan wholesalers report a slight 
but noticeable improvement in the prevailing demand for seasonable 
merchandise. Retail activity has improved under the stimulus of 
more favorable weather and consumers have started to purchase 
many of the spring necessities. This has resulted in somewhat 
larger and more numerous replacement orders for jobbers. Garden 
and lawn tools, lawn fence, poultry netting, screen wire, painting 
supplies, lawn rollers, fertilizers, grass seed and house cleaning sup- 
plies are some of the items showing increased activity at present. 

Prices, in the main, are steady and little changed. Concessions 
continue to be granted in nail prices as well as on the established 
quotations on 16 mesh, bronze wire cloth. The advance in nail 
prices, which was predicted in some quarters recently, has failed, so 
far, to materialize. Competitive sash cord prices are lower. 

Collections continue to retain their recent, fairly satisfactory, 
status. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. NEW YORK. 


BUILDERS’ HARDWARE. | PO cag a ye Wan. — 3 oz. 
Steel Inside Lock Sets.—In less c.; % Ib., 33%4c.; 1 Ib., 56%c.; 
than case lots, $4.00 per doz. In case Ib., $1.06%%; 4 1b., $2.00; 8 Ib., $8.73%. 
lots, $3.75 per doz. Prepared Liquid Wax. — % pt., 
: Glass Knob Sets, Steel Trim.—In + age $1. * ay Pg ‘$2. 6656" 93%%c.; % 
ess t 3 1 & a fe | ? " 
“ Pe ee ee Fase Ser Son | Floor Polishing Outfits.—Includes 


In case lots, $7.00 per doz. | 
Steel Front Door Sets, Bit Key.— | 
35c. per set. 


quart bottle of liquid wax, one wax 
mop, one weighted floor brush and 
instructions, $3.75. 


Bronze Front Do ts, t — ; 
$2.60 per set. AO IE Oe Cay Weighted Floor Brushes. —15 Ib., 
* Sronze nter Front Door Sets.— $3.75; 25 Ib., $5.25. 
1.209 per se 
Cylinder Vestibule Sets.—$5.00 per GARDEN HOSE. 
set ' Competitive Garden Hose, % in. 
Kateel,, Store. = Handles, Bit 50-ft. lengths, 8%4c. per foot; _25- -ft. 
Bronze Cylinder Store Door Han- Te 8%ec. 3 foot; agree %.in., 
dles.—$7.25 per set. t engths, 7c. per foot; 25-ft. 
Garage Sets.— No. 1775J and No. pnethe, 6%c. bie’ foot; 250-ft. Jengths, 
1776J. in less than case lots, $2.40 sete a foot. “Good Luck,”’ % in., 
per set. One case lots, $2.10; 24 sets a a —* 9%c. per foot; 50-ft; 
or more in one shipment, $1.90 per 86 8, 9c. per foot. Bull Dog,” 
nat 5g in., 25-ft. lengths, 13c. per foot; 
' ob-ft, — a per Looe one. 
7 , % in., cor molded, -ft. 
BUTTS, WROUGHT STEEL. oe 15%c. per foot; 50-ft. 
3% x 3%, in less than case lots, lengths, 15%c. per foot. ‘‘Milo,’” % 


17%c. per pair. One case lots, 16c. in., 25-ft. lengths, 9%4c. per foot; 
per pair. Three case lots in one 50-ft. lengths, 9%c. per foot. “ 
shipment, 15c. per pair. Hose Reels.—75 feet capacity, $1.15 

4 x 4, in less than case lots, 25c. each; 100 to 150 feet capacity, $2.10 
per pair. One case lots, 23%c. per each; 100 feet capacity, $3.40 each; 
pair. Two cases in one shipment, 150 feet capacity, $4.00 each. 





22c. per pair. 
GARDEN TOOLS. 
CARPET SWEEPERS. Garden Barrows.—$3.85, $5.15, $6.00, 
Bissell’s, Standard, $3.00. Universal, tego and and * agg each, according 
japanned, $3.50; nickel, $3.83. Prin- o size an — ity. 
cess, $4.16%3. American Queen, $4.50. Gard Hoes. — $6.21, $9.99, $10.26, 
Grand Rapids,  japanned, $3.67; $10.53, “$10. 80. “$i, 20 and $11.34 per 
nickel, $4.00; colors, $3.67. Elite, dozen, acc ording to quality and size. 
$5.00. “Sterling” Carpet Sweepers, Garden Rakes. — Black _ finish, 
$2.25 each. teeth, $5.27 doz.; 10 teeth, $5.40 doz.; 
- reg ood eee ast sooth, — 
’ r 4 ioz.; teeth, 89 doz. Jarden 
FENCE, ORNAMENTAL ghey rakes, painted heads, 12 teeth, $9.72 
100 ft. rolls, heavy type, in., doz.; 14 teeth, $10.53 doz.; 16 teeth, 
peed 42 in., $10.80; 48 in., 12.66) $11.07 doz. Garden rakes, polished, 
Lighter type, 36 in., $7.20; 42 in., 10 teeth, $11.07 doz.; 12 teeth, $11.88 
$8.10; 48 in., $9.00. doz.; 14 teeth, $12.69 doz.; 16 teeth, 
Flower Bed Guard. —100 ft. rolls, 16 $13.50 doz.; 18 teeth, $14.85 doz. Gar- 
$4.95; 22 in., $5.85; 28 in., $6.75. den rakes, steel bow, heavy pattern, 
"“rreliis Wire.—100 ft. rolls, 18 in., curved teeth, 12 teeth, $11.88 doz.: 
.30. 14 teeth, $12.83 doz.; 16 teeth, $13.77 
Walk Gates.—36 in. x 3 ft., $2.75; doz.:; light pattern, straight teeth, 14 
36 in. x 3% ft., $2.86; 36 in. x 4 ft., teeth, $12.15 doz.; 16 teeth, $13.10 
$2.97: 42 in. x 3 ft., $2.86; 42 in. x 3% do 
ft., $2.97; 42 in. x 4 ft., $3.08; 48 in. Seasons Forks.—Competitive qual- 
kK 2 ae $2.97; 48 in. x 3% ft., $3.08; ity, 90c. each. Other types from 
48 in. x 4 ft., $3.19 each. $12.15 to $27.40 per doz. 
Double Drive Gates.—36 in. x 8 ft., Garden Sets.— Prices range from 
tw A Me Ae go sn. é $1.20 per doz. sets to $27.46. 
= tt., 5 n. x a 4 
in. x 10 ft., Y a S| in. i 12 ft., $8. 80; GALVANIZED WARE. 
48 in. x 8 ft 48 in. x 1 a ; 
eee : ’ Garbage Cans.—Galvanized, 3 gal., 
$7.70: 48 in. x 12 ft. $8.80 each. 37 4c. each; 3% gal., 441%c. each; 4% 
J gal., ec. each; 614 gal., 78c. each; 
FLOOR WAX PRODUCTS. 81% gal., 89c. each; 9 gal., $1.00 each. 
Powdered Wax.—4 0z., 23'4c.; 8 Wash’ Tubs.—No. 0, 50c.; No. 1, 
3314c.; 16 0oz., 66%c.; 5 Ib., $2. 663% 61c.: No. 2, 6834c.; No. 3, 80c. each. 
per package. Watering Pots.—4-qt., 52%c.; 6-qt., 
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5844c.; 8-qt., 66c.; 10-qt., 74c.; 12-qt., 
90c. each. 

Standard Pails. — 8-qt., $2.40 per 
doz.; 10-qt., $2.67 per doz.; 12-qt., 
$2.94 per doz.; 14-qt., $3.24 per doz.; 
16-qt., $3.93 per doz. 

Refrigerator Pans. — Small, 38c.; 
medium, 42c.; large, 55c. each. 

Oil Cans. — 1-gal., 28%c.; 2-gal., 
41144c.; 3-gal., 55%c.; 5-gal. spout 
type, 6716c.;-5-gal. faucet type, 81c. 
each. 


GLASS SUBSTITUTES. 


36 in. wide, 100-ft. rolls, $30.28 
each; 36 in. wide, 50-ft. rolls, $15.19 
—_* 36 in. wide, 25-ft. rolls, $7.60 
each. 


GRASS CATCHERS. 


White duck with heavy iron bot- 
tom, adjustable for mowers having 
reels from 12 to 16 in. wide, $11 per 
doz.; same, adjustable, for mowers 
having reels from 16 to 20 in. wide, 
$16 per doz. 


| GRASS AND PRUNING SHEARS. 


“Doo- Klip” grass shears, $10.80 
per doz.; ‘‘Doo-Klip’’ long handled 
grass shears, $18.00 per doz.; ‘‘Doo- 
Klip” Pruner, $10.80 per doz. Com- 
petitive grass shears, 5% in. Ps ae 
25c. each. Good quality, 5% _ in. 
blade, grass shears, 75c. each. High 
grade grass shears, 7 in. blades, $1.00 
each. Competitive Pruning Shears, 
25c. each. Other Pruning Shears, 
64c., 67c., $1.05, $1.15, $1.20, $1.66, 
$1.83 and $2.50. 


ICE CREAM FREEZERS. 


‘White Mountain,’’ 1-qt., $2.43 
each; 2-qt., $2.83 each; 3-qt., $3.38 
each; 4-qt., $4.13 each; 6-at., . $5.23 
each; 8- -at., $6.75 each; 10-qt., $9.00 
each; 12-qt., $10.78 each; 15-qt., $12.80 
each; 20-qt., $16.60 each. 

“Auto Vacuum,” No. 1, $2.33 each; 
No. 2, $2.67 each; No. 3, $3.33 each; 
No. 4, $4.00 each. 

“Sterling” freezers, 2-qt., $1.50 each. 


IRONING TABLES. 


*“Rid-Jid,”’ , 32.33% each; ‘‘Rid-Jid 
Aristocratic,’ $2.831%, each; ‘‘Town 
Talk,’’ $2. 50 a Competitive qual- 
ity, $1. 25 each. Lots of six or more, 
$1.16% each. Padded ironing table, 
$1.60 each. Skirt Boards, 3 ft., 40c. 
each; 3% ft., 50c. each; 4 ft., 60c. 
each; 4% ft., 70c. each; 5 -ft., 90c. 
each. 


LAWN GOODS. 


“Whirling Fairy” sprinkler, No. 17, 
$1.10 each. Ring lawn sprinkler, 8 
in., $6.80 per doz. ‘‘Peoria’’ hose noz- 
zles, $4.35 per doz. ‘Rain King” 
hose nozzles, $1,00 each. Brass hose 
clamps, % in., 5% in., or % in., $4.50 
per gross, Steel hose clamps, 56 in. 
or % in., $3.24 per gross; 1 in., $6.48 
per gross. Clinching hose menders, 
¥% in., % in., or % in., 85c. per doz. 
Hose couplings, % in., % in., or % 
in., $1.47 per doz. Clinching hose 
couplings, 5 in. or % in., $2.00 per 
doz. Rubber hose washers, 50c. per 
pound. 


LAWN MOWERS. 


8-inch wheel, 3 blade, plain bear- 
ing, 12-inch reel, $4.50; 14-inch reel, 
$5.00; 16-inch reel, $5.25, 8-inch 
wheel, 4 blade, ball bearing, 12-inch 
reel, $5.50; 14- inch reel, $5.85; 16-inch 
reel, $6.20. 9-inch wheel, 4 blade, ball 
bearing, open wheel, 12-inch reel, 
$5.85; 14-inch reel, $6. 20; 16-inch reel, 
$6.50; 18-inch reel, $7.25. 10- inch 
wheel, 4 blade, ball bearing, 12-inch 
reel, $6.15; 14-inch reel, $6.50; 16- 
inch reel, $6.85; 18-inch reel, $7.75. 
10-inch wheel, 5 blade, ball bearing, 
15-inch reel, $12.00; 17-inch reel, 
$12.75; 19-inch reel, $13.25; 21-inch 
reel, $14.00. 11-inch wheel, 5 blade, 
roller bearing, 15-inch reel, $19.00; 
17-inch reel, $20.00; 19-inch reel, 
$21.00; 21-inch reel, $22.00. March 1 
dating is allowed. 
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ak-o-Grill 


Opens the 


greatest 
market of 
any complete 


household 


cooking 
appliance, 


Because 
Bak-O-Grill offers a new, faster, easier method of 
cooking—in and over oven drawer. 


Because 


Bak-O-Grill is the first and only home appliance sell- 
ing for $23.50 (slightly more west of Rocky Mts.) — 
or near this price — having the utility to boil, fry, 
toast, bake and grill like a costly electric range. 


Because 


Bak-O-Grill has ample capacity to cook at one time 
complete meals for its field of purpose — hurry-up 
breakfasts; eggs, bacon, toast and coffee — after 
bridge luncheons; sandwiches and tea for all—late 
suppers; steaks, chickens, biscuits, and vegetables. 


Because 


Bak-O-Grill is more convenient and cooks with new 
perfection. Plugs in any wall outlet. Heat desired at 
snap of switch. Aluminum oven drawer heated by 
high speed unit at top directs heat to bottom. Makes 
toasting, baking and grilling uniform and delicious. 
Separate surface plates above. Little water — boils 
by steaming vegetables through and through. 


Because 


Bak-O-Grill is ideal for every home, apartment, and 
summer cottage. Discounts that count. Merchandis- 
ing helps that help. 


NATIONAL ENAMELING & STAMPING CO., INC. 
13 TWELFTH STREET MILWAUKEE 


NESCO B 





ak-o-Grill 



































Capacity for six. 















Cooks /Jm and Over Oven DRAWER 
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(Boston office of HARDWARE AGE) 


BosToNn, April 8.—New England retail hardware buying usually 


is better during the first half of a month than in the last, consequent- | 


ly business, from the viewpoint of the jobber, is better than it was 
late in March. There is also a deeper and more constructive basis 
to business now than there was a month ago, because we are now 
having favorable weather which permits a general resumption of 
outdoor work in cities and in the country. There is a natural in- 
creased public demand for hardware and allied lines of merchan- 
dise, and this demand is reflected in turn in retail and jobbing sales. 
With the possible exception of some sections of Rhode Island, it may 
be conservatively said that April, to date, has witnessed a normal 
expansion in the distribution of hardware throughout New England. 
Current orders, according to jobbers, embrace a wide variety of 
merchandise and are steadily expanding as warmer days are expe- 
rienced. April 1 having passed there is a wider distribution of 
automobile tires, tubes and accessories; garden tools; most kinds of 
poultry supplies; lawn accessories; roofing materials; fencing; 
barbed wire; cello glass; garage hardware; the more common things 
such as nails and wood screws, and a long list of staple articles. 
Aside from an advance in tarred felt paper, no price changes of 
consequence are reported in this market. The credit situation at 
the moment looks brighter because prompt payers are coming across. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. BOSTON. 


AUTOMOBILE ACCESSORIES. Flash, Me. 55, i te al No. 257, $8; 


i bac! Motor, ugboat Colum- 

Tires.—Competitive, clincher, extra bia, $8. —, R.] ‘Fiving’ Yankee, No. 
heavy, straight side, 30 x 3%, $5.60 65, "$98 per — net: No. 68, 

each, list; 31 x 4, $9.40; 32 x 4, $10.10. 73, $80. Seaworthy, saii, “hM ie, $4 


Discount 12% and 10 per cent. 


Tires.—Mansfield line heavy duty Se ee "No. 137, $12; 


No. 142, $16; No. 146, $20; No. 124 
cord, clincher, 30 x 3%, $7.25 TI 4 A P 4 “ E 
list; straight side, 30 x 3%, $9.85; Fo 149, $24; No. 151, $32; No 
x 4, $12: 32 x 4, $12.80; 32 x 4, $13. a; » $ ae 7 aia 
tik, $1.80; 38 xe, sis) 34 No. 165, $96; No. 167, $120 
$18.60; 33 x 5, _ 50. Discoent 


BOUQUET HOLDERS. 


iy and % per cent. 
Bouquet Holders.—Glass No. 14, 65c. 


Tires.—Mansfield line, truck, 8-ply 


cord, 32 x 4%, $23.70 each, list; 33 x each net; iron tulip, No. 2, 35c. each; 
4%, $24.55; ag x 5, $28.40; 34 x 5, tin, removable, green, No. 33, $1 a 
$33.70; 35 x “y a4 10- ply, 32 x 6, doz. or $11.50 a gross. 

$47.15; 36 x 38 x 7, $72.60; 


12- ply, 36 x H $34. Ss: 40 x 8. ” $101.80. 

Discount 30 per cent. 
Tires.—Mansfield line, balloon, 4.40- 

list; 4.50-20, $8.85; 


5.00-19, $11; 5.25-18, $12.35; 5.25-20, 
$13.25; 5.50-19, $14.10; heavy duty, 
6-ply, 4.40-21, $11.50; 5.25-21, $16.35 


5.50-20, $17.85; 6.50-19, $22.30; 7.30-20, 
$34.50. Discount 12% and 10 per cent. 

Tires. — Mansfield line, balloon, 
double service, 4.50-21, $17. 45 each, 
list; 5.25-21, $25.45; 6.50- 18, $33.75; 
6.50-20, $34.50; 6.50- 21, $36. 15. Dis- 
count 30 and 10 per cent. 

Wash _ Cloths.—Kozak dry wash 
cloths, 2 doz. to case, with display 
stand, in less than case lots, $24 a 
case, list. Discount 33% per cent. 
In case lots, discount 40 per cent. 

Tire Chains.—30 x 3%, $4.50 a pair, 
list; 31 x 4, $5.50; 32 x 4, $5.50; 33 x 
4, $5.75; 32 x s « An: 


$6.75; 30 x 5.25, 
$6.75: 31 x 5. 25, $7. One to nine pair, 
discount 30 per cent; 10 to 49 pair in 
one shipment, 35 per cent discount; 
50 pair in one shipment, 40 per cent 
discount. 

Clocks.—Westclox line, with plain 
dial, $1.50 each net; with luminous 
dial, $2.10. 


BOATS. 
Toy Boats.— Tom Thumb line, 
Speedster, No. 54, $4 per doz. net; 





CAMP KNIVES. 

Camp Knives.—With sheath, No. 
RH4, $8 a doz. net. Marble line, 
No. 45, 6 in., $2 each; No. 49, » Es in 
$1.50; No. 545, 5 in., $1. 67. Ric ards, 
No. 2221, $5.a doz. Universal, No. 
0020, 6 in., $17 a doz.; 5 in., ; 


DEODORIZERS. 


Deodorizers.—Parafume deodorant, 


48 cakes to the box, in assorted 
odors, $2.90 a box net. 
DOOR MATS. 

Door Mats.— Cocoa, 14 x 25 in., 
66c. each net; 16 x 27 in., 84c.; 18 
x 30 in., $1.05. Steel wire, $1.47 each 
net. Black rubber, 18 x 30 in., $8 a 
doz. net. 


FLOWER BED GUARD. 
Flower Bed Guard.—Perfection, 16 
in., $1.81% a rod, list; 22 in., $2.14%. 
Trellis.—Style L, extra, 18 in., $2.31 
a rod, list. 
Discount, 50 per cent. 


FLOWER BOXES. 

Flower Boxes.—Painted green, 24 
in., $10.60 a doz. net; 30 in., $13.90; 
36 in., $20.90. No. 295S, open corners, 
30 in., $9 a doz. net. Success, 19% 
in., $6 a doz net; 25% in., $7.20; 
29% in., $9. 


OARS AND OARLOCKS. 


Oars.—Northern fir, —o tipped, 


6 to 7% ft., inclusive, 18c. per foot 
net; hand made ash, 6 to 9 ft., in- 
clusive, 20c. 

Oarlocks. — Galvanized, ribbed 


socket, No. 1, 21c. a pair net; No. 





, Buying Begins to Show An Upward Trend. 
s No Price Changes of Consequence Were Made 


2, 28c. Round socket, No. 1, 32c. 


North River pattern, No. 200, 438c. 
PLASTIC WOOD. 


Plastic Wood.—In quarter pound 
containers, 35c. each list; in one 
lb. containers, $1; in tubes, 25c. Sol- 
ovent fluid, 3-oz. cans, $3 per doz. 
list. 


RAKES. 

Rakes.—Garden, habs Hg No. 
14B, $11.70 a _ doz. et; No. 16B, 
$12.55; No. a $9.35; No. 114, $10.10; 
No. 16, $10.8 

Rakes. p< steel, 24 tooth, No. 
RR234, $8.50 a dog. net; wooden han- 
dle, 24 tooth, 2 grade, wire bows, 
$6.60; 24 tooth, 3 bows, $9; 28 tooth, 


3 bows, $10. 
steel, Hub, 2 bows, 


Rakes.—Hay, 
$7.15 a doz. net. Teeth, 15c. a dozen 
X14, $13.13 a 


net. 
Rakes.—Road, No. 
doz. net; No. X16, $14.15. 
Rakes.—Gravel, 2 in. teeth, No 
G14, $11.60 a doz. net; No. a $12. 55; 
1% in. teeth, No. G16, $12.5 


ROOFING MATERIAL. 

Roofing Paper. — Rolled, smooth 
surface, heavy, 55 Ib., $1.79 a roll, 
net; extra heavy, 65 lb., $2.03; ‘Apex, 
medium, $1.34; Battle Axe, light, 93c., 
medium, $1.15, heavy, $1.36. Mineral 
surface, red and green, $2.03; balmar 


green, $1.87. 
Building Paper. —Sheathing, Red 
Star, No $1 a roll net; Continen- 


tal, black, 500 ft. to roll, $2. 08 a roll; 
250 ft. to roll, $1.05. 
and 25 lb. rolls, $56.50 a ton. 
felt, $58.50 a ton. 

Shingles. —Hexagon, three-tab, fac- 
tory shipments, one to 11 cars, 30 per 
cent off list; 12 to 19 cars, 26 and 9 
per cent; 20 to 49 cars, 20 and 11 per 


cent. 

Roof Coating.—No tar-in., black, 
one-gal. containers, $1.25 each list; 
five-gal. containers, $1.10 per gal.; 25- 
gal. containers, 80c. per gal.; 
containers, 75c. per gal. Re 
gal. containers, $2 each list; five-gal. 
containers, $1.85 per gal. ‘Discount, 
40 per cent. 


SHEARS. 

Grass.—Standard jeoxee. No. =. 
$2 a doz. net; No. $4; No. 
$5.50; No. 02675, 650. "No. 106, S18: 
No. 1105, $11.75; No. 400, $12. Good- 
win, No. 10, $1 3.80. Doo- Klip, short 
handle, $10.80; long handle, $18. Hylo, 
1 


4. 

Sheep.—Standard makes, No. 057E, 
5% --. $8.25 a doz. net; No. 055E, 
5% in., $7.75. 

Pruning. Standard makes, ie. 06, 
$4 a doz. net; No. 10, i No. 23, $6; 


Red rosin, 20 
Tarred 


No. 30, $7.50; No. 65, $7.50; Ne 25, 
8 in., $8; No. 102, $8; No. 40, 4 
No. 240, $18; No. 290, Doo- 
Klip, $10.80 French ‘wheel, 8 in., 


$20; 9 in.. $22. 

Pruning-—Long handled, No. 5404, 
9 in., $10.80 a doz. net; No. 2506, 26 
in., $14; No. 5403, 22 in., $24; No. 
5402, 24 in., $27. Standard tree, No. 
12, $19.50 a doz. net; No. 14, $21.50. 


Hedge.—No. "60, 6 in., 68c. a pair 
net; No. 80, 8 in., $1.10; No. 300, 6 
in., 75c.; No. 301, 9 in., $1.25; No 
100, 6 in., $1.20; No. 100, 7 in., $1.35; 
No. 100, 9 in., $1. 60; LY 101, in 
$1.75; No. 46, 6 in., 36 a pair. 

SPRAYERS. 


Sprayers. — Midget, No. 335B, $ 
per doz. net; Cyclone, No. 333, $3.40; 
galvanized, No. 326 $3.75; galvan- 
ized, No. 347, $3. 40; continuous, No. 
332T,. $5.75; Acme, $4. 50. Compressed 
air, ‘galvanized, No. 440, $3.40 each 
net: brass, $6.25. Brass spray pum 
$3.50; bucket spray pump, $3.05; 
Acme powder gun, $13.50 per doz.; 
Acme, Jr., No. 355, $4. 


TOOL GRINDERS. 

Tool Grinders.—Luther, improved, 
stanceed. No. 24, $2.10 each net; No. 
25, $2.45; No. 26, $3.15: No. 27, $3.50; 
domestic, No. 34, $1.58. Sharpit, $1. 
G-Whiz, 65c. 


Reading matter continued on page 70 
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DISPLAY 


THE BASSICK LINE 


FEATURE TODAY 


BASSICK CASTER 


NoMar RESTS 
PRICES-PER SET OF F 
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Open Table Display Courtesy Hibbard, Spencer, Bartlett, Chicago 


—and Enjoy a Steady, 
All-Season Profit 


Use an open display of Bassick Casters and NoMar Rests 
— then watch your sales increase! Millions of families 
throughout America are being told through National 
Magazines to “Buy Bassicks”— here’s the way to definitely 
“cash in” on a nation-wide advertising campaign. 


Put your Bassick Casters and NoMar Rests out in the open 
where your customers can see them. Offer a complete new 
service. Seeing Bassicks jogs the memory of your customer 
at the proper moment. It gives you a RAPID turnover and 
an INCREASING profit. There’s no off-season for this line. 


Write today for suggestions and advertis- 
ing helps that will increase Bassick sales! 


THE BASSICK COMPANY, Bridgeport, Connecticut 


Bassick 


For 34 years the “buy-word” for fine casters and furniture rests 
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ATLANTA, April 8.—Atlanta hardware jobbers report that busi- 
ness at the present time is rather slow due to continued rains and 
Their stocks are in good shape, however, for imme- 
diate delivery of spring orders, which they are anticipating to be 


cool weather. 


ATLANTA: 


(Atlanta office of HARDWARE AGE) 


heavy when the weather becomes more favorable. 
Collections are reported as being fair. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS 


RETAILERS, F.O.B. ATLANTA. 


ALUMINUM WARE. 


& 
4 
6 
& 


w 


[Ao toS S OW 


Os 





qt. Connex kettles .......... $5.50 
qt. Connex kettles .......... 6.00 
qt. Connex kettles .......... 7.00 
qt. Connex kettles .......... 8.50 
at. Commex Mettles ......... 10.50 
oe errr ere 4.80 
ee Ere 6.00 
(foe | ae rare 7.00 
ee a! |S a reer 10.50 
ee rer 6.50 
ie We ME: cic ainc veecdes 8. 

ee Se ND 5 bry 5 c4.00in cave f 

ae eee : E 

ee 7 

ee ee 6.00 
at. Water pitchers .......... 4.80 
qt. Water pitchers .......... 6.50 
qt. Preserving kettle ........ 8.00 
Gt. Percointore ......c.sccces 6.50 
Gt. POPOOMTOTS 2.2 ioccsees. 7.50 
ty A ae 9.00 
Se ED. iss bbceens Saws 9.00 
ei. el) re 10.80 
ere ‘aos ae 
A Oy ees 9.00 
ae rr 90 
ere er 3.00 
Age LS ge ae eee 4.00 
Ce 4.50 
eae 6.00 
Hole muffin pans ............ 4.00 
Hole muffin pans ............ 4.50 


BALE TIRES. 


» tt, 


ft., 16 gage, $1.05 per 


15% 


gage, $1.20 per 
144%, gage, 


$0.95 per bundle: 9 
bundle; 9% ft., 
bundle; 9% ft., 
$1.45 per bundle. 


16% gage, 


BOLTS AND NUTS. 
Cut 
bolts, 


60-10 per cent off; 
cent off; 
50-10 per cent off; 


and machine 
cent off; rolled thread, 
lag screws, 60 per 
hot and cold pressed nuts, 
stove bolts, 75 per 


thread carriage 


60 per 


cent off. 
CLOTHES LINE (WIRE). 


50 ft., $2.00 per doz.; 75 ft., $3.00 per 
doz.; 100 ft., $4.00 per doz. 


CLOTHES PINS. 


Common, 28c. 
gross. 


gross; spring, 75c. 


COTTON COLLARS. 


Per Doz. 


LAMiTOTa COMBTS. 2.6: crcccrdsse $10.00 
Lankford sr. collara ........-. 8.50 
ee | te ee 13.00 
ee ME COOIMEEE Wien ss cbse 0 ssa s 6.50 


COTTON ROPE. 


2ac, 


to 30c. per Ib. 


DUSTERS (FEATHER). 


12 2z., 


$3.50 per doz.; 14 oz., $4.50 


per doz.; 16 o0z., $5.50 per doz.; 18 
0z., $6.00 per doz. 
FORKS. 
Per Doz. 
4 tine manure forks ......... $10.80 
5 tine manure forks ......... 12.50 
6 tine manure forks ......... 14.65 
DP TARE MOOR TOTES occ cccceccs 25.95 
12 tine seed forks ............ 30.25 
FREEZERS. 
Each 
e S 3: Serre $3.30 
Sg "er 3.85 
Ba eee Ge os es Fess 3s 4.60 
AR 8 a er 5.60 
ks RPM SESE Si siden dsaecns 7.10 
Gite. ORG BONN 6.66 ss SS ewes 9.20 


| 
Per Doz, | 





BO ant, TORE BIN isc csc iecadaes 12.25 
2 at. Prost Hine onc cccws so Beale 
RS iG, Dy EE ik sos sks sacs 19.20 

(Less discount—40 per cent.) 

1 qt. White Mountain ........ $4.85 
2 qt. White Mountain ........ 5.65 
3 qt. White Mountain ........ 6.75 
4 qt. White Mountain ........ 8.25 
6 qt. White Mountain ........ 10.45 
8 qt. White Mountain ........ 13.50 
10 qt. White Mountain ........ 18.00 
12 qt. White Mountain errr b 

(Less discount—50 per cent. ) 

DR SRROEED a45esdkveheaba ee ee $4.00 
Tt A Sy Sohartaae wane ales 4.60 
es ED i cd konede0aaeewdebss 5.55 
OR eer errr i 6.80 
Di TRSUNEO canséweseesn denen 8.60 
De EO cach asbnur hee aabirkes 11.10 
et REDO. canweseeevace ee ean: 14.80 
RE RS AOR o.6 bin es Onn oe 5 16.65 


(Less discount—50 per cent.) 


GALVANIZED WARE. 


No. A _ tubs, 
$5.20 per doz.; No. 2, 
No. 3, $8.40 per doz. 

8 quart galvanized pails, $1.98 per 
doz.; 10 quart, $2.24 per doz.; 12 
quart, $2.46 per doz.; 14 quart, $2.76 
per doz.; 16 quart, $3.54 per doz. 

10 quart galvanized fire pails, 
round bottom, stenciled, $4.50; 12 
qt., $4.75 per doz. 

5 gal. garbage cans, $6.35; 7 gal., 
$8.75; 10 gal., $9.25 per doz. 


$4.00 per doz.; No. 0, 
$7.20 per doz.; 


GRINDSTONES. 


4c. per lb. Common_s grindstone 
fixtures, $6.00 per doz.: ball bearing 
grindstone fixtures, $16.00 per doz. 


| HANDLES. 


| 


| 
| 
| 
| 
| 
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No. 1, 5 ft. Goose neck hoe handles, 
$2.00 per doz.; No. 1, 5 ft. goose neck 
hoe handles with ferrules, $2.40 per 
doz. 

No. 1 D spade shovel and scoop 
with steel D4, $4.00 doz.; No. 4 D cot- 
ton seed fork with steel D cap strap 
and ferrule, $6.50 doz.; No. 1 D spad- 
ing fork handle with steel D cap 
strap and ferrules, $6.00 doz.; No. 1, 
4, ft., bent shovel handles, $4, 00 per 
doz.; No. 1, 4% ft., bent spade han- 
dles, $3.50 per doz.: No Y% ft., 
plain manure fork handles, "$2. 50 per 
doz.; No. 1, 4% ft., with cap strap 
and ferrule, $4.00 per doz.; No. 1, 
6 ft. rake handles, $3.00 per doz. 


| HARDW ARE CLOTH. 


Lineal 

In. Ft. Rolls Per Roll 

2x2 24 |, SEE Ee: $7.25 
2x2 30 0 Pe Pere 9.05 
2x2 36 a eee re ee 10.85 
3x3 24 [OO isheekarivses 7.90 
3x3 30 Se weskadenpesieue 9.85 
3x3 36 TD. cucsineiens woe we 11.52 
4x4 24 ree 8.60 
4x4 30 Sener 10.75 
4x4 36 BOO *hnwsuey caeucet 12.80 
6x6 24 ee ccresswewaes 9.18 
6x6 20 | A OOO 11.49 
6x6 36 awk asa easels om 15.06 

HOE (HANDLED). 

6 in. light cotton with 41% ft. han- 
dles, $6.50 per doz.; 6% in., light cot- 


ft. handle, $6.85 per doz.; 
7 in., light cotton with 5 ft. handle, 
$7.70 per doz.: 71% in., light cotton 
with 5 ft. handle, $8.05 per doz.; 8 in., 
light cotton with 5 ft. handle, $8.40 
per doz. 

6 in. 
ft. handle, 


ton with 4% 


regular cotton hoe with 4% 
$6.85 per doz.; 6% in., 


TO 








Weather Is Unfavorable Trade Factor 
Collections Are Considered Fair 


regular cotton hoe with 41% ft. han- 
dle, $7.25 per doz. ; 7 in., regular cot- 
ton hoe with 5 ft. handle, $8.05 per 
doz.; 74% in., regular cotton hoe with 
5 ft. handle, $8.40 per doz.; 8 in., 
regular cotton hoe with 5 ft. handle, 
$8.75 per doz. 

614 in., straight shank hoe with 414 
ft. handle, $7.20 per doz.; 7 in., 
straight shank hoe with 5 ft. han- 
dle, $8.05 per doz.; 7% in., straight 
shank hoe with 5 ft. handle, $8.40 
per doz.; 8 in., straight shank hoe 
with 5 ft. handle, $8.75 per doz.; 
7 in., black land cotton hoe with 
5 ft. handle, $7.2 


5 per doz.; 7% in., 
black land cotton hoe with 5 ft. han- 
dle, $7.50 per doz.; 8 in., black land 
cotton hoe with 5 ft. handle, $7.95 
per doz.; 9 in., black land cotton hoe 
with 5 ft. handle, $8.65 per doz.; 10 
in., black land cotton hoe with 5 ft. 
handle, $9.35 per doz. 


LACE LEATHER (CUT). 
Per 100 Ft. 


ee rer eee $1.50 
SE im. BAW RIGS o.cccscsscccsses 2.25 
OL Shh, TRB TUG one ee vcce neers 2.75 
Se Gm, BIR TAR occ cccccctosss 1.75 
SC in; EMGIAN TAN «0.0005 0506.. 2.50 
% in. Indian tan ......cccecees 3.00 


LAWN GOODS. 


Garden Hose.—% in. 6 ply 50 ft. 
sections, Good Luck with connections, 
10c. ft.; 5% in. 6 ply 25 ft. sections, 
—' Luck with connections, 10%c. 

5, in. 6 ply 50 ft. —— Leader 
no connections, 8c. 5 in. 6 ply 
25 ft. sections, Bo Wy “with connec- 
tions, 8%c. ft. Nelson’s Hose Mend- 
ers, 35c. doz. 

Hose Coupling.— is in., 5% in., % 
in. Common, $1.25 doz.; Nelson Pc. 
Hose Couplings, % in., ®% in. and 
% in., $2.00 doz. 
en Washers.—1 Ib. 
Ib. 

Hose Clamps.—'™% in. galvanized 
hose clamps, 35c. doz.; 5% in. galvan- 
ized hose clamps, 40c. doz. 

Lawn Mowers.—No. 200, 14 in., 4 
blade ball bearing Stearns, $6.50 each; 
No. 200, 16 in., 4 blade ball bearing 
Stearns, $6.75 each; No. 200, 18 in., 
4 blade ball bearing Stearns, $7.00 
each; No. 35, 16 in., 5 blade roller 
ae Stearns, $12.00 each; No. 35, 
18 in., 5 blade roller bearing Stearns, 
$12.50 each; No. 35, 20 in., 5 blade 
roller bearing Stearns, $13.00 each. 

Sprinklers.—Rain King Sprinklers, 
$2.35 each; Giant Rain King Sprink- 
lers, $6.67 each. 

Shears. — Grass shears, $9.00 per 
doz.; 8 in. hedge“shears, $1.50 each; 
9 in. hedge shears, $1.75 each. 

Doo-Klip Products.—Doo-Klip grass 
shears, $10.80 per doz.; Doo-Klip long 
handled grass shears, $18.00 per doz.; 
Doo-Klip pruners, $10.80 per doz. 


cartons, 50c. 


MOPS (COTTON). 


14 oz., $5.50 per doz.; 18 0z., $6.50 
per doz.; Betty Bright, self-wringing, 
$8.00 per doz. 


PICKS (RAILROAD). 


Se PR CSORAR re ener troy 
DU DOM Chip dcdedesescredcnesenwe 8.20 
2 AIRS SSR Serr ere Saree 9.00 
BML Shin be saashukuanabescesiens 10.00 
SMS cde sus asewaesn ase ses onsen ee 12.50 
PLOW HANDLES 
Per Doz 
Pairs 
ee DE: avcvans cckcuopnaas $6.00 
Se errr 6.60 
ee a 3.00 
No, 1 5 ft. straight:............ 3.25 
POULTRY NETTING. 
Hexagon or 
straight line Per Roll 
ee | ECT eee .90 
ee Se ee eee erro 1.29 
ee ee Meee rere 1.52 
8 a a reir Seer 2.24 
Oe SI Sn iiccs eo banss vices oe 2.97 
Pe Giver scswcecte secs 3.71 
ee reer 4.45 
a eS Preeti Pe ser cee 2.07 
PO SR ROU. skp ci eesantswunenss 2.97 


Per Doz. 
$7.50 
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Links and Rivets 


CHAIN is as strong as it weakest 

link. So, too, the strength of any 
product held together by means of , 
rivets is largely determined by the § ™». 
quality of the rivets used. Our rivets | 
are made from special metal that in- 
sures maximum strength. Constant 
inspection keeps our Tubular and 
Clinch rivets uniform in quality. 








Pacific Coast Representative 
J. T. McDEVITT 
Postal Telegraph Building, 
San Francisco, California. : > 





ipproved | 


——— by the keenest 
buying brains in the country 











TUBULAR RIVET & STUD 
COMPANY 


BOSTON 














‘The largest 
factory inthe 
world devoted 
to the manu~ 
facture of 
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Se Beene) Cos cassaeoesbanvees 3.80 | roofing, $1.20 per roll; slate surface, | No. 6, $1.75: No. 4, $1.65; No. 130, 
WE oi ccseseneerneeeses 5.16 roofing, $1.75 per roll (green or red). $2.00; No, 130L, $2.15. 
ee eee seer 6.90 20 lb. sheathing paper, 60c. per roll. Skate keys, 30c. per doz.; extra 
60 in.—1—20 .......... 2. eens eee 8.62 Asphalt roof coating paint, 60c. gal.; wheels, 10c. extra. s re 
Oe ED 55k oScntwweesceaee 10.35 1 lb. can plastic cement, 12c. per lb.; Boys’, No. W1B, $1.15; Girls’, No. 
RAKES 5 lb. can spac Ae 10c. — | WIG, $1.20. 
4 lb.; 10 Ib. can plastic cement, 9c. : 
Per Doz per lb. | WASH BOARDS. 
Ee Dine: How TARes. . <o.0005425 $8.60 x | cj 4 d 3.50 per doz.; 
12 Tine bow rakes 9.00 | SCREEN WIRE. oe Pe Se a ike aa 
16 Tine bow rakes ..... 9.50 Pr. Hr. doz.; No. 66 Brass Wash Boards, $6.50 
10 Tine malleable rakes 5.00 Sa. Ft. per doz. 
3 — a — eas Black Screen Wire dag RO ety | 
1 ine malleable rakes ....... . Galvanized Screen Wire Cloth 15 r 
16 Tine malleable rakes |...... “> 6|) | «eens Beeen Wee Cieth.... ts WATERING POTS. feist 
ee eS ae re 4 | ; it. Goleneiegs rs “a 
> xi MOS «exe UW . or VANNIZCG .ncccccccccece ls 
ee ee soe ‘ | SKATES. 6 qt. ee baw vinde sss as a4 
Chicago roller skate line, No. 181,. 9 qt. Galvanized .............- é 
ROOFING. | $2.65: "No, 183, $2.75: No. 185, $2. 75: 10 qt. Galvanized 1..2.12222221. 9.00 
1 ply felt roofing, 83c. per roll; 2 No. i01, $1.35; No. 163 and 105, $1. 12 qt. Galvanized .............. 10.80 
No. 5, Union roller skates, $1. 1: TO Git. TARICRINECS iviicceciccccae 12.50 


ply felt roofing, $1 per roll; 3 ply felt 





TWIN CITIES: 


MINNEAPOLIS, MINN., April 8.—Reports from over the territory 
tributary to the Twin Cities indicate that spring seeding is well 
under way. That part of the territory south of the Twin Cities is 
progressing rapidly with this work, and the wave of planting is pro- 
gressing northward. By the time this is in print, seeding operations 


(Minneapolis office of HARDWARE AGF) 


in North Dakota will have been begun and possibly well advanced. 


In line with this progress, building trades and road builders are 
becoming active, all of which means that unemployment is decreas- 


ing and the year’s work is really getting under way. 


Prices are steady, showing but very little change from former 
Rope shows a slight decline, and solder an advance. 
Other prices are firm, with possibilities of staying fairly firm during 


quotations. 


the spring and early summer. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. MINNEAPOLIS AND ST. PAUL. 


AXES. 

Single bit, base weight, unhandled 
axes, $15.00 to $16.50; double bit, 
$20.00 to $21.50; single bit, handled, 
$19.25: double bit, handled, $24.25 
doz., net. 

BOLTS. 
Carriage and machine bolts, 60 per 


bolts, 75 per cent, and 
60 per cent from stand- 


cent; stove 
lag screws, 
ard lists. 
BRADS. 
Wire brads, in 25-lb. box 
cent from lists. 


BUILDING PAPER. 


at 75 per 


ted rosin sized building paper, 
$2.52, and tarred felt $2.80 cwt., net. 
CHAIN. 

Log chain, coppered, % x 14, $1.56; 
5/16 x 14, $2 -11; % x 14, $2. 89: self 


colored, 4x 14, 31. 40; 5/16 x 15, $1. 88; 
3g x 14, $2.54 each; proof coil chain; 
% in., $8.78; % in., $16.04; % in., 
$26.13; 5 in., $41.82 per 100 ft. 





EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS. 

Eaves trough, 28-ga., 3-in., od 
joint, 5-in., in crates, $5.25; 6-in. 
$6.40; conductor pipe, 3-in., in crates 
not nested, $5.10; 4-in., $7.15 per 100 
in. ft.; elbows, 3-in., $1.73; 4-in., 
$2.88 doz. net. 

FILES. 

First quality files, 50 per cent, and 
iobbers’ brands, 60-10 per cent from 
list. 


GALVANIZED WARE. 


Standard galvanized pails, 10-q 
$2.70; 12-qt., $2.85; 14-qt., $3.10; sek 
pails. 16-qt., $4.70; 18- -in., $5.50; 

$7.15: No. 2. 


standard tubs, No. 1, 


$8.00; No. 3, $9.35; heavy, No. 1, 


$13.20; No. $15.60 


doz. net. 


GLASS AND PUTTY. 


Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
Ib. steel drums, $5.35 cwt., net. 


GRASS SHEARS. 


| ‘“Doo-Klip’ grass shears, $10.80 
| doz.; ‘‘Doo-Klip” long handle grass 
shears, $18.00 doz. net. 


LAWN GOODS. 


Nelson’s Perfect Clinching hose 
couplings, $2.25 per doz.; Perfect 
Clinching hose menders, 90c. per doz. 


LAWN HOSE. 


Competition, %-in., 3-ply, 5%4c.; 
Good Luck, %-in., 6-ply, 9c.; Bull 
Dog, %-in., 7-ply, 12%c.; 

tan W hipcord Molded, %- in., 
ft. bales, black, 7c.; red, Tse. ft.; 
coupled in 50-ft. lengths, black, 
5g-in., 20 per 100-ft., 
net. 


$7.30; red, $7.8 
| LAWN MOWERS. 
Philadelphia, Style A, 15-in., $18.00; 


2, $14.40; No. 3, 





17-in., $20.25; 19-in., $22.50; 21-in., 
$25.00 each, net. 

| 

MILK CANS. 

Railroad, wide neck, 8-gal., $2.50; 

10-gal., $2.70 each, net. 

NAILS. 

| Standard wire nails and cement 


coated wire nails, $2.90 per 100-lb. 


keg base. 
POULTRY NETTING. 
Hexagon, 631%4 per cent from lists. 
PRUNERS. 


| “Doo-Klip”’ 
I net. 





pruners, $10.80 doz., 


Trade Conditions 
Prices Are Steady and Unchanged 


Show Improvement 


| REGISTERS. 


| Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


| ROPE. 


Best grade manila rope, 22c. Ib.; 
second grade, 18c. Ib.; best grade sisal 
rope, 17%c. lb.; second grade, 16%c. 
Ib. 


| ROLLER SKATES. 


Union line, extension, web heel and 
toe straps, plain steel rolls, 75c. per 
pair. 

Same for boys, with self-contained 
hall bearing wheels, $1.45 pr. Same 
for girls, with ro ear ae ball 
bearing wheels, $1.45 

Chicago line, No. msl, $2.65; No. 
183, $2.75; No. 185, $2.75; No. 101, 
$1.35; Nos. 193 and 105, $1.4 0. 


SANDPAPER. 


Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No. 1, 78c. per box of 75 sheets; gar- 
net, te. 1, $15.68 per ream, net. 


SASH CORD AND WEIGHTS. 


Sash cord, best grade, 58c. lb. base; 
second grade, 3lc. lb.; third grade, 
25c. Ib. base; net and cast iron sash 


weights, $1.95 cwt., net. 

SCREEN DOORS AND WINDOWS. 

Doors, common, 2-8 x 6-8, $1.05 

each; fancy, $2.60 each; screens, Con- 
tinental, extension, 24-in., $9.75 doz.; 
Wabash, extension, 24-in., $5.35 doz., 
net. 

SOLDER. 


Warranted half and half solder, 
26%c. lb., and strictly half and half 


solder, 27%c. lb., in 100-lb. boxes, net. 
STEEL SHEETS. 
Galvanized steel sheets, 24-ga. 


(base), $4.65: black steel sheets, 24- 
ga. (base), $3.90. Armco galvanized 
steel sheets, 24-ga. (base), $6.45 cwt., 
net. 


TIN. 


Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing, 20 x 28, 
8 lb., coating, IC, $14.75 box, net. 


TIRES AND TUBES. 


Mansfield tires, 30 x 3%, Liberty 
cord, 17. Mansfield heavy duty 
oversize, Liberty, 32 x 4, -95. 

Mansfield heavy duty, 32 x 4, 
$10.50. Mansfield double service, 29 
x 4.50, $10.68. Mansfield double ser- 
vice, 32 x 5.50, $21.74. 

Tubes, 30 x 3%, Mansfield, $1.13. 
Tubes, 29 x 4.40, Mansfield, $1.24. 
Tubes, 30 x 3%, Liberty, 90c. Tubes, 
29 x 4.40, Liberty, $1.13. Tubes, 32 
x 6.00, Liberty, $1.99. 


WIRE CLOTH. 


Black, painted, 12 x 12 mesh, $1.65; 
aluminum finish, 12 x 12 mesh, $1.85 
per 100 sq. ft., net. 
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The photograph at the right 
was made during extensive tests 
under practical farm conditious 
under the direct supervision 
of Johnson & Johnson labora- 
tory specialists. It shows how 
quickly milk flows through the 
Rapid-Flo Filter Disk 





NOTICE 
The Special Offer of 
Free Rapid-Flo Steel 
Disk Cabinets expires 
at midnight April 30, 
1930. Mail your order 

NOW! 


The Fastest Einciont Milk Filter Disk 


RAPID-FLO—by JOHNSON & JOHNSON 


FREE CABINETS FOR 


RAPID-FLO FILTER DISKS 


Being Advertised 
to your Customers 


This handsome, convenient, 
steel disk storage cabinet is a 
feature of the introduction ot 
Rapid-Flo Disksto the dairy in- 
dustry. Advertisements are tell- 
ing dairymen they can obtain 
one of these cabinets Free with 
each purchase of 600 Rapid-Flo 
Disks from their dealer. For 
every 600 disks you order from 
us to meet the demands created 
by this introductory offer, we 
will ship you Free one of these 
cabinets. The supply is limited. 
Write today for full information. 


A Special Spring 


FILTER DISKS 





Stock Rapid-Flo Filter Disks as the leader in your line of 
dairy filter products. Interest in them is widespread because 
of their new-day efficiency and the Free Steel Cabinet offer, 
now being advertised to the dairy industry in an intensive 
Spring campaign in leading dairy and farm publications. 
The time needed to filter milk thoroughly has been prac- 
tically cut in half with the development of this new disk. 

Rapid-Flo enables dairymen to finish work on time, 
yet to filter every can of milk efficiently. It is a quality 
product of quick turnover and good profit possibilities 
that you will want to stock at once. Mail coupon below 
for free samples and full information. 


DAIRY FILTER PRODUCTS DIVISION 








NEW JERSEY 


NEW BRUNSWICK 


MAIL COUPON FOR FREE SAMPLES AND FULL INFORMATION 


Campaign in these Publications 


The new Rapid-Flo Disk and the Free Cabinet Offer are 
being advertised in these leading dairy and farm 
publications: 

Dairymen’s League News 
Wisconsin Agriculturist Hoard’s Dairyman 
New England Dairyman Pennsylvania Farmer 
California Cultivator 


American Agriculturist 


1 
J H.A.—3 
1 Darry Firter Propucts Division, 
! Johnson & Johnson, New Brunswick, N. J. 
Without obligation, please send us Free Samples of the Rapid-Flo Filter Disk 
and full particulars of the Free Filter Disk Cabinet Offer you are making for 


distribution through dealers 





Name Se es 


1 
l 
| 
| 
! 
! 
1 
| 
! 
I 
! 
! 
| 
i 








It’s a MARINE Hardware Store 


(Continued from page 49) 


Immediate delivery! So those boats 
had to be put in the water and tuned 
up at once. The pair shoved off in 
their trim purchases, happy as fly- 
ing-fish. Thus the amateurs buy. 
And the professionals are no less 
ina hurry. A ship noses in from 
the Gulf and docks Peden’s 
place. The captain rolls in.  Per- 
haps he has lost an anchor in a 
storm or needs a new cable. What- 
he insists on right-now 


near 


ever it is, 
service, for his ship is unloading 
and he must be off for another port. 
If it’s a broken propeller, he can’t 
move without a replacement. The 
Peden marine hardware crew, in 
almost any case, are prepared to 
serve him. 

An interesting extra service pro- 
vided at the harbor-side hardware 
store is the merchant marine circu- 
lating library. Here are available 
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all the new and standard books and 
bulletins of interest to sailors, offer- 








p— 239 10° <_< r—_ 


[MARINE 





4 





paeatenaameenannedtpeapoentnns 
STOOD INI LYOd 





Niu} 


ean 


$a009 








E 

















TSS 





























14-4" 


—>——_—_—_—_—__—————_ 


a 


ing an unusual convenience to every 
ship calling at “Port Houston.” 








MANUFACTURER PROVIDES ATTRACTIVE WINDOW DISPLAY 


Realizing the importance of timely window displays, the Gilbert & Bennett Mfg. Co., of Chicago, has prepared some new 
window display material for distribution to its dealers this Spring. The above photograph illustrates the trim. The central 
cutout which is finished in seven colors, is recessed and equipped with a light socket. This not only gives the “room” a very 
realistic appearance but provides an attractive night display. The “flies” are also highly colored. The whole effect is to attract 

attention to an otherwise somewhat colorless, but at the same time highly remunerative hardware line. 
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rgh Chiclile 
Here’s a Fence with 


Real Sales Appeal 


ITTSBURGH CHICTITE FENCE Is a fence built 
Pe keep everything in its place... a genuine 
hinge-joint fence spaced close enough at the 
bottom to confine little chicks and keep 
destructive animals out. 











Pittsburgh Chictite is a good item to keep 
always on display. It is much more effective and 
longer lasting than poultry netting, it costs less: 
erected, and it’s easier to erect. Chictite appeals 
to every poultry raiser, who knows that every 
little chick lost is money out of pocket. Chictite 
is made in two types, with stays 4 or 6 inches 
apart. The 6-inch stay type is the only fence of 
this kind made in a full range of weights from 
1414 gauge to 18 gauge, and in all desired heights 
from 3 to 6 feet. 


Like all Pittsburgh Fences, Chictite 1s made of 














special formula steel of unusual strength, and 
heavily Super-Zinced against rust. Built to 
outlast other fences, it is a fence that you can sell 
with perfect confidence. Moreover, you can be 
certain that your customer friends will not tell 
you they can buy it cheaperelsewhere. Pittsburgh 
Fences are sold only through the regular chan- 











a 





nels of distribution. 








(Pittsburgh Steel Co) 
712 Union Trust Bldg. Pittsburgh, Penna. 
Chicago, St. Louis, Detroit, New York, Houston, Memphis 


































































76 HARDWARE AGE for APRIL 10, 1930 











Miaydole Ham- 


mers are the 
choice of men 
who know tools 
and like to work 
with good ones 
—you will make 
aworth-while 
profit selling 
them. 


More than 87 years of honest American 
quality have built up a demand for May- 
dole Hammers that is of real value to 
you. Don’t let your stock get low, your 
jobber can supply you with the styles 


and weights you need. 


Write for a free supply of Pocket 
Handbooks 23“C” 





~ nN siocanag oa Ch SINCE, le 
A q 


jay dale 
Naya 


The David Maydole Hammer Co.,Norwich. NY. 
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Holding the Mirror to Salesmanship 


(Continued from page 55) 


used to be considered a retail hard- 
ware store, but now we are jobbers. 

SALESMAN: By the way, Mr. 
Sears, how many men have you got 
out now? 

MERCHANT: We only have one 
man out now, but we have an ad- 
vertisement in the newspaper, and 
we are going to have five or six 
out next week or the week after. 
Why should I go down to a jobber 
and buy? I can be a jobber right 
here. I am going to be a jobber. I 
will buy a lot of stuff. 

SALESMAN: Fine. How much of 
an area do you expect to take in? 

MercHant: I don’t know. We 
are going to try it first within two 
miles (laughter), and then go on, 
mile by mile. Then we may send 
that truck over to the next town; 
but we are not going to do that yet. 
It costs an awful lot of money to 
do this. 

SALESMAN: That’s fine. I am 
glad that you are going to get into 
the jobber class. 

Now, how about these prices? 

MERCHANT: Well, you know they 
are all right for a regular hardware 
fellow, the little retailer, but they 
are no good for me. You know, 
when I get into the business of job- 
bing in a real way, I can’t live on 
those prices. Haven’t you got a bet- 
ter price for quantities? Supposing 
I buy four or five gross at’a time— 
what kind of a price can you make 
me? 

SALESMAN: We will give you an 
extra seven and a half on gross lots. 

MercHANT: That’s fine. How 
about five gross lots? 

SALESMAN: I tell you what I will 
do, Mr. Sears. If we get your initial 
order for five gross of these we will 
give you an extra ten. How is that? 
That is the real rock bottom job- 
ber’s discount. 

MERCHANT: I am going to show 
you that my heart is in the right 


| place. I am going down to the Hard- 


ware Show next week and I want 
to place my business down there. 
But I will give you an order now 
for a dozen of these at the five gross 
price, and if I sell these and get 
orders for three or four gross be- 
sides because of the fine business 
you say I can get on this thing, I 


will place an order with you down 
at the Show. 

SALESMAN: That’s fine. We are 
going to have a nice show down 
there. And when you get down there 
at least give us a break, give us the 
courtesy of coming in and looking 
at what we have on display. 

So supposing we just postpone 
this order for that dozen at the 
five gross price until I see you down 
at the Show. 

MercHant: All right, if you 
don’t want my order for a dozen. 
I will tell you what I am going to 
do with you. I am going to write 
in to your house. I know Mr. Pack- 
ard, your boss. If you don’t want 
this order he will take it. And the 
next time you see me you are going 
to say, “Thank you for that little 
order. I hope I get more this time.” 

SALESMAN: Okeh. Good - bye. 
(Applause. ) 

* 

Mr. Sears: This concludes our 
presentation. We wish to thank you 
very much for your attention. (Ap- 
plause. ) 

PRESIDENT HEGNER: 
there any questions ? 

Question: I think this meeting 
is composed mostly of buyers. Why 
couldn’t somebody make a sugges- 
tion as to how to save the buyer’s 
time? 

Mr. Sears: One of the great 
problems we as traveling men have 
is this: I go from New York to 
Philadelphia to see a man. I get in 
on the train at 10 o’clock and get to 
his office at a quarter after ten on a 
Tuesday morning. And I see a big 
sign there: “Traveling men are in- 
terviewed on Wednesday and Friday 
from 2 to 5.” 

Now, it used to be when I went 
into a town I would stay in that 
town all day, but now I make three 
or four towns in a day. I have to. 

We are anxious to conserve your 
time—if you will only conserve our 
time. Every time we stand around 
for an hour or an hour and a half, 
waiting, it costs us real money. If 
you will tell us how we can save 
your time, this meeting will be of 
tremendous value. 

PRESIDENT HEGNER: Sometimes 
it is impossible for us to see all of 


Now, are 
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the traveling men. Now, why 
couldn’t the traveling man use the 
time of the clerk when he is not 
engaged in waiting on customers. 
and say to him: “Have you seen 
this?” and give the clerk some defi- 
nite information about his product? 

I think the salesmen could do a 
lot along that line. On the other 
hand, I would like to know how the 
salesmen react toward this merchan- 
dise control? We have the control 
in. If we are busy we may give the 
salesman the control sheet. Some 
of them welcome it. 

Mr. Sears: As to the salesman 
employing his time by talking to the 
clerk: Supposing I was coming in 
to yéur store to sell this wonderful 
line of cement that I have now. And 
while I am waiting I get the boys 
together and show them. I then go 
in and see you and you say: “Sears, 
I have another line and I am not 
interested.” Then what will happen? 
That is a question I am going to ask 
you. 

PRESIDENT HeEGNeER: If I am a 
wise man I am going to call my 
clerks and say: “Which line do we 
want?” (Applause. ) 

Mr. Sears: Well, my suggestion 
is this: On any Saturday afternoon 
or any rainy afternoon when we are 
in your town, if you will give us an 
opportunity, we will be glad to come 
in any time and show our products 
and tell the boys how to sell them. 

Now, just a word about stock con- 
trol. It is the finest thing in the 
world in the minds of the traveling 
men, but in my opinion very few 
people have it. My approach to a 
man that has it is this: I say to him, 
“Here is a good line we have just 
got started.” The fellow says, “We 
never heard of this line. But we 
know you. We know your house. 
And we like you, and we like your 
house and we are willing to try it. 
If what you say about it is true, it 
will go.” 

Now, another thing you ought to 
do is to buy a half dozen or a dozen 
of an item instead of a half gross 
or a gross. Then put it on the stock 
control. The next time the card 
comes through you look at the slip 
and you see that you bought a dozen 
on the first of the month. On the 
fifteenth of the month there were a 
dozen. On the first of the next 
month there were a dozen. On the 
fifteenth of the month there were 


eleven. On the first of the next 
month there were still eleven. So 
out she goes. That item is no good 
for you. It doesn’t move fast 
enough. 

But, on the other hand, if through 
that record it is proved that it is 
a good seller, you can order more 
of that item the next time. 

Question: If the regular sales- 
man who calls on you every week 
brings in a specialty man or a man 
who represents, say, a large line of 
tools and wants him to show the en- 
tire line to you, what is the best way 
to handle that situation ? 

Mr. Sears: We tried to show you 
this morning the way the man feels 
about it. You say: “Well, Mr. 
Sears, we are glad to see you. Who 
is this man you have with you?” 

“He is a specialty man from the 
factory, who is selling our stores.” 

“Well, we can’t talk to two men. 
Tell us the story about it.”’ 

I think those men resent the 
“high-pressure” salesman—that fel- 
low who is going to take you by the 
throat and shake an order out of 
your pocket. I resent that myself, 
and I think the average merchant 
does. (Applause. ) 

Qvestion: I know that some of 
the dealers here object to the sales- 
men speaking with their clerks, I 
wonder if any of them would tell 
just why they do object? 

Mr. Sears: I am going to ask 
Mr. George Kohlmeier, whose fa- 
ther was president one time of your 
National Association, and who was 
the first man I ever knew who re- 
sented the fact of the traveling men 
going through the stock, if he will 
answer that question. His father 
built a little fence around his office 
so that the boys going in would 
have to stand behind it. 

George, do you want to answer 
that question? 

Mr. GeorceE KouLMEIER: Well, 
we have eliminated a big part of 
that with our card system. We put 
in a card system in both of our 
stores, and when a salesman comes 
in now instead of having him wait 
around, we give him the cards and 
let him go out and take the stock, 
and when we are ready he is ready, 
and we give him the order and he 
goes out. 

But we are against having the 
salesmen talk to our men on the 
floor. Our men are being paid a 
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Simplified Line of 
Superior Tacks 


Bakatax are modernly packaged, 
rust resisting, attractively blued. 
And in addition to these unusual 
advantages, the Bakatax line has 
been scientifically simplified so that 
half the items previously con- 
sidered necessary now comprise a 
complete assortment. Give jobber’s 
name and send for free sample. 


Geo. Baker & Sons, Inc., 


Brockton, Mass. 
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LUTHER 


Ball Bearing Sickle Grinder 





A Very Popular Seller 
To the Farm Trade 


Farmers like this fine quality grinder because 
it can be used for sharpening both mower 
sickles and tools. Does a good job quickly. 


Has a special sickle-holding attachment 
which makes it easy to grind mower knives 
just right. 


Two styles: No. 85 as shown, equipped with 
double-bevel Dimo-Grit cune, also sickle- 
holding attachment and a 4-inch Dimo-Grit 
Tool Grinding Wheel. 


No. 84 same as above, but does not include 
the Tool Grinding Wheel. 


LUTHER Scythe Stones 


Every time you sell a scythe 
you have an opportunity to 
sell a LUTHER Scythe 
Stone. 


These stones are noted for 
their fast cutting grit. They 
will sharpen a scythe in a 
jiffy and give it a cutting 
edge which proves the Quality 
of a good electric Furnace 
Abrasive such as is used in 
all LUTHER abrasive prod- 
ucts. 


Send for Complete Catalog 
and Prices. 


LUTHER 


Incorporated 
299 South Water Street 


MILWAUKEE, WISCONSIN 
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salary. That is the way we figure it. We want to get 
all we can out of them. A buyer always resents a sales- 
man talking to somebody else. He feels that he is 
using that as a wedge against him. <A lot of salesmen 
will come in and say: “I just talked to Fred out on 
the floor and he says you need these.” 

Of course, we have eliminated all that with our card 
system. 

Now, I don’t want to be misunderstood. 
any objection to a salesman of a line that we are carry- 
ing talking to our men and educating them on the line. 


I haven't 


Cashing In on a Potential Sales Market 
(Continued from page 43) 

The question naturally arises, did these merchants take 
the increased business away from other established 
dealers? As a matter of fact, the Company’s record of 
sales reveals that the other dealers carrying oil stoves 
in those districts also registered sales increases. In other 
words, it was new business and not business taken from 
other merchants in the territories covered. 

3ut there is still more to tell. The sales campaigns 
of these dealers uncovered hundreds of prospects for 


| other hardware and allied items or lines, resulting in 


| numerous sales. 





lor example: The Spearman Hard- 
ware Company concentrated on sales of washing ma- 
chines each Monday during the time the oil stove cam- 
paign was in progress, with the result that 20 per cent 
as many washing machines as oil stoves were sold. 

That’s the story, backed by facts and figures. It 
proves that this country of ours is full of sales opportuni- 
ties—not theoretical possibilities but actual op portunities. 
It is a case of potential customers willing to buy and 
merchants willing to sell, but in the majority of instances, 
very little being done to consummate the sales. Often 
the prospective customer is not fully aware of his needs ; 
still more often the merchant is totally unaware of his 
opportunity. All in all, it proves conclusively the value 
of a practical consumer survey, backed by carefully 
planned and constructively handled outside selling. 

The big question it brings up is: Why should the 
manufacturer find it necessary to make the survey? In 


' view of the profit possibilities it would seem that the 


retail hardware merchant could well afford to make his 
own survey, covering a wide variety of items or lines, 
and through consistent sales effort, make each period of 
the year a Good Sales Season. 

It Can Be Done, and the experiences of these two 


| Texas dealers proves it. 


Anent Direct Mail Advertising 

An article, “Postage and the Mailbag,” gives the following 
suggestions: “If I were the owner of a retail store and was sold 
on the efficacy of direct mail, I would set up these policies to 
guide the advertising and credit offices: 1. Set up necessary ma- 
chinery to secure the names and addresses of every man, woman 
or child who makes a purchase in the store. 2. In opening an 
account, obtain the names of other members of the family. 
3. Check the customer list against the ledgers to show buying 


habits. 4. Watch accounts that stop buying and install automatic 
direct-mail procedure to encourage their reactivity. All this 


tedious preamble on lists is vital before beginning a discussion 
on what sort of printed matter to mail, because the list, in my 
opinion, bears at least 50 per cent and sometimes 90 per cent 
of the responsibility for the success or failure of direct mail.” 
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STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCU- 
LATION, ETC., REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912, 


Of HARDWARE AGE, published weekly at New York, N. Y., for 
April 1, 1930. 
State of New York, County of New York, ss. 


Before me, a Notary Public in and for the State and county 
aforesaid, personally appeared E. P. Beebe, who, having been duly 
sworn according to law, deposes and says that he is the Assistant 
Treasurer of the Iron Age Publishing Co., publishers of HARD- 
WARE AGE, and that the following is, to the best of his knowl- 
edge and belief, a true statement of the ownership, management 
(and if a daily paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above caption, required by 
the Act of August 24, 1912, embodied in section 411, Postal Laws 
and Regulations, printed on the reverse of this form, to wit: 


1. That the names and addresses of the publisher, editor, man- 
aging editor, and business managers are: Publisher, Iron Age 
Publishing Co., 239 West 39th Street, New York City; Editor, 
Llew S. Soule, 239 West 39th Street, New York City; Managing 
Editor, Chas. J. Heale, 239 West 39th Street, New York City; 
3usiness Manager, George H. Griffiths, 239 West 39th Street, 
New York City. 

2. That the owner is: (If owned by a corporation, its name 
and address must be stated and also immediately thereunder the 
names and addresses of stockholders owning or holding one per 
cent or more of total amount of stock. If not owned by a corpo- 
ration, the names and addresses of the individual owners must 
be given. If owned by a firm, company, or other unincorporated 
concern, its name and address (as well as those of each individual 
member) must be given. United Publishers Corporation, 239 
West 39th Street, New York City. 

Stockholders of United Publishers Corporation owning in ex- 
cess of 1 per cent: a _Business Publishers, Inc., 239 West 
39th Street, New York, N. 


Stockholders of United Business Publishers, Inc., owning 
in excess of 1 per cent: C. S. Baur, Flushing, L. I, N. Y.; 
George H. Buzby, Philadelphia, Pa.; Anna B. Fr ank, Pleasant- 
ville, N. Y.; Fritz J. Frank, Pleasantville, N. Y.; Lee, Higginson 
& Co. (Partnership), New York, N. Y.; C. A. Musselman, Phila- 
delphia, Pa.; A. C. Pearson, Montclair, N. d.> Letla. C. Pearson, 
Montclair, N. J.; Frederic C, Stevens, 325 West End Ave., New 
York, N. Y.: (A)Frederic C. Stevens Co., 23 Prospect Terrace, 
Montclair, N. J. 

Note (A)—Stockholders of Frederic C. Stevens Co.: Velma S. 

Stevens, 325 West End Ave., New York, N. Y.: F. C. Stevens, Jr., 

325 West End Ave., New York, N. Y.; Velma I. Stevens, 325 West 
End Ave., New York, N.. ¥..3 Frederic C. Stevens, 325 West End 
Ave., New York, N. Y.; Ruth S. Kane, Montclair, ye 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
state.) None. 

4. That the two paragraphs next above, giving the names of 
the owners, stockholders, and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books.of the company but also, in cases where 
the stockholder or security holder appears upon the books of the 
company as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is acting, is 
given; also that the said two paragraphs contain statements em- 
bracing affiant’s full knowledge and belief as to the circumstances 
and conditions under which stockholders and security holders who 
do not appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a bona fide 
owner; and this affiant has no reason to believe that any other 
person, association, or corporation has any interest direct or in- 
direct in the said stock, bonds, or other securities than as so 
stated by him. 

E. P. BEEBE, Assistant Treasurer. 

Sworn to and subscribed before me this Ist day of April, 1930. 

JULIA C. H. ALLEN, 

Notary Public, New York County, Clerk’s No. 170, Register’s 

No. 2A-131. Commission Expires March 30, 1932. 


Model Paint Store Was Shown at Distributors 
Convention 


MODEL of a retail paint store prepared by the Do- 

mestic Commerce Division on the basis of findings 

in connection with its study of distribution costs in the 

paint industry was exhibited at the New York conven- 

tion of the National Association of Paint Distributors, 
Feb. 24 to 26, inclusive. 

A model store complete in every detail shows the rec- 
ommended arrangement and lighting for a modern retail 
paint establishment. Open shelving is employed and the 
island groupings of display tables is used, allowing ample 
room for customers to circulate through the store and 
come in direct contact with the merchandise. 
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lee Cream Spoons 


When it’s time to serve lemonade and cold drinks, 
it’s time to sell good Ice Picks. The Arcade Ice 
Picks are an essential part of the kitchen equip- 
ments all the year round! The carefully ground 
and hardened points made from the highest grade 
of steel, crack the ice with a clean accurate pre- 
cision, The nickel plated cast head makes them par- 
ticularly convenient for cracking ice in the hand. 


For dishing ice cream and for any other use where 
a sturdy spoon is needed, the Arcade short han- 
dled Ice Cream Disher is just the thing. Equipped 
with a hard rubber-rough-grip handle that fits 
comfortably in the hand. 


ARCADE | rays 


Areade Manufacturing Co. 
Freeport, Illinois 


NEW YORK DALLAS J.T. ROWNTREE 
200 Fifth Ave. D. D. Otstott, San Francisco Salt Lake City 
CHICAGO Inc. Los Angeles Seattle 
553 W. Randolph St. Santa Fe Bldg. Denver Portland 
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The \_ 
woman$* 
vote is for 


Allith 





ALLITH “1010” 


She drives as often as her 
husband—the garage is almost 
as much a part of the house 
as the kitchen—doors must 
work as easily. 


Naturally Allith’s ease of op- 
eration and all weather per- 
formance appeal to her. She 
is an increasingly important 
factor in garage door hard- 
ware sales. Don’t forget to 
include her in your sales 


talks. 


Allith “1010” Watershed for 
single and parallel doors 


One piece steel track; simple construction; no rivets or 
welds; perfect alignment; rounded tread makes for easy 
running and minimum of friction. 6, 8 and 10 ft. tracks 
Certified Malleable construction throughout, except 
hardened steel roller bearings, axles and steel saddle. 


Allith-Prouty Company 


Danville, Iil. 


Manufacturers of 
Garage Door Hardware industrial Door Hardware Malleable Iron Washers 
Spring Hinges Fire Door Hardware ium Seat ckets 
Rolling ders Overhead Carriers —e Iron 
ings 


Alrport Door Hardware Door Hangers 











Hawley-Smoot Tariff Bill Conference 
Will Not Evoke Hardware Discourse 
By L. W. Moffett 


(Washington Bureau of HARDWARE AGB) 

Hardware items in the metal schedule of the Hawley- 
Smoot tariff bill apparently will not be the object of a 
great deal of discussion in conference. In general the 
Senate bill contains lower rates of duty on these lines than 
does the House bill and Senate conferees are understood 
to be holding out strong for the changes made in the 
Senate. There will be so much compromising necessary 
before the bill goes back to Congress for final vote that 
it is not possible to say what effect the negotiations will 
have on hardware lines. Their consideration may develop 
some sharp discussion, but relatively it is not expected to 
approach the importance of debate over such things as 
the debenture, flexible provision, cement, lumber, oil and 
hides. 

It was the action of the Senate in cutting rates on hard- 
ware lines that played an important part, however, in 
bringing the level in the metal schedule of the Senate bill 
lower than the House bill level. According to Chairman 
Smoot of the Senate Committee on Finance, the average 
rate of the metal schedule as passed by the House was 
36.34 per cent and as passed by the Senate, 32.35 per cent. 
In the existing Fordney-McCumber act the average rate 
of the metal schedule is 33.71, or 2.63 per cent less than 
the House and 1.36 per cent more than the Senate schedule. 
As has been pointed out in Harpware Ace, the Senate 
sharply slashed House bill rates on such items as aluminum 
products, including table, household, kitchen and _ hospital 
utensils; lighting fixtures, metal electrical equipment, and 
hand-made metal drills and other cutting tools. 

Leaders in Congress have said that they expect the bill 
to be finally passed on by the end of the present month. 
Manifestly they can only speculate as to the time required. 
It is certain business interests will be glad when the 
measure is out of the way. They are concerned over the 
uncertainty it has created with the result that it is con- 
sidered to be a factor in holding business and therefore 
employment to lower levels than otherwise would be the 
case. Enactment of the bill is expected to be followed by 
stimulated business, and, despite talk of a possible dead- 
lock in conference or a presidential veto, the general belief 
is that the bill will not only be passed by Congress but 
also signed by the President. 

a 

Despite the fact that the number of employees in 71 
hardware manufacturing plants reporting to the Bureau of 
Labor Statistics, Department of Labor, declined to 30,150 
in February from 30,540 in January, a drop of only 390 or 
1.3 per cent, the amount of the weekly payroll rose to 
$743,901 from $730,485, an increase of $13,416 or 1.8 per 
cent. A different picture is presented when comparison is 
made with February of last year. The hardware industry 
showed a decrease of 8.5 per cent in employment and of 
15.2 per cent in the payroll in February of the current 
year. 

x * * 

Manufacturers of saddlery hardware products represent- 
ing close to 80 per cent of the national output will hold a 
trade practice conference Tuesday, April 15, in Washington 
at the Chamber of Commerce of the United States. Chair- 
man Garland S. Ferguson, Jr., of the Federal Trade Com- 
mission, will preside. This conference was authorized by 


the commission in January, but no time or place was then 
designated. 
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The first distribution census ever undertaken by the fed- 
eral government was started under way last week. The 
Bureau of Census officials are anxious that the wholesale 
and retail trades will cooperate freely and make out the 
schedules in order that the census may be made as suc- 
cessful as possible. Distribution is recognized as being a 
subject of tremendous importance but regarding which 
relatively little is known. The paucity of data on whole- 
saling and retailing is recognized as hampering and halting 
production in its effort toward efficiency. Partially, at least, 
as the result of having so much more information on pro- 
duction, that section of the business world has progressed 
in efficiency much more rapidly than has distribution. The 
average output per worker in production has increased 85 
per cent since the beginning of the century and 34 per cent 
since the termination of the World War. No comparable 
figures are available concerning the efficiency strides in the 
distributive field, but the fact that production is taking a 
smaller and distribution a larger share of the consumer’s 
dollars than before the war makes it quite clear that dis- 
tribution has not increased in efficiency as rapidly as pro- 
duction. It is believed, therefore, that the distribution can 
be improved in the basis of the information which will 
come from this census. It is readily seen that improve- 
ments in distribution will help the merchants, manufactur- 
ers, and farmers, and, in the end, will also prove beneficial 
to the consuming public. 

The type of questions to be asked wholesalers and re- 
tailers, and particularly those in the hardware field, has 
been set forth in HARDWARE AGE. 

* ok Ox 

The Division of Simplified Practice, Bureau of Stand- 
ards, has sent to manufacturers, distributers and users of 
carriage, machine and lag bolts, blanks for their signatures 
denoting acceptance of the proposed revision of the sim- 
plified practice program covering these products. If suffi- 
cient acceptances are received the revised program will be 
made effective from March 15: The ‘list covers uniform 
practice for packing of these bolts. There are five proposed 
changes. Carton and bulk packing would be consolidated 
into one standard method, instead of being packed separ- 
ately, and the tables covering these items would be num- 
bered 1, 2 and 3, instead of ranging from 1 to 5. By 
making certain changes in gross weight it was found that 
some additional sizes of bolts could be included without 
increasing the variety of standard containers. On some 
of the items, the number of bolts per package has been 
increased, and on others, decreased, so as to secure better 
packing. Certain diameters and lengths have been added 
so that the recommendation may conform more closely 
to the basic sales lists in use by the industry. The adop- 
tion by the industry of the recent American standard sizes 
of heads and nuts necessitated some changes in weights. 

ce 2 

Japanese cherry blossoms, in all their rich coloring and 
profusion, again have made their annual appearance on 
the “speedway” at the Nation’s capital. And the usual 
crowds of people from all over the country and parts of 
Canada are in Washington to see the beauteous sights. 
These visitors, numbering many thousands, bring nice busi- 
ness to the retail merchants, who are altogether in favor 
of the volumes of free advertising these blossoms get in 
the press throughout the country due to the fact that 
Washington alone has the Japanese trees, donated by the 
Japanese government. Perhaps some day enterprising 
Chambers of Commerce in other cities will endeavor to 
import these trees, seeing that their lovely dress attracts 
so much business. By reason of their color the blossoms 
are prettier than the white blossom of American cherry 
trees, but lack the scent of the latter. 




















The new Griffin PER- 
FECTION Screen Door 
Hardware Set No. 1740 
offers improved de- 
sign, superior quality 
and efficiency at an 
appealing price. Ask 
for our new folde: 
which illustrates and 
describes this latest 
GRIFFIN product. + ~ 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 
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Improvement Is Predicted In Auto Tire Activity 


| eee evidence of recovery of the rubber in- 
dustry of the United States from the busmess de- 
pression is furnished in a statement by Frank A. Seiber- 
ling, president of the Seiberling Rubber Co., Akron, 
Ohio, and recently head of the Rubber Manufacturers’ 
Association. 

Mr. Seiberling believes that the forecast made to Presi- 
dent Hoover at the industrial conference in Washington 
last December is being fulfilled by rubber manufactur- 
ers, that unemployment in the rubber industry has been 
relieved and that a severe tire shortage impends because 
of the low inventories, which will demand a huge pro- 
duction during the next four months. 

“An increase of 25 per cent in Seiberling truck sales 
for March as compared to March, 1929, indicates that 
operators of large commercial truck fleets throughout the 
nation, like the railroads, are investing in equipment in 
anticipation of heavy transportation requirements during 
the second and third quarters. “In foreign markets, all 
of which reacted in sympathy with the American stock 
market, and in many areas experienced poor 1929 crop 
and marketing conditions, recovery is somewhat spotty 
but on the whole very encouraging.” 

“The Seiberling Rubber Co.,” Mr. Seiberling con- 
tinued, “with reduced inventories, increased its produc- 
tion in March over February by 45 per cent. It is plan- 
ning increased production in April of 100 per cent over 


March, of 140 per cent during May and of 200 per cent 
in June to meet the demands for its products. 

“The months of April, May, June and July will pro- 
vide employment for labor in the rubber industry above 
the average of the past five years.” 

Estimated inventories of manufacturers’ stock as of 
March 1, 1930, show approximately 15 per cent fewer 
tires on hand than on March 1, 1929. The quantity of 
tires in dealers: stocks also is substantially lower than at 
this time last year. 

Leaders in the rubber industry, it is stated, unite in 
the prediction that an acute tire shortage may occur dur- 
ing the third quarter of 1930, and are planning huge tire 
production programs to meet an unprecedented demand 
for replacement tires. Slackening in new car sales and 
subnormal tire replacement purchases by car owners 
during the past six months, they believe, assure very 
large sales of tires through dealers for renewals during 
the second and third quarters of 1930, a factor which will 
largely counterbalance the lessened demand for tires from 
car manufacturers. 

Commenting on conditions within the industry, Mr. 
Seiberling declared that the low point had been definitely 
passed and that the trend upward is unmistakable. Man- 
ufacturers and dealers alike, he said, will operate during 
1930 under better auspices than for several years, and it 
may be expected that higher prices will follow an upward 
trend during 1930. 














CHICAGO 











PAGE STEEL and WIRE COMPANY 


230 Park Avenue, New York, N. Y. 
DISTRICT OFFICES: 
PITTSBURGH 


An Associate Company of the American Chain Co., Inc. 
in Canada: Dominion Chain Co., Ltd., Niagara Falls, Ontario. 


| PAGE cunFENCE ® 


PROFITABLE 
... since 1883 


47 years ago PAGE produced America’s 
first wire fence. Since that time it has 
demonstrated its worth under all possible 
conditions and is the first choice wher- 
ever the best is desired and maximum 
service expected. 


That’s why PAGE Lawn Fence has been 
a profitable item for thousands of dealers 
over this long period. Every year it 
makes new friends—holds old customers. 


Order your supply now and take advan- 
tage of the big fencing season at hand. 
PAGE comes in two styles—both double 
and single picket to meet different price 
requirements. Write today for complete 
information and prices. 


SAN FRANCISCO 
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arLight 
Weight Trowel 


25% lighter—that’s only one of the big rea- 
sons why Plasterers prefer this finishing 
trowel. They know that while Marshall- 
town led the way in giving them a Finish- 
ing Trowel that is a miracle in light weight 
—in addition, this same trowel has the 


Locks Post Office | quality, the balance and the “hang” that 
ui - : | | means easier work and long life. 


Locks, Safe Locks, 


: oe ya 







No. 04942 






HE Eagle Line of 
locks  ineludes 


Combination Pad- 
locks, Loeker Locks. 
Drawer Locks, Chest 












































You will find many — 
ne Night Latches 
opportunities to sell eal Riedl 
Eagle Combination Front Door Sets 
Cabinet Locks 
Locks. It pays to Store Door Sets ik : 
carry them in stock. Padlocks ‘i ‘ 
Wood Screws = \ 
We will welcome Stove Bolts | i oie \\\ 
your inquiries ni 














fornia pattern handles, 


— “eA anal 7 im mm mn Bred ot ie 





The demand for Xtralite Trowels assures 


; a continuous stream of profitable sales for 
EAG E C , co. —— — this line. Besides Plasterers’ trowels—the 
eneral Sales ice ralite teature is also available in Cement Finishing Trowels. 


26 Warren Street - WwW York Leading Hardware Wholesalers handle the Marshalltowr 


| F ‘ 
| Line. Write us for latest catalog. 
| 


| Marshalltown Trowel Company 
| Marshalltown, Iowa 











Bronch Offices: 
521 Commerce St. 177-179 N.Franklin St. 14 Bedford St 
Philodelpnia, Pa. Chicogo, Ill. Boston, Mass 
Works ot Terryville, Conn. 
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BUR-WIN 


Garden Pottery 


This beautiful High Fired, Gray Glaze Gar- 
den Ware is a profitable item with many 
hardware dealers. 


The BUR-WIN line comprises Pedestals, 


Fountains, 


Bird Baths, Gazing Globes, 


Hanging Baskets, etc., in exclusive designs. 
Send for Catalog and Prices. 


The Burley & Winter Pottery Co. 


Mfrs. 


of The Famous Heart Brand 


Stoneware & Bur-Win Garden Ware 


Crooksville 


Ohio 














Light 
Electric 
Freight 
Elevators 





Whether it be a light or heavy 
duty type Elevator, Kimball 
builds to suit your requirements. 
A corps of able engineers work 
out your specifications and fit 
the elevator to your require- 
ments. 


Kimball elevators are economical 
in initial cost and in cost of op- 
eration. Write for literature on 
the type of elevator machinery 
you are interested in. 


KIMBALL BROS. 
COMPANY 


Builders of Elevators for 46 Years 
1205-19 South Ninth Street 
Council Bluffs, lowa 
4-29 


gta. 
i t. D ‘S ‘\3 
‘|| ELEVATORS ) 
ra\\" id) 


oti 














Handbook Is Issued for Small Store Advertising 


HE advantages of advertising, the common ratio of 

advertising expense to net sales for stores of dif- 
ferent types and volumes, and practical suggestions for 
the small store advertiser are included in a handbook for 
the retail merchant recently issued by the Chamber of 
Commerce of the United States. 

The advantages of advertising are summarized as 
follows: 

1. Identifying a store with certain kinds of merchan- 

dise of certain grades. 

. Building of confidence and good-will. 

. Attracting new customers ; holding old customers. 

. Increasing sales and speeding turnover. 

. Reducing expense by spreading it over an increased 
volume. 

6. Stabilizing merchandise, methods and prices. 

It is pointed out that the medium and the size of ad- 
vertisement chosen must be determined in relation to the 
sales budget and the expected benefits. Preliminary 
analysis of a store’s trading area, it is pointed out, 
should include the following questions, on the answer to 
which will depend whether the advertising idea must be 
based on price or quality, and whether advertising should 
be of the merchandise, prestige, education or news type: 


wif W Ny 


1. How many blocks (or miles) is it reasonable to 
expect people to come to patronize the store? 

. What means exist to reach these people effectively 
at a practicable cost, with as little waste as pos- 
sible ? 

3. Do the people of the neighborhood buy for quality 
or price? 

4. What do they buy? 

5. In what quantities ? 

6. At what times? 

7. Where will they naturally expect to read about 
this type of goods? 

8. What do they want that is not offered? 

9. Why do some trade elsewhere? 

10. Are the incomes of these consumers high, medium 

or low? 

11. What media could be expected to reach and appeal 

to these people ? 

“Small Store Advertising” is available from the Do- 
mestic Distribution Department of the Chamber of Com- 
merce of the United States for 15c a single copy, or in 
quantity at lower rates. 


bdo 


Few Installment Sales Entail a Loss for Dealers 


A recent survey of 212 electrical appliance stores cov- 
ering figures for the year 1927 showed that the average 
number of installment sales showing a loss amounted 
to only 1.5 per cent of total sales. The returns show 
that over one-half of these stores kept their losses 
down to the low figure of two-tenths of one per cent 
of their sales, but in the remainder of the stores some 
of them had percentage losses as high as five per cent, 
which raised the general average to 1.5, according to the 
Retail Credit Survey of the Department of Commerce. 
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“Singing In The Bath Tub” 


ooo ” We don’t know what causes the man in the bath 
. tub to sing, but we do know that many housewives 








are singing the praises of 


RINGCO 


Bath Room Fixtures 


because they never rust or tarnish, being Chromium 
Plated over heavy nickel plate on a brass body. Profit- 
able sellers. Send for Catalog. 





No. 3246 


Tumbler Holder 
No. 3246, Nickel Finish 


We also make Furniture Trimmings, Upholsterer’s Nails, Eyelets, 
Grommets and Washers 


sia, Wee eis nl AMERICAN RING COMPANY 
Waterbury Connecticut 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 
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he Royal Grinder 


Whenever you sell cutlery let 
your customers see the Royal 


il. 


le, IO” Alt, bP” Altay OBE” tan OE: By. Ets, OP 


— 


For the farm—the 


Cheney No. 7, finished Grinder,— they are all good 

in black, with extension 

rest for grinding mower 
knives and axes. 


prospects for Royal Grinders. 


Explain to them how handy 
and economical it is to have a 
grinder. 


Royal Grinders have given 
satisfactory service since 1900. 
Remember the Royal has a 





tlt, AP” ilies, OP (itn OF AP ily, * 


: oe For the home—the 
genuine vitrified corundum Recat a fabbel te 


wheel. purple, made in 4 sizes. 


ae 


Write for complete illus- 
trated catalog. 


ae 





te 


S. CHENEY & SON 


aN 


Manlius, N. Y. ) 
B-103 
P ~~ 6 ee, a de ee ee de ee eee 
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INDIANA 


X-tra Quality 


SHOVELS 


When it comes right down to real 
long wearing shovel quality, every 
INDIANA Shovel is the “Ace of 
Spades.” 

And they SELL fast they 
SHOVEL. Over 40 types of “ace- 
high” Spades. Shovels, and Scoops 
in the big INDIANA line. Keep 
stocked. 


as as 


Ask Your Jobber 





No. 


114 


The Ingersoll Steel & Dise Co. 


New Castle, Indiana 











Adhesive, Not Merely Sticky 


re. 


Mp Wa, 
\ 2 > 
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On. 
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SLIP 
FRICTION 
TAPE 





Slipknot Friction 
Tape is the “happy 
medium” between 
tapes that are too 
sticky and others 
which are_ not 
sticky enough. 
Slipknot is exactly 
right for the pur- 
pose. 

It is very adhesive 
—once applied, it 
HOLDS securely 
to the job and does 
not dry out. 


It 
Serves 


Many Uses 


Attractively put up in Orange and Blue Packages in 
1, 2, 4 and 8 oz. rolls. Also in Counter Display Car- 


tons in 1 and 2 oz. roll sizes. 
profit. 


Quick sales. Good 


Complete customer satisfaction. 
SOLD THROUGH JOBBERS 


Also manufacturers of Rubber Heels and Composition Taps 
Rubber Bands “Dime Assortment Display Cartons” 


Plymouth Rubber Company, Ine. 


1000 Revere St. 


Canton, Mass. 








| ot 


Little yarns that others have laughed over 

As a contem- 

porary puts it: “Some of them have been 
copied, the rest will be.” 


culled from various sources. 





fA) 





He: “How do you know he 
was drunk?” 

She: “He was looking in the 
cuckoo clock for eggs.” 


“Who broke the window pane 
in your house?” 

“Mother did, but it 
ther’s fault. He ran 
it. 





was fa- 
front 


nl 


The wife of a certain success- | 
ful candidate for public office 
was asked if husband had 
féted much he 
cended to his local throne. | 

“My land, yes!” she replied. | 
“He ain't had his knife out of 
his mouth since election.” 


her 


been since as- | 


Visitor to No. 1897: “You | 
know, stone walls do not a} 
prison make, nor iron bars a | 
cage.” 


No. 1897: “Well, if they don’t | 
I've been crazy for sitting here | 
this long.” 


| 
“Imagine my embarrassment,” | 
said Aunt Emma, “when, ac- 
cording to my usual custom, | 
looked under the bed before re- | 
tiring. I had forgotten I was | 
in an upper berth.” 
aan | 
An old, Chinaman, delivering | 
laundry in a mining camp, heard 
a noise and espied a huge brown 
bear sniffing his tracks in the 
newly fallen snow. 
“Huh!” he gasped. “You 
likee my tlacks, I makee some 
more.” 


Judge (in assault and_ bat- 
tery case)—What weapon did 
you use to reduce the complain- 
ant to this condition ? 

Defendant (proudly) — No 
weapon at all, yer honor. It 
was all hand work. 


Jones (venturing out for the 
first time in his new car)— 
“Don't talk for a few minutes, | 
my dear; here is a_ telegraph 
post coming.” 


Tell me, have any big men 


la 





ever been born in this town? 
Nope, only babies. 


A rich but very eccentric man 
died. ~The clergyman, who was 
young and new to the parish, 
thought it a fitting opportunity 
to call and comfort the widow. 
“You must not grieve,” he told 

“The body that lies here 
not your husband. It 


her. 


is is 


| merely a husk, an empty shell— 
| the nut has gone to heaven.” 






- 


“What was you doin’ in the 
wah, boy?” 

“Me—I wuz a pilot in de cav- 
alry.” 

“Hush yer mouf. Dey don’t 
have no pilots in de cavalry.” 

“Do, too! De corporal says, 
‘Pile it yere, black boy, and I 
pile it there’.” 





g" 


daw 


A politician was called up at 
his office recently and notified 
that his wife had presented him 
with triplets. He was silent for 
and then boomed 


moment 
forth: “I demand a_ recount.” 
Doctor (to fair patient) : 


“You certainly have acute ap- 
pendicitis.” 

Fair Patient: 
you flatter me.” 


“Oh, doctor, 


The first time a Scotchman 
used the free air at the garage, 
he blew out all four tires. 


There may be some difficulty 
in selling an electrical appliance 
to a woman, but try to take it 
away from her. 


Stern Father (to son depart- 
ing for boarding school): 
“Now, don’t let me hear any 
bad reports about you!” 

Son: “I'll try hard, dad. But 
you know how those things leak 
out.” 











N 
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We offer the following advice | Frosh: “How do you suppose 
to women on how to drive a}a fellow with two wooden legs 
nail without a hammer : can walk?” 

Ask your husband to drive the Soph: “Oh, he probably just 
nail. manages to lumber along.” 

He will inquire: “Where is 
the hammer ?” 

Ask him how you should 
know. 

He will reply, “Well, you 
should.” 

Ask him if he married you so 
that you might keep track of 
hammers. Cohn pulled out his pistol and 

He will answer: “Darned if| put it in Rosenstein’s face. 

I know what I married you] Just as he was about to fire, 
for.” Rosenstein said: “How much do 

State that neither do you. you vant for the gun?” 

This will hit the nail on the|” Cohn, in telling the story, 
head. said: “And how could I kill a 

If necessary repeat. 





Introducing 


| To The Hardware 
| Trade The Famous 


ParBag 


“Distinctive bags for Discriminating Golfers” 


Golf Bags 


HIS is an innovation, as heretofore Par-Bags 
have been sold exclusively through sporting 


goods stores. 





man ven he was talking busi- 
ness?” 

Par-Bags need no introduction to golf players. 
You will see them on every golf course from coast 
to coast—more Par-Bags sold than any other golf bag. 





| 

= | 

Teacher—Can anyone tell me 
where Pittsburgh is? “Here's a 

Voice (in rear)—Sure, they | course that claims to add three 
are playing in New York now.| thousand words to a person’s 
vocabulary.” 

“Don’t let your mother get 

Black: “So you had a chance | hold of it.” | 
to see the king’s palace in En- ——_ | 
gland, eh? What did you think 
of it?” 

White: “Well, after seeing 
our own movie houses, filling 
stations, and hot-dog stands, it 
isn’t very impressive.” 


correspondence 


| . 
| Par-Bags are the smartest golf bags ever designed, 
| the best values and they insure the dealer quick sales 
and a real profit. 


Par-Bags are shown in a complete range of styles 
and prices from Sunday Bags to English Ritchie All- 
Leather Bags. Send for a folder and a sample carton 
containing SIX CHALLENGE SPECIALS, retailing 


at popular prices. 


When you feel blue, battered, 
beaten by better men than your- 
self, don’t feel discouraged. Go 
home and take it out on the 
wife and kids. They'll still be- 
lieve you're a hero. 


Pacific Coast Rep.: ALDEN GLAZE CO. Eastern Rep.: EDWIN J. HUGHES 
143 2nd Street, San Francisco 1270 Broadway, New York 


Atlantic Products Corp., Trenton, N. J. 








Aunt Sidonia, an Alabama |__AND ALL JOKING ASIDE 
negress, was a great advocate ee 
TEN WAYS TO KILL 


of the rod as a help in child- 
AN ORGANIZATION 


raising. As a result of an un- 




















merciful beating which she gave 1. Don’t go to any of the 
to her youngest and “orneriest,” meetings. ss 
she was brought into court one 2. But < you do, go late. 
day by outraged neighbors.| 3 1 the weather doesn't suit 
The judge, after giving her a you, don’t think of going. : Mh 
eee lecture, asked if she had 4. If you do attend a meeting, | | ‘ “Sy x 
anything oO say. : _ find fault with the work of ae ne 
Jest one thing, jedge,” she the officers and the members. ; ae 
replied. “I wants to ax you a| 5 Never accept an office, it is a 
—— Was you ever the easier to criticize than do ¥ 
parient of a puffeckly wuthless things. 
cullud chile?” 6. Nevertheless, get sore if you 
are not appointed on a com- 
mittee, but if you are, do not 
attend any of the committee 7 : 
meetings. 4 Pia 
7. If asked by the chairman to Be , 
give your opinion on some 9 * 


matter, tell him you have 
nothing to say. After the 
“Ought I to marry a girl meeting, tell everyone how 
who is my inferior mentally?” things should be done. 
“Tf possible, yes.” 8. Do nothing more than is ab- 
solutely necessary. When é ; 
he . 1 their sleeve For breaks or cracks in : 
others roll up their sleeves | A plaster walls... you =e 











a 


ime : 








Hubby: “Well, dear, I sup- 
pose you were right about there 
being burglars in the house last 


s ” . . . 
night. organization is run by a * costs no more. 2%, 5, % 
Wifey: “Why?” clique. ae 8 and 15-lb. cartons. Sond 


Hubby: ‘‘Because the money 
I had in my pocket is gone.” 
Wifey: “Well, why didn’t you 
get up and shoot the burglar?” 
Hubby: “If I had, I’d have 


been a widower this morning.” 





and willingly and unselfish- 
ly use their ability to help 
matters along, howl that the 


9. Hold back your dues as long 
as possible, or don’t pay 
them at all. 

10. Don’t bother about getting 
new members, let George 
and Jean do it.—Clipt. 





Be 


can safely recommend 
Pecora Perfect Patch- 
ing Plaster. Made to a 
superior formula but 


Write for sample and 
prices. Pecora Paint 
Company, 4th Street and 
Glenwood Ave. Phila- 
delphia. Established 
1862 by Smith Bowen. 
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... another of the 




















Knurls and — 


American Swiss 


Tool Line! 


A distinctive screw driver of 
quality. Hand forged blade of 
quality steel, scientifically heat 
treated and highly polished. Fur- 
nished with Bolster Lock in Ferrule 
and long square tang guaranteed 
not to turn in handle. Handle is 
octagon shaped and Tuscan red 


finish. Length of blade: 2% to 
iz. 


American Swiss File & Tool Co. 
400 Trumbull St. Elizabeth, N. J. 


PSwiss\ 


Mechanics’ Hand Tools 












= 


= 
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How Sprowls Attain $300,000 Volume 


| in Village of 1250 


(Continued from page 41) 


necessary to satisfy their appetites. Tousists and other 
strangers in town are frequently attracted to the store 
by the crowds, and often express the desire to pay for 
their lunch, but their money is politely refused, for 
Sprowls lunches are free to all. The food is especially 
prepared and the best the market affords. Only selected 
hams of a certain weight are purchased, and these are 
delivered to the town baker, who after covering them 
with dough, bakes them in a slow oven for many hours. 
Other foods are just as tastefully prepared and care- 
fully selected. 2500 buns are often required for sand- 
wiches for one day’s lunch. 

















IMPROVED 


“SO0-BOSS 


Cow-Hobbles 





Jor GreaterProfits 





The new ‘“SO-Boss” 
viding maximum flexibility and adjustment—new fast- 
ener is easy to operate and positively holds chain at de- 
sired tension until released—special burnishing provides 
smooth surface that cannot injure animal and new 
copper finish adds sales appeal. 
this new “SO-Boss” or write us for information. 


Simonsen Iron Works 


chain has short welded links pro- 


Ask your jobber about 


Sioux Rapids, Iowa 











R EAL “specials,” which in many instances have been 
purchased six months in advance on a low market, serve 
as a further attraction. Care is exercised to make cer- 
tain that any article sold as a special is priced considerably 
lower than a like article can be purchased elsewhere in 
the locality. Many other articles, whose resale prices 
have not been definitely established by manufacturers or 
precedent, are offered at a special discount of 10 per 
cent off for cash. It is this particular phase that the 
Sprowls’ plan differs from the somewhat similar affair, 
which is an annual feature of the store operated by Bob 
Murray of Honesdale, Pa. As a result of this genuine 
effort, which is made to sell merchandise during the 
party, cash sales approximate $4,000 daily. Eight extra 
salesladies are engaged to wait on trade. Advance orders 
are also booked in substantial numbers for later delivery. 
As a matter of fact, for the three weeks following the 
“Big Party,” three delivery trucks are kept constantly on 
the go, delivering merchandise purchased during the 
event. Every visitor receives a cordial greeting and a 
hearty handshake. Mr. Sprowls contends that “Smiles 
beget smiles,” and says “We try to see that everyone 
has an enjoyable time.” 

Manufacturers’ and distributors’ representatives are 
always present and usually do a “land office” business. 
Several of the representatives have attended every “Big 
Party” for ten years or longer, and the affair has their 
wholehearted support. W. J. Beatty of the International 
Harvester Co., Pittsburgh, Pa., when asked for his 
opinion of the party, said: “It’s the best and biggest stunt 
that I know about. The store sells as much of our mer- 
chandise in four days as some stores do in an entire year. 
I wrote one order yesterday for $1,658. J. P. Metham, 
representing F. E. Meyers & Bro. Co., Ashland, Ohio, 
declared : “The ‘Big Party’ is a wonderful business build- 
ing idea. You know how a large portion of the public 
feels about most merchants. They think he makes 500 per 
cent profit, takes all their money and never gives any- 
thing away free. This firm forces such people to change 
this opinion and they consider the store an exception—as 
it is. It requires a lot of personality and ambition to ac- 
complish what this store has, but plenty of hardware 
merchants in other sections of the country have the nec- 





essary qualifications, if they will but apply them. I’ve 


Reading matter continued on page 90 
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Even so small a 
thing as a tack 


Atlas Tacks...small in stature 
...can be of large importance 


to you. 


Clean cut, sharp, serviceable 
items ... they give satisfaction 


to all classes of consumers. 


Your jobber has a complete 
line... in quality and price 
range. It will pay you to ask 


for them by name. 


ATLAS TACK 
CORPORATION 


ST. LOUIS, MO, 






FAIRHAVEN, MASS. . . 
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In the Fall of 1928 
we announced 
“something new” 
in Poultry Netting 
and since that time 
Superior Brand 
has been identified 
by the now well 
known trade mark, 
rooster in colors. 


This _ effective 
identification of the 
product has re- 
sulted in greatly in- 
creased repeat 
orders. 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 






















Cutlery Buyers!! 








UNRESERVED SALE OF 


15,000 Dozen 
(180,000) 


FAMOUS ‘‘ELECTRIC’’ BRAND 
HIGHEST QUALITY 


Pocket Knives 


LATEST AND MOST POPULAR DESIGNS 





Pocket knives will be 
sold in case lots of 50 
doz. each and upwards. 
Any further information 
desired con be had upon 
request to auctioneer. 














ALSO 
1000 SETS “ELECTRIC”’ 
STAINLESS TABLES 
By Order Electric Cutlery Co., Walden, N. Y. 
SALE 
11 a. m., TUESDAY, MAY 6th 


AT OUR SALESROOMS 


E. BISSELL & co. Wholesale Auctioneers 


133-1385 GREENE ST., NEW YORK CITY 
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cording to the old 
methods were all 
horseless carriage— 
Stiff competition 
compel the ee 
w methods if he 
dopt “eo nas helped 
he change and 
Why not write 
No obligation. 
letterhead 


WHEN 


Do as the Romans —— 
saw. Old merchandising 
right in the days of the 
but they won’t do now. 


merchant to 4 
a to make any eee Y 
hundreds of stores to _— 
build up 4 profitable busin ~ 
for the complete story aaa peg 
Just tear out this ad—pin to. 


and mail. cs 
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Now Get 
AUTO Key Business! 











New - Type Combination 
Duplicating and Code- 
Cutting Machine at 
Startling 


LOW PRICE! 


ADD a profitable Auto Key Dept. 
to your key business. Replace lost 
auto keys from code while 
customer waits! New, rev- 
olutionary type code-cutting 
machine. Startling LOW 
PRICE! Everything on 
one machine. Fast, accu- 
rate, profitable! Attractive 
terms! Write today! 


Sells at 144 Usual Cost! 

Merely Set Handy 

Dial Pointers at De- 

sired Codes—and cut 
key! 


WE PUBLISH NEW 
TYPE CODE CUT- 
TING DATA 





OUR POLICY: “We Sell Only to Locksmiths” 


LOCKSMITH SERVICE 
& SUPPLY COMPANY 


745 Beaubien St.--: Detroit. Mich. 

















IWAN Post Hole Diggers 
Are Advertised to Help You 


They sell on merit. 


We do not make 
“private brands” for 


any Jobber, or 
compete with you 
by selling to Mail 
Order Houses. 

Your Jobber will 
supply you with 
genuine IWAN 


Tools. 
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| attended the 





‘Big Party’-for a number of years and 
rarely fail to sell in the neighborhood of $2,000 worth 
of Meyers’ spraying equipment and water systems. It’s 
much better than any fair, for people don’t go to a fair 
to buy, while buying is a prime motive on this occasion.” 

Other concerns represented by special salesmen or 
demonstrators were likewise effusive in their praise of 
the affair. They included: The Ohio Cultivator Co., 
Bellevue, Ohio; Benjamin Moore Paint Co., Cleveland, 
Ohio; The Dexter Co., Fairfield, Iowa; Hunt, Helm, 
Ferris & Co., Harvard, Ill.; Hall-Neal Furnace Co., In- 
dianapolis, Ind.; Marietta Silo Co., Marietta, Ohio; Jos. 
R. Wotherspoon, Inc., Sinking Springs, Pa.; The De- 
Laval Separator Co., New York City; Great Western 
Stove Co., Leavenworth, Kan.; The Kelvinator-Leonard 
Co., Pittsburgh, Pa.; The Atwater Kent Co., Philadel- 


| phia, Pa.; American Steel & Wire Co., Pittsburgh, Pa., 





and Adam Bartel Co., Richmond, Ind. 

Some of the manufacturers gave interesting demonstra- 
tions of their products. Gas ranges were baking angel 
food cakes, which were started in cold ovens. An expert 
decorator applied the latest quick-drying finishes on ar- 
ticles of many types. The keen interest in each particu- 
lar product is indicated by the success of the paint dem- 
onstration. [ive hundred coupons, which when pre- 
sented at the store, together with ten cents, entitled the 
holder to a twenty-five cent can of paint and a fifteen 
cent brush were redeemed. Paint sales, for the four 
days only, were about $500. 

When open-type display was evolved, George B. 
Sprowls & Sons was the first firm to adopt it in their 
section of the country. One of the best known display 
experts in the nation was engaged to supervise the 
installation of the new fixtures, receiving a fee of $300 
for the two days and a half devoted to the job. The 
money was well spent though, Mr. Sprowls will have you 
know, for fear that you might think the fee exorbitant. 
Improved results attributed to this change have proved 
many times more valuable than the sum which was in- 
volved. Mr. Sprowls makes two trips to the New York 
market every year to inspect the latest innovations, 
which might be sold in the store and to make necessary 
purchases of housewares, etc. 

Mr. Sprowls believes in going out after business. Rel- 
ative to this he said: “Some of the business will come to 


us naturally, but the balance will not, and it is up to us 


to go out and get it. We travel two men in our trade 
territory the year around, and in our rush season we 
have three. They call on the farmers and sell every- 
thing but concentrate mainly on units of relatively high 
value, such as water systems, spraying outfits, silos, 
tractors, lighting plants, radio sets, oil or electric refrig- 
erators, furnaces, parlor heaters and similar articles.” 
The store proper occupies a two-story building, having 
a full basement. It measures 34 x 150 feet. Several 
warehouses of varying sizes are also utilized. The aver- 
age stock represents an investment of $90,000. 

Mr. Sprowls, Sr., is ably assisted in the conduct of 
the business by two sons, T. Wray Sprowls, in charge 
of the radio and refrigerator departments, and George 
B. Sprowls, Jr., who supervises the paint and accounting 
departments. If perchance you happen to be in the vi- 
cinity of Claysville, drop in and introduce yourself to 
Mr. Sprowls. He’s a cordial host and a remarkable per- 


Reading matter continued on page 92 
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This sturdy, one- 
piece Band Saw TENDON SPRING 
has a solid iron : G@)IN BACK 
frame with re- 
movable base. 


It is right “Up- 
to-Date” in con- 
struction as well 
as in name— 
carefully ma- 
chined and cor- 
rectly adjusted. 





It operates per- 
fectly and the 
ATKINS Silver 
Steel Saw Blade 
makes quick 
work of any job. 


Price includes 1, 
h.p. motor with 
belt and pulley. 





rr ) NQMOTOR ADJUST- 
(3) NG SCREW 
BUILT-IN SWITCH 





Retails at $57.50 Fully Equipped 


Think of selling our ‘Up-to-Date’ Portable Electric 
12-inch Band Saw, fully equipped, including ATKINS 
Silver Steel Saw Blade for that LOW price. This 
outfit is the latest development in Blade Saw Equip- 
ment and has a special spring absorber to protect 
blades against breakage. 

All parts carefully machined and in perfect adjust- 
ment. Built to give entire satisfaction. Band Saw 
with Blade retails at $35.00. Base retails at $5.00. 
%4-hp. motor, belt and pulley retails at $17.50. Total: 
$57.50. May be had with '-hp. motor, belt and pul- 
ley at $5.00 extra over 4-hp. price quoted. Aluminum 
Saw Guard, $8.50. Send for Full Details. . 


UP-TO-DATE MACHINE WORKS 
2915 S. Wabash Avenue, CHICAGO, ILLINOIS 











Style N 


CAROLUS CUTTERS 


The Style N is the regular Bolt Cutter with the added End 


Cut, and also the Nut Splitter, making a 3 in‘l Tool. You 
can also im Carolus Cutters in Style A, ona Cut; also 
Style B, Straight and End Cut. Steel Plates hold Jaws rigid. 


Made in SIX SIZES and THREE STYLES. Why not Buy 
the Best Time-Saving Tools? 

If your Jobber cannot supply you, write us direct for 
Literature and Prices. 


CAROLUS MFG. CO. Sterling, IN. 
Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 





SOLDERING LUGS— 


All Styles, Sizes, Quantities 


SEAMLESS TUBING— 


Lengths and Coils 


We want to quote where quality counts 














& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 





REVERSE SIDE SHOWING 
BEVEL CUTTING EDGE 


Particularly adapted for hoeing, cultivating, dandelion 
cutting, and raking, (note saw tooth blade) drill digger 
for sowing seeds, weeding and other uses. 
A really useful tool. Finished in red enamel. Handle 
1'% in. diameter, 41/2 ft. long. Straight grained. Length 
of cultivator teeth, 4 ins. Hoe blade 3'/2 ins. long. In 
great demand. Order from your jobber. 


Imperial Bit and Snap Co. 


1400 Clark St. Racine, Wis., U. S. A. 














IS THE BLACKSMITH’S 
BEST FRIEND 


Its Use Enables 
Him to Weld Steel 
as Easily as Iron 
IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND CO. 
FORT WAYNE, IND. 


. 














~~ ARMSTRONG BROS. 


Improved Chain Pipe Vise 


Light, Strong—Fits in tool bag, attaches anywhere. 
One piece (patented) drop forged jaws give full 
support, prevent bending smallest pipe. Base and 
handle are drop forged, Screw of Alloy Steel, 
Chain—proof tested. 


This Mark Assures Satisfaction 
Armstrong Bros. Hinged Vises are of improved 
design and superior workmanship. Automatic 
locking, quick action, great strength, conve- 
nient weight. Jaws of hardened tool steel— 
Hooks Drop Forged. 

Write for Free Catalog B-27 Today 


ARMSTRONG BROS. TOOL CO. 
314 No. Francisco Ave. Chicago, U.S.A. 
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? PAINT-O-MI 
Ob gonna what you want in a spraying machine. Light- 
ness—ease of operation—easy cleaning—easy_lubri- 


cating—sturdy motor—full pressure to at least 25 Ibs. 
The ‘“Paint-O-Mister” has them all. $39.50 Retail. 


THE ATOMISTER CORPORATION 


39 Scott Avenue Rahway, N. J. 


eg 


STER 








BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


Sample free 









| 
RQVERING past 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 














POULTRY SHEARS 


Best 
Qualities 







All quantities 
delivered at the 
shortest notice. 


IMPORTERS Wanted. 


AUGUST BRECHER 


Solingen 3 Kornerstrasse 72 


GERMANY 




















nN 


Fie sere aan «J ; 


WATER SYSTEMS 


Waite for Water 
System Catalog 
L, which gives 
complete infor- 
mation on Dem- 
ing Shallow and 


‘oe. 


Fig 1062 
Deming 


ont" | Deep Well Water 
wae | Systems. 


System Bicig « 
THE DEMING CO. 
SALEM, OHIO « Est. 1880 





DEMING 











’ 


sonality. Ask him about the “Big Party.” Prepare to 
stay for an hour or so, however, for your visit will prove 
interesting and profitable. Unless they are extremely 
busy in the store, he will insist on showing you a model 
small-town bank, up on the corner, of which he is an 
officer and one of the principal stockholders. Then, too, 
you must meet his third and eldest son, who manages 
another entirely separate Sprowls concern—the city ga- 
rage, where a motor car agency has been maintained for 
many years. 


Controlled Recreation 
(Continued from page 50) 


It would be well to consider families with fairly good 
sized yard space, with a couple of small children and 
with a financial ability to be logical prospects for equip- 
ment. A mail, phone and personal solicitation campaign 
should develop the proper interest. With a store dis- 
play such campaigns should invite prospects to the store. 
Tell them to bring the youngsters along and you will 
have their services as selling aides without any additional 
payroll expense. 

The Playground and Recreation Association of Amer- 
ica, 315 Fourth Ave., New York City, sponsors the de- 
velopment of public and private playgrounds in all parts 
of the country. This is done with newspaper publicity, 
surveys of larger cities ; and in the promotion of juvenile 
tournaments. The association gladly furnishes interested 
hardware dealers with pamphlets outlining the work. 
From this and other literature available from. equipment 
manufacturers, a profitable department can be developed. 


Simplification of Arbor Holes Is Unanimously 
Approved for Saws and Grinding Wheels 


A general conference held March 20, 1930, at Wash- 
ington, D. C., under the auspices of the Division of Sim- 
plified Practice of the Bureau of Standards, Department 
of Commerce, and attended by representatives of manu- 
facturers, distributors and users, unanimously approved 
a simplified practice recommendation covering the shapes 
and sizes of Arbor Holes for portable electric circular 
saws and grinding wheels. 

it was decided that the approved shape of hole for grind- 
ing wheels should be round, while for saws, the shapes 
are to be round or round with flat sides. 

The size of arbor hole for the above shapes is to be 
1% in. in diameter (with one inch across flats where flat- 
tened sides are used). 

This recommendation is to be effective as of Jan. 1, 1931. 

In accordance with the usual procedure of the division, 
mimeographed copies of the summary report of the gen- 
eral conference will shortly be sent to all interested in the 
industry, requesting their signed acceptance. When suff- 


cient signed acceptances have been received, representing, 
at least, 80 per cent of industry, by volume of production, 
the recommendation will be indorsed and published by the 
Department of Commerce. 
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THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 


NEW BRITAIN, CONN. 


Warchousee—New York, Chicago, Philadelphia. 
Western Factory—Dayton, Ohio. 








OSBORNE Punches 


Our Belt, Spring, Arch and 
Revolving Punches have been 
on the market for over a 
century. We also make 

Leather Workers’, 
Trimmers’ and Up- 
holsterers’ and 
Plumbers’ 
Tools, 











Their qual- 

ity is KNOWN 

—their sale is 

made when you show 

them. Send for Catalog 

of our Complete Line 
Punches and other tools. 


\. 
Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


Netw) = OOO) .9D) 


SAMSON SPOT, PHOENIX and SACHEM brands 


Flo Rathieteertackedeltt lites ielaicsetastatlre tatty 
“There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS * COTTON TWINES 


Send for catalogue, samples and selling information 








COLORED 
METAL KEY 
SIGN 


Actual Size 


32 In. Long : 
13%4 In. Deep F-\ 



















The sign of the 
master locksmith 
who cuts keys with 
the Segal Rectify- SEGAL 
ing Cutter. —— 





Segal Lock & Hardware Co. 
12 Warren St., New York City 


TRADE Booklet 
Jimmy- is on 
Proof Latches request 
Locks 
MARK 








Cap’n Mark says: 


“If I were a-sellin’ Rope, 
I’d certainly sell Colum- 
bian Tape-Marked. It 
has more real good sellin’ 
points than any rope I 
know of—and it more’n 
measures up to them.” 


Write our nearest branch for any 
information. 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y. “The Cordage City” 





Branches:— 
New York Chicago Boston New Orleans Philadelphia 





WICK WIRE BROTHERS 
BRONZE Wire Cloth 


ABSOLUTELY RUSTLESS. Not af- 


fected by salt air, acids or gases. Made 
from a special alloy of 90% Copper and 
10% Zinc. 


Only FULL GAUGE wire used. We con- 
trol every operation. 14, 16, and 18 mesh 
wire, in 18 to 48-inch widths. 100 lineal 
ft. to the roll. 


Ask your Jobber. 
ng api Fetaatittt aed! tad 


















Quick Adjustment 


Customers like this B. & C. Improved 

Adjustable “‘S” Wrench, because of 
TRAE. its quick adjustment, unfailing grip 
&X! on different size nuts, and long life 

construction. A good seller. 


Send for Complete Catalog and 
Prices. 


BEMIS & CALL CO. - Springfield, Mass. 

























Klos Klips are 
indispensable for 

holding fabrics on 
the line. That is why 
housewives ask for Klos 
Klips rather than the old type. 


National Spring Clip Co. ™yatselicr. 
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CLASSIFIED OPPORTUNITIES 











CLASSIFIED ADVERTISING 
RATES 
Accounts Wanted” 
sa ia tives Wanted” 
Positions Wanted and Help Wanted 


advertisements at Special Rate of Each 


one cent a word, minimum fifty Each 


cents per insertion. 











Use the “Classified Opportunities Section” to reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” ‘Sales 
and “Sales Representa- 
Advertisements. 

Set Solid, Minimum of 5 lines......$3.00 
additional line..... 
All Capitals, Minimum of 5 lines.... 4.00 
additional line............ .80 
Average 10 words to a line Pp 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
[ be addressed to box numbers 


BOXED DISPLAY RATES 
Bh fmol. wovcccccccs coccccccccc cs oO 
Each additional fmch.wcccccccccccs 4.00 





Discounts for Classified Advertis: 
4 insertions, 10% off; 8 insertions, 15% off 
Due to the special rate, these discounts do 
apply on Position Wanted or Help 
Wanted Adverti 
HARDWARE AGE is published each Thursday. 
Forms close Nine Days previous to date of 


cocccee 260 not 














Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 




















POSITIONS WANTED 


POSITIONS WANTED 








HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BEVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR THN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7374-5-6 








is SOS EOS! 








A SEASONED SALESMAN with a good record for sales volume and 
with sufficient brains to analyze territory and merchandise in order to 
obtain the best results, desires a position. Have thorough knowledge of 
merchandising methods.. Have sold manufacturers, jobbers and retailers 
in the hardware line. ‘Wish to make a change where there is an oppor- 
tunity of increasing annual income. Cannot consider anything less than 
$5,000 per annum. Address Box I-774, care of Harpware Ace, New 
York City. 





AGGRESSIVE SALESMAN, age thirty-five. Acquainted with hard- 
ware jobbers throughout the country and experienced in organization and 
sales promotion, desires position with reliable specialty or shelf hardware 


manufacturer. Will locate anywhere or travel extensively. Highest refer- 
ence furnished. Address Box I-772, care of HARpWARE AGE, New York 
City. 





SALESMAN, business producer, personal following among Hardware 
jobbers and dealers, department stores, housefurnishings, electrical appliance 
trades in New England states, and Hudson Valley, . Y., territory. 
Travels own car; highest credentials. Salary, drawing, or will represent 
factories direct straight commission basis. Address Box I-782, care of 
Harpware AGE, New York City. 





BUILDERS’ HARDWARE MAN—Thoroughly experienced in figuring 
all classes of builders’ hardware, also taking complete charge of depart- 
ment. Experience as executive and estimator covers a nymber of years 
with large retail and wholesale concerns from whom satisfactory refer- 





ences can be secured. Address Box 415, 3711 Webb Avenue, Detroit, 
Mich. 
BUILDERS’ HARDWARE MAN—I5 years’ experience desires a 


ermanent connection with wholesale or retail firm in or near Greater 
New York. Can estimate, list and schedule finishing hardware from blue 
prints and follow specifications; also take complete charge of builders’ 
hardware department. Address Box I-779, care of HArpwarE AGE, New 





York City. 

HARDWARE MAN, THOROUGHLY EXPERIENCED in. general 
and builders hardware. Understands merchandising management and mod- 
ern sales methods. Would like connection with dealer where efforts of 
expansion would be appreciated and where an active interest can be 
secured should conditions be satisfactory. Will consider any location. 

~ Address Box 1-783, care of HarpwareE AGE, New York City. 


CAPABLE BUILDERS’ HARDWARE SALESMAN. 12 years’ ex- 
perience desires position in charge of builders department. Competent on 
plans and specifications and understands builders and architects require- 
ments thoroughly. Will accept position in East or Middle West State. 

Address Box 1-776, care of Harpware AcE, New York City. 





POSITION with manufacturer selling hardware ar or Department 
Stores. Covering states: Missouri, Kansas, Oklahoma, Iowa, Nebraska, 
Minnesota, Wisconsin, North and South Dakota, Colorado. Experience; 
Married, available at once. Best of references. Age 37 years. Address 
Box I-778, care of HarpwAre AGE, New York City. 





POSITION WANTED—Having had wholesale and retail experience I 
am well qualified to handle your job. What have you to offer? Honest, 
industrious and capable. Well acquainted in Chicago and Northern Illinois. 
Best of reference. Address Box 1-784, care of HARDWARE AGE, New York 
City. 





Experienced Salesman, six years in metropolitan and Westchester terri- 
tory, desires good connection as salesman or manufacturer’s representative. 
Have car and prefer Westchester and lower Connecticut territory. Highest 
ee furnished. Address Box 1-789, care of HarpwareE AGE, New 

ork City. 





YOUNG MARRIED MAN would like to represent reputable manu- 
facturer in this section. Have traveled the New England states for the 
past five years calling on the hardware trade. Can furnish excellent 
references. Mr. Mundt, 10 Fairview St., Roslindale, Mass. 





EXPERIENCED SALESMAN seven years with one employer selling 
all Detroit hardware dealers. Desires g sales connection for Detroit 
territory. Salary or commission. Address Box 1-755, care of HARrpwaRrE 
Acz, New York City. 





SALESMAN at Present Employed Desires Position as Buyer and Sales- 
man in Large Retail Store. Twenty years’ experience in hardware field. 
Address Box I-775, care of Harpware Ace, New York City. 





BUSINESS OPPORTUNITIES 








WANTED 
A MERCHANT IN EACH TOWN 


in Wisconsin, Northern Illinois and Northern Indiana 
Wisconsin manufacturer of 55 years’ standing will establish direct factory 
distribution on high quality paints and varnish, together with 50 of the 
fastest selling household articles. An unusual price plus quality has built 
trerendous sales $250 cash required, balance paid from profits. Write 


FOUNDERS PAINT COMPANY, Oshkosh, Wisconsin. 

















FOR SALE—Hardware Business located in County Seat town in cen- 
tral Pennsylvania, in center of rich farming district. Clean stock. Best 
of reasons for selling. Real proposition for young man who desires to go 
into business and is willing to work. Address Box I-698, care of Harp- 


ware AGE, New York City. 





WANTED—Small Hardware or Variety Store in North Central Illinois. 
Will consider larger store if given opportunity of interest and employment. 
Can give best of reference as to Honesty, Knowledge and Ability. Address 
Box I-785, care of HARDWARE AGE, New York City. 
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CLASSIFIED OPPORTUNITIES 


SALES ACCOUNTS WANTED SALES REPRESENTATIVES WANTED 

















Established Corporation WANTED — — 


Specialty Salesman calling on Hardware Dealers and Depart- 





located in the Hardware District of New York is in the S Stal it aids chile Hes, Wee 4 
market for additional hardware lines for the Hardware detaile rao os aeeeuliee “an ‘r foe oon canbe aul 
Trade. At present is selling seasonable merchandise. Have territory Ppa eee P . : 

i yarehous f h 1 4 r z 
Ealr warenoune space for handling stock Agarose Bex Address Box I-790 c/o Hardware Age, New York City 











7369-A, Care of Hardware Age, Otis Building, Chicago, III. 




















EXCEPTIONAL OPPORTUNITY for Salesmen calling on Housefur- 
MANUFACTURERS REPRESENTATIVE with headquarters in nishing Trade to introduce NEW STAINLESS ENAMELWARE Kitchen 
Philadelphia would like one good strong line for Wholesale Hardware, Utensils. Several territories still open. Commission basis. Give qualifica- 
Department Store housefurnishings departments, and the larger retail tions and references first letter. THE STRONG MANUFACTURING 
trade. Territory covered regularly, Pennsylvania, New Jersey, Delaware, COMPANY, SEBRING, OHIO. 
Maryland and District of Columbia. Have car and will work on com- 
mission basis. Address Box I-759, care of Harpware Ace, New York City. THE MANUFACTURER of a new, but proven, fast selling hardware 
specialty desires established manufacturers agents calling on retail hard- 
: : ware, department, and housefurnishing stores. This is high grade mer- 
to cover the architects in the state of chandise with a ready dealer and consumer acceptance. Various terri- 
care of Harpware Ace, New York City. 














I am expanding my territory 
Florida and want accounts covering various items used in the constructi tories open. Address Box 1-762, 
susiness. Have been working architects’ offices since 1916. Carry stoc 











ind complete organization and am _ properly financed ti ane on any account + | 

which I may care to take on. W. FROST, P.O. Box 3216, West SALESMEN calling on the retail trade to ne ular price 
Palm Beach, Florida. quick selling specialty l’rotected territory. f edit on repeats 20 per 
ieee eiere cent commission. Advise lines handled and _ territory Contidential Ad 

See 2 dress Box I-788, care of ARDWARE AGE, New York City 
Manufacturer's representative, Chicago office. with excellent following 

imong hardware, paint retailers, also department — eewee _~ obber : WANTE)-—Salesman. licago. and anot!l or New England territor 
wants connection with good line on commission basis, itsice Established line of imported a high ssion paid, 
ter ary: Excellent hank and trade references. <A, I C DWIG. in “COM partv. must have one or two go other lines, non-competitiv Onl 
PANY. 3772 ve 4 

PANY, 3772 North Clark Street, Chicago, Il. hustlers need apply to Box 1-78¢ of Harpware Acre, New York Citys 








SALESMAN WANTED—lInside and outside work. Thoroughly e 
SALES REPRESENTATIVES WANTED perienced in paint and builders’ hardware. “State yo renee = detail, 
— age, references, salary expected. Apply Salesman, Box 909, Norfolk, 

irginia. 








ROPE SALESMEN WANTED—100 per cent pure Manila rope 17c. 
basis. Fast selling side line, five per cent commission. UNITE D FIBRE LUSTROUS 
COMPANY, 82 South Street, New York City (Foot of Wall x and life-time. Every stove dealer a prospect. Territories open. 
East River). Mfg. Co., Pear Ave., Cleveland, Ohio. 


Aluminum Stove Pipe beautifies a gas stove, and lasts a 


McCarthy 











OUT OF SIGHT — 
AND OUT OF MIND— 





Display .. . display. . . display 
The 
- Acknowledged 


best and most 


and sull more display. 


What is out of sight is largely 


out of mind. Let your stock ean 

do its own measure of selling. Traveling-Hanger 

There is a continual stream of for Women 
and Men 


articles in HARDWARE AGE 


to aid you in effective window 





The extra-special 25 Cent Article with a large 


and counter displays. profit. 
1 Carton containing one dozen (5x10x2 inches) 


Keep in Step With This Modern Trend Sample cases of 50 dozen Cartons (22x15x22 
inches), Gross weight 58 kilos, Net weight 48 


kilos, including packing f.o.b. Hamburg. 


Measurements of Hanger: Open 16.5 inches, 
Closed 9 inches. 


SINRAM & WEND - Hameln, Germany 


Founded 1899 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
A Boucher Mig. Co., H. E........ —] Diamond Calk Horseshoe Co.... — Grebniee Tool Go. s5.ssss0 50.20 — 
; (an Brack Mite: Co,, 1... S........%.. __]| Dickson Weatherproof Nail Co.. — | Griffin Mfg. Co.............-+- 81 
Addison-Leslie Co. ........++++ —~| Brainerd Mfg. Co............-- 52) Me AG Rs Pica 'vn ke vsceccesss — 
Rien, G.) Ses Ib ccéicass cog) ee 92 | Disston & Sons, Inc., Henry.... — 
peace osha aaaoataaae —| Bridgeport Chain & Mfg. Co.... --| Dixon Crucible Co., Joseph..... _ H 
yin Co... se esecereee 80 Bridgeport Hardware Mfg. Co... 11 | Domes of Silence, Inc.......... 98 Hall Mfg. Co 26 
Almo Trading & Imp. Co....... cag | ey ee A ipwlnth Gow (Gear Was. c.cccce a, Bo Oss ka sSisis na eee bas 2 
Amencan (Cham Co....24.4.05 34 . 221 Du P Jemours & C Hanlon & Goodman Co......... 
Brown & Sharpe Mfg. Co....... ; 33 u Pont de Nemours & Co., 
Ainwecan ind: me Bice Co... ae 7 Haason: Scale (60) < 6 oi.5 5505050 -- 
A . c ‘ SPIN OD coos secas neous ss -- Ruy Eats okea deus ay bees ewe —| Harrington Cutlery Co 7s 
eres as Machine Co...... “™ | Buffalo Wire Works Co., Inc Durable Toy & Novelty Co..... 26 Hart Richard PY Co. 24 
American National Co.......... 22 ictee bk Wher Davey C 84 vg noe a ec a a a 
3 ittery Co.... § i 
ected. © Dole Suctanee aa ae da alia a Mtler & Co, We. Gicisicccccecs 89 
Be ae ae eats rs ans Sanne ee ees Eesties, Bae. J. Asssissks.00: —_ 
Americas Bing Co..... 85 E Hercules Powder Co............ 28 
American Saw & Mfg. Co....... 98 Cc Eagie Lock C TF \ nromepenancsaiauuar aera a 
ay eee sti sl i ei ea Ne 83 | Hibbard, Spencer, Bartlett & Co. — 
aceibie er wee nari : Eagle-Picher Lead Co. ......... — : z . , 
American Sheet & Tin Plate Co.. 19 | Catborundum Co. .......... : eas mel C . Hill, N. N., Brass Co.......... 28 
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THE ADVERTISERS INDEX is published as a convenience and not as s part of the advertising contract. 


No allowance will be made for errors or failure to insert. 


Every care will be taken to index correctly. 
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RUBBISH BURNER 


Brings Bigger Profits 


Look better and are 
better — they sell 
quicker — are easier 
to stock and ship be- 
cause they come to 
you in knock down 
form packed in sepa- 
rate cartons. 





ii 
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: 
au 


nt 
ot 


oe 


You will find a better 
profit and a_ larger 
volume in SKY- 
SCRAPERS. 








zZ Ask your 
A jobber 
or write 
_ to ms. 





EASTERN NAIL COMPANY 


170 Union Avenue, Providence, R. I. 
California Representatives 
PACIFIC SALES COMPANY 
718 Mission Street, San Francisco, Calif. 























REFILLS? 
Di19 Assort+ 


ment: Packed 
¥y gross sets: 
i 1 doz. each of 
¥%", %", %" 
and %". $9 
per gross 
sets. 


DOMES of SILENCE 


are Nationally Advertised 


Being nationally advertised and well known 
makes them quick sellers. You're sure of a good 
profit, also. 

Ask your Jobber for Genuine 
Domes of Silence and look 
for the name inside of each 
dome. 


If your Jobber cannot supply 
you—write us direct. 





We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES of SILENCE, INC. 
21 Pearl Street - - New York City 

















A little giant —safe, 
efficient aud fool- 


HAND POWER »roof, easy to install 
ELEVATORS \nneeeneat 
These smooth running ee 
Kimball machines of ES = 

which there are thou- PS 
sands in successful op- , 
eration come sawed, 
drilled and equipped 
with all fittings ready : 
for instant installation 
by anyone handy with el TS 
saw and hammer. , 
Roller bearings and 
high leverage ratio 
make this one of the 
smoothest, fastest hand 
power machines on the 
Se a 
Write for Hand Power 
Elevator Folder. 


Kimball Bros.Co. 


Builders of Elevators for 46 Years 
1117-41 South Ninth St. 
Council Bluffs, Iowa 
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Open For 
Greater Hack 
Saw Profits! 


The Wolves of Lenox, known 
to your customers and _ pros- 
pects as the rugged clear-cut- 
ting, slashing Hack Saws with- 
out equal, are ready and eager 
to boost your profits and to 
bring you new customers. They 
are attractively packaged in 
plaid and backed by a strong 
sales plan. 


















Get the details today. 









“The Tools in the Plaid Box.’’ 
American Saw & Mfg. Co. 
Springfield, Mass. 
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BULLDOG ; 
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TIE-OUT CHAIN, 
— 


A, y 


aa 











How are you fixed 
to sell chain this spring? 


[ you neglect CHAIN you are neglecting 





your own profits . . . Millions of feet of 


Hodell Chain is 


chain are sold every spring. To get your share made for every 
pu rpose. 
you must not only have GOOD chain, but have Coil Chain 


Halter Chains 
it PROPERLY DISPLAYED. —— 


d i — h Porch Swing Chains 
Hodell Chain is properly displaye the Implement Chain 
i y aed y Pump Chain 
Garage HardwareChain 
famous Hodell Chainstore fixture shown above. Seig Chaiad eed Lends 
Kennel Chains 


Get one of these fixtures and let your chain 





stock SELL ITSELF. Send the coupon for details. 
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THE CHAIN PRODUCTS COMPANY 
Cooper Ave. and Penna. R.R. « Cleveland, Ohio 





I can see the sales possibilities of chain with your 
modern fixture. Send me information. 


Name Se ee ne ee 


Address _____ _ . Lee 
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My jobber is a a 
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Pet A 
Pek 


These four words are important to every retailer. 
For customers are influenced by what they see and 
hear. Right now, Mr. Golfer may be saying to Mrs. 
Golfer, “I see they are making Matched Sets for women 
players this year.” Mrs. Golfer may reply, “yes and I 
hear that wood cleeks are coming back.” And their son, 
- LiFe *~—-__-who will be a golfer when he grows up, but is just now 
Bor? | wre more interested in baseball, may be pouring over the 
—" official records of the big leagué players. 


What happens when Mrs. Golfer comes into your store 
and sees the new Matched Sets made for women? When 
Mr. Golfer sees the new Grand Slam Wood Cleeks? When 
their son sees the very same Louisville Slugger Bats that 
Hornsby and other great stars use in slashing their way 
to the leadership of their leagues? Why, it means a sale; 


The advertising of Louisville Slugger Bats and Grand 
Slam Golf Clubs is more extensive this year than ever 
before. All of the publications illustrated in the border 
of this advertisement are used. Their circulation exceeds 
6,000,000 per issue. Hillerich & Bradsby 
Co., Incorporated, Mfrs., Louisville, Ky. 




































NATIONALLY 
ADVERTISED 






aol oe — ro ‘ “ “s ; 


GRAND SLAM LOUISVILLESLUGGER | 
GOLF CLUBS BATS 


Matched For Precision And Power Standard Wherever Base Ball Is Played 
HILLERICH & BRADSBY CO. Incorporated. Manufacturers- LOUISVILLE, Ky. 











